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Why  more  mums  will  be  choosing 

the  right  name. 


There's  a  new  range  of  bottles, teats, 
soothers, disposable  nappies  and  accessories 
from  LewisWoolf  Griptight. 

It's  called  Nursery  and  it  includes  some 
brand  new  products.  - 

For  instance  with  the  new  Newborn  and 
Variflo  teats  added  to  the  popular  Freflo  teat, 
there's  now  a  complete  progressive  range  for 
use  with  Nursery  Polycarbonate  bottles 
throughout  feeding: 

Super  soft  and  absorbent  Nursery  throw 
away  nappies  will  be  big  sellers  too.  As  well  as 
Flexi-ring  soothers,  Hushrnas.ter  and  Ortho- 
dontic hygienic  soothers.  - 


We'll  be  advertising  to  mums  in  a  big 
way.  In  mother-to-be  publications  as  well  as 
womens  interest  journals. 

They'll  ask  for  Nursery,  be  sure  you  can 
meet  the  demand. 

tenant? 

by  Griptight 

LewisWoolf  Griptight  Ltd,  Home  Sales  Department, 
144  Oakfield  Road, Selly  Oak.Birmingbam  B297EE. 
Telephone:  021-472  4211. 


25  March  1978 


CHEMIS 
DRUGGI 


Incorporating  Retail  Chemist 

25  March  1978 

Vol  209     No  5110 
119th  year  of  publication 

ISSN  0009-3033 


COMMENT 


Editor  Ronald  Salmon  MPS 

Assistant  Editor  Adrienne  de  Mont  BPharm  MPS 

Technical  Editor  Graham  Thome  BPharm  MPS 

Beauty  Editor  Kim  Pearl 

Information  services  Ivan  Cotgrove 

Advertisement  Manager  Peter  Nicholls  JP 

Director  Arthur  Wright  FPS  DBA 


CONTENTS 


417  Comment — Ignored  again 

418  Crop  scheme  forgets  pharmacies 

418  Unichem  pay  5  pc  interim 

419  More  pharmacists  on  PPA  by  right 

420  Better  compensation  for  drug  damage? 
422  Striking  off  ordered  after  linctus  sales 
426  Special  status  sought  for  small  businesses 

426  People;  Deaths;  News  in  brief 

427  The  Xrayser  column — Apathy  and  action 
429  Counterpoints 

439  Beauty  Business — Special  supplement 
460  Business  matters — New  series 
465  Photonotes 

467  How  to  beautify  your  cosmetic  profits 

468  PSI — Contraceptives  a  matter  of  conscience 

471  Letters 

472  Major  improvement  in  S&N  health  products 

475  Appointments 

476  Market  news;  Coming  events 
478  Classified  advertisements 


Published  Saturdays  by  Benn  Publications  Ltd 

25  New  Street  Square,  London  EC4A  3JA.    Tel:  01-353  3212 

Editorial  and  Advertisement  Offices 

25  New  Street  Square,  London  EC4A  3JA.  Tel:  01-353  3212 
Telex  27844 

Regional  advertisement  offices 

Midlands  240-244  Stratford  Road,  Shirley  Solihull, 

West  Midlands  B90  3AE    021-744  4427 
North  east        Permanent  House,  The  Headrow,  Leeds  LS1  8DF. 

0532  452841 

Scottish  74  Drymen  Road,  Bearsden,  Glasgow 

041-942  2315 

North  west       491  Chester  Road,  Old  Traffo.d,  Manchester  M16  9HF 
061-872  5151 

West  country  &  south  Wales     10  Badminton  Road,  Downend, 
Bristol  BS16  6BQ    0272  564827 

Subscription  Department 

125  High  Street,  Colliers  Wood,  London  SW19  2JN. 
Tel:  01-542  8575 

Subscription 

Home  £22  per  annum.  Overseas  £28  per  annum. 
50p  per  copy  (postage  extra) 


1mm  J- 


2£> 


ABC 


Member  of  the  Audit  Bureau  of 
Circulations 


Ignored  again 
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It  seems  incredible  that  agrochemicals  manufacturers  and 
distributors,  farmers  and  Government  departments  could 
have  together  devised  a  scheme  for  the  safer  handling, 
storage  and  supply  of  these  products  without  recognising 
the  actual  and  potential  role  of  the  pharmacy.  "It  must 
have  been  an  oversight,"  C&D  was  told  this  week.  We 
would  describe  it  more  as  a  blunder  of  the  first  magnitude! 

The  new  registration  scheme,  BASIS,  was  launched  last 
week  to  control  the  distribution  of  crop  protection  products 
in  the  UK  (see  p418).  The  aim  is  to  ensure  that  pesticides, 
etc,  are  stored  and  handled  safely  under  correct  conditions 
and  are  sold  to  professional  users  by  adequately  trained 
staff.  Distributors  wishing  to  sell  such  products  would  have 
to  have  their  premises  and  qualifications  assessed  and 
pay  a  registration  fee.  Failure  to  do  so  could  mean 
manufacturers  refusing  to  supply  products. 

The  instigators  of  the  scheme  have  consulted  and 
apparently  gained  the  support  of  all  the  relevant 
organisations  involved  with  crop  protection  products,  from 
manufacturers  to  farmers,  but  in  omitting  pharmacists  have 
ignored  those  distributors  probably  most  likely  to  comply 
with  the  scheme's  requirements  already.  Of  course  we 
applaud  any  attempts  to  raise  standards — but  the  move 
comes  strangely  from  a  side  of  the  industry  which  has 
constantly  by-passed  the  very  outlet  that  provides 
technical  expertise,  the  constraints  of  a  profession,  plus 
regular  inspection.  Now  high  standards  are  to  be 
considered  virtues  rather  than  vices,  but  still  the 
agricultural  and  veterinary  pharmacist  is  low  on  the  list 
of  those  considered  fit  to  apply  them — if  he  is  on  the  list 
at  all. 

It  is  surely  farcical  that  opposition  from  the  industry 
(anc  often  the  same  companies  are  involved)  has 
prevented  a  raising  of  standards  in  the  supply  of 
veterinary  products  tl .rough  supervision  by  pharmacists, 
as  originally  proposed  by  the  Medicines  Commission.  Yet 
on  crop  protection  products  the  industry  becomes  suddenly 
extra  safety  conscious.  We  cannot  help  but  draw  a 
comparison  with  the  storage  standards  and  sales 
supervision  and  advice  apparently  thought  superfluous 
when  many  of  the  same  chemicals  are  offered  to  the 
general  public.  The  hazards  of  paraquat  are  an  obvious 
case  in  point. 

The  retail  pharmacist  already  pays  dearly  for  the  right 
to  practise  his  profession  and  to  have  his  standards 
inspected  by  numerous  authorities.  He  does  not  need  the 
burden  of  another  £30,  and  we  must  urge  the  scheme's 
organisers  to  acknowledge,  even  at  this  late  stage, 
pharmacy's  "already  qualified"  status. 
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Crop  scheme 
forgets  pharmacies 


The  Pharmaceutical  Society  is  seeking 
exemption  for  pharmacists  from  a  new 
scheme  to  control  distribution  of  crop 
protection  products.  Under  the  British 
Agrochemicals  Supply  Industry  Scheme 
Ltd  (BASIS),  launched  last  week,  distri- 
butors would  have  to  subject  their 
premises  to  inspection  and  pay  an  annual 
registration  fee.  Failure  to  register  could 
mean  manufacturers  refusing  to  supply 
that  outlet.  The  aims  of  BASIS  are  to 
ensure  a  high  standard  of  safety  in  the 
distribution  of  crop  protection  products; 
to  ensure  that  staff  involved  are  responsi- 
ble and  competent,  and  that  businesses 
are  suitable  for  the  purpose;  to  support 
staff  training  schemes;  to  promote  safe 
and  efficient  use  of  crop  protection 
products;  and  to  further  the  understand- 
ing of  relevant  regulations. 

Society  seeks  exemption 

The  Pharmaceutical  Society,  which 
was  not  consulted  about  the  scheme, 
believes  pharmacists  should  be  exempted 
from  any  further  controls  as  they  are 
already  adequately  covered  by  both  legal 
and  ethical  requirements. 

Mr  T.  D.  Maclean,  chairman,  British 
Agrochemicals  Association,  speaking  at 
the  launch,  said  BASIS  had  the  full 
support  of  pesticide  manufacturers  and 
formulators.  BAA  members  had  agreed 
that  once  the  scheme  was  operational 
they  would  not  supply  non-registered 
distributors. 

This  agreement  would  be  registered 
with  the  Office  of  Fair  Trading  in 
accordance  with  the  requirements  of  the 
Restrictive  Trade  Practices  Act.  Most 
distributors   were    already    safety  con- 

Unichem  pay 
5pc  interim 

Unichem's  3,250  shareholding  members 
can  shortly  look  forward  to  the  payment 
of  the  second  interim  rebate,  which  will 
be  at  the  rate  of  5  per  cent  on  account 
for  the  year  ended  December  1977.  The 
rebate  will  be  paid  less  the  amount 
already  paid  on  account  in  respect  of  the 
first  six  months.  Final  rebate  up  to  a 
total  of  8  per  cent  will  be  paid  after 
confirmation  at  the  annual  meeting. 

Unichem  members  qualify  automati- 
cally for  a  profit  sharing  rebate  on  all 
counter  purchases  where  RPM  does  not 
apply,  providing  purchases  average  £800 
a  month.  With  Unichem  sales  running  at 
a  rate  well  over  last  year's  £72  million, 
the  rebate  payments  can  be  substantial, 
more  so  in  1978  as  the  total  rebate  can 
now  reach  10  per  cent. 

"The  independent  chemist  can  do 
much  to  protect  his  future  by  sensible 


scious  and  efficient  but  it  was  essential 
to  bring  them  all  to  an  acceptable 
standard,  he  added.  The  new  scheme 
had  been  evolved  in  close  consultation 
with  the  Ministry  of  Agriculture  and 
also  had  the  support  of  the  National 
Farmers  Union,  the  UK  Agricultural 
Suppliers  Trade  Association,  and  the 
National  Association  of  Agricultural 
Contractors. 

Mr  T.  A.  Gibbons,  NAAC,  said  that 
resolution  of  problems  and  maintenance 
of  good  practices  by  this  method  was 
preferable  to  Government  legislation 
which  might  result  in  farmers  being 
denied  "a  proven  useful  and  necessary 
tool  to  achieve  economic  crop  yields." 

Mr  H.  C.  Mason,  NFU,  said,  "we 
believe  that  it  is  essential  for  the  link 
between  the  manufacturers  and  the  user 
to  be  in  the  hands  of  people  who  know 
the  complexities  of  the  products  they 
are  marketing  and  can  ensure  that  they 
are  sufficiently  well  informed  about  these 
products  to  be  able  to  match  them  to 
their  customers'  needs.  We  need  to  be 
assured  that  the  products  have  been 
properly  stored  so  as  to  prevent  deterio- 
ration and  that  satisfactory  standards  are 
maintained." 

Registration  fees 

The  initial  registration  fee  will  be  £30 
plus  £5  for  each  additional  sales  or 
storage  point.  Companies  concerned  only 
with  treated  seeds  or  seed  treatment 
chemicals  will  pay  £15  plus  £5  for  each 
additional  sales  point.  The  registration 
board  aims  to  register  established  distri- 
butors by  July  1.  The  board  will  be 
drawn   from   recognised   trade  associa- 


financial  planning",  says  Mr  Peter  Dodd, 
Unichem's  managing  director,  "and  in 
our  view,  if  he  is  not  a  member  of  our 
organisation,  he  is  definitely  losing  out 
on  a  number  of  extremely  beneficial 
arrangements.  We  are  doing  everything 
possible  to  assist  and  encourage  the 
private  chemist  to  take  his  rightful  share 
of  available  business,  and  to  encourage 
the  consumer  into  his  shop." 

Shops'  benefits  to 
community  stressed 
to  government 

Retailing  and  wholesaling  should  be 
specifically  brought  into  the  urban  aid 
programme  as  generators  of  employment 
and  activities  essential  to  a  good  environ- 
ment, says  the  Distributive  Trades 
Economic  Development  Committee  in  a 
paper  to  the  Secretary  of  State  for  the 
Environment. 

The  paper  points  out  that  government 
has  failed  to  recognise  the  importance 


tions  covering  manufacturers  (3),  distri- 
butors (3),  contractors  (1)  and  NFU  (1) 
with  a  chairman  independent  of  the 
industry. 

Mr  David  Dalglish,  member  of  the 
Society's  Council  and  chairman  of  its 
Agriculture  and  Veterinary  Committee, 
told  C&D  that  the  Society  welcomed 
moves  to  improve  standards  but  felt  it 
should  be  done  on  a  properly  constituted 
basis  in  consultation  with  pharmacists. 
The  Society  is  already  taking  steps  in 
the  House  of  Commons  through  Mr 
Eric  Ogden  MP,  prior  to  an  approach  to 
the  Agriculture  Minister.  If  there  was 
no  relaxation  for  pharmacies,  the 
Society  would  think  strongly  of  "making 
an  issue  of  it",  opposing  the  scheme 
through  the  Office  of  Fair  Trading  as  a 
restraint  of  trade.  Mr  Dalglish  was  con- 
cerned about  the  extra  financial  burden 
imposed  on  small  country  pharmacies 
not  handling  large  amounts  of  crop 
protection  products  and  who  might 
decide  not  to  stock  them  any  more,  with 
a  corresponding  loss  in  turnover. 

Mr  Sydney  Bootland,  MPS,  chief 
executive  officer,  British  Distributors  of 
Animal  Medicines  Ltd,  is  objecting  that 
BDAM  was  not  consulted  and  he  feels 
unable  to  support  a  scheme  which  does 
not  recognise  the  pharmacist's  role  in 
the  sale  of  crop  protection  products. 
BDAM  has  lodged  a  caveat  with  the 
Office  of  Fair  Trading  and  will  make 
representations  to  the  Ministry  of  Agri- 
culture. Mr  Bootland  believed  another 
deficiency  of  the  scheme  was  that  the 
chemicals  involved  were  not  clearly 
defined.  BASIS  say  only  that  the  pro- 
ducts involved  are  those  cleared  under 
the  Pesticides  Safety  Precautions  Scheme 
for  professional  use  in  agriculture,  etc. 

A  spokesman  for  BASIS  told  C&D 
on  Tuesday  that  it  "must  have  been  an 
oversight"  that  pharmaceutical  organisa- 
tions were  not  consulted  about  the 
scheme.  The  registration  board  would 
be  prepared  to  discuss  the  matter  with 
the  Society  as  soon  as  possible. 


that  retailing  can  make  to  urban  renewal. 
It  says  retailing  can  contribute  to  pro- 
viding jobs,  especially  for  the  young  and 
unskilled,  improving  the  quality  of  the 
environment,  and  rebuilding  the  com- 
munity spirit. 

The  paper  suggests  shopping  centres 
could  be  regenerated  around  existing 
shops,  developed  in  a  shopping  mall. 
Superstores  can  contribute  by  providing 
a  viable  unit  for  retailing  in  a  locality 
which  could  not  otherwise  support  small 
shops.  Custom  can  be  attracted  from  a 
wider  area.  The  Committee  makes  the 
following  proposals:  — 

□  Adequate  information  is  needed  via 
the  Shop  Register  that  retail  statistics 
can  be  collected  rationally  and  used  for 
analysis  in  local  areas. 

□  There  should  be  a  co-ordinated  ap- 
proach by  local  authorities  in  collabora- 
tion with  retailers  to  revitalise  shopping 
centres  in  selected  areas.  Provision  for 
shops  and  centres  should  be  an  essential 
part  of  local  plans. 

□  Some  form  of  rates  relief  would  help 
keep  marginal  units  in  operation. 
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More  PPA  pharmacists 
by  right,  but  fewer  overall 


The  number  of  pharmacists  on  the 
Prescription  Pricing  Authority  by  right 
will  be  increased  when  a  new  constitution 
comes  into  effect  on  April  1. 

But  in  practice  this  will  mean  a  reduc- 
tion in  the  present  overall  number  of 
pharmacists  on  the  Authority. 

Three  pharmacists  now  sit  by  right  and 
five  as  FPC  representatives  on  the  12- 
member  Authority.  Under  the  new 
constitution,  which  allows  for  16  mem- 
bers, there  will  be  four  pharmacists  by 
right  and  only  four  FPC  representatives, 
none  of  whom  can  be  pharmacists  or 
doctors. 

The  new  constitution  broadens  the 
range  of  the  representatives.  Doctors 
sitting  by  right  are  increased  from  one 
to  three  and  although  FPC  representa- 
tives are  reduced  from  eight  to  four, 
there  is  now  a  representative  from  Com- 
munity Health  Councils  and  one  from 
the  Department  of  Health.  There  will 
also  be  a  representative  of  the  officers 
of  the  Authority  and  a  person  who  has 
academic  or  research  experience  in 
matters  relating  to  the  work  of  the 
Authority.  The  term  of  office  has  been 
extended  from  two  to  three  years. 

The  Pharmaceutical  Services  Negotia- 
ting Committee  says  it  is  not  unhappy 
with  the  new  constitution,  especially  as 
it  has  four  pharmacists  by  right  as  against 
the  three  recommended  in  the  Tricker 
report  (C&D,  1977,  January  29,  pl06.). 
Dr  Gerard  Vaughan,  Opposition  Spokes- 
man for  Health,  has  tabled  a  "prayer" 
against  two  Orders  but  was  unavailable 


for  comment  as  C&D  went  to  press. 
The  Prescription  Pricing  Authority  Con- 
stitution Order  1978,  SI  1978,  No  331 
and  The  Prescription  Pricing  Authority 
Regulations  1978,  SI  1978,  No  332 
(HM  Stationery  Office,  £0.15  each). 

Unsupervised  sale 
of  Panadeine  leads 
to  a  £50  fine 

A  pharmacy,  Zoneplan  Ltd,  was  fined 
£50  with  £10  costs  at  Tottenham  Court 
recently  for  the  unsupervised  sale  of 
Panadeine  tablets.  The  court  was  told 
that  Mr  Peter  Kozair,  a  director  of  the 
company,  had  previously  been  warned 
about  the  layout  of  his  shop.  A  Pharma- 
ceutical Society  inspector  had  told  him  to 
change  the  layout  in  order  to  make  the 
supervision  of  poisons  easier. 

It  was  when  the  inspector  called  later 
to  see  if  the  layout  had  changed  that  the 
unsupervised  sale  took  place.  Mr  Kozair 
said  the  assistant  who  made  the  sale  was 
a  schoolgirl  on  holiday  who  had  been 
instructed  to  sit  in  the  shop  and  call 
him  if  he  was  needed  to  serve  a  customer. 
"I  was  under  the  impression  that  the 
girl  would  not  sell  anything  other  than 
innocent  products  such  as  soap,"  he 
added.  Mr  Kozair  said  the  incident  was 
purely  accidental.  Regular  staff  were 
instructed  not  to  sell  anything  from 
inside  the  dispensary  without  his  per- 
mission. 


Mr  J.  Wright,  OBE,  FPS,  FCIS,  director  of  the  NPA  group,  pictured  after 
receiving  the  insignia  of  an  Officer  of  the  Most  Excellent  Order  of  the  British 
Empire  from  Her  Majesty  the  Queen  at  Buckingham  Palace  on  March  14.  With 
Mr  Wright  are  his  wife  Peggy  (who  is  also  a  pharmacist)  and  their  two 
daughters,  Mrs  Angela  Langford  and  Mrs  Josephine  Lewis 
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NPA  to  write  to 
Mr  Ennals  on 
remuneration 

The  NPA  board  of  management  decided 
at  a  meeting  this  week  that  the  chairman 
would  write  to  Mr  David  Ennals,  Sec- 
retary for  Social  Services,  re-iterating  the 
case  for  improved  remuneration  for 
pharmacists. 

The  Parliamentary  "early  day"  motion 
seeking  more  funds  for  community  phar- 
macies carried  253  signatures  of  MPs  by 
Tuesday. 

The  NPA  board  meeting  also  approved 
the  name  change  of  the  Chemists  Mutual 
Insurance  Co  Ltd  to  the  Pharmacy 
Mutual  Insurance  Co  Ltd. 

Second  stage  of 
differential  on-cost 

The  second  stage  of  the  differential  on- 
cost scheme  becomes  operative  from 
April  1.  Stage  one  began  on  January  1 
and  stage  three  will  become  operative  on 
July  1.  The  average  on-cost  will  be 
maintained  at  11.32  per  cent  although 
the  groups  dispensing  fewer  prescriptions 
will  gradually  gain  at  the  expense  of  the 
larger  groups.  Precise  details  of  the 
effect  on  each  group  were  not  available 
when  C&D  contacted  the  Pharmaceutical 
Services  Negotiating  Committee  earlier 
this  week.  On-cost  details  are  being  sent 
to  all  pharmacies. 

Ever  Ready  prices 
up  in  September? 

The  Government  has  told  Ever  Ready 
that,  under  existing  prices  legislation, 
the  company  could  raise  its  prices  by 
another  5  per  cent  in  September  without 
further  investigation  by  the  Price  Com- 
mission. 

This  assurance  was  given  by  Mr  Roy 
Hattersley,  the  Prices  Secretary,  at  a 
meeting  shortly  after  the  publication  of  a 
Price  Commission  report  (last  week, 
p380)  which  recommended  that  Ever 
Ready  be  restricted  to  a  2  per  cent  rise 
instead  of  the  7  per  cent  sought.  Ever 
Ready  told  C&D  that  it  is  highly  prob- 
able that  they  will  be  putting  their  prices 
up  in  September. 

Self-care  on  TV 

One  programme  of  the  London  Week- 
end Television  series  "How  to  stay 
alive"  will  investigate  the  amount  of 
medicines  the  public  takes,  the  safety 
of  those  medicines  and  how  social  im- 
provements have  changed  the  prevalence 
of  disease.  This  programme,  which  was 
made  with  the  co-operation  of  the 
Pharmaceutical  Society,  asks  whether 
patients  should  expect  a  prescription  each 
time  they  visit  the  doctor  and  shows 
that,  by  asking  the  pharmacist,  the  pub- 
lic can  be  "self-caring."  This  programme 
will  be  shown  in  areas  outside  London 
on  April  23  at  9  or  11am  and  in  Lon- 
don on  May  12.  at  11.30pm. 
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Better  compensation 
for  drug  damage? 


One  of  the  recommendations  of  the 
Royal  Commission  on  Civil  Liability  and 
Compensation  for  Personal  Injury  is  that 
"strict  liability"  should  be  introduced  for 
vaccine  damage,  defective  products, 
including  drugs,  and  volunteers  to 
medical  research.  "Strict  liability"  varies 
in  its  scope  but  it  is  always  more  favour- 
able to  the  plaintiff  than  the  ordinary 
liability  of  the  defendant  for  proved  fault. 

The  report  says  that  although  the 
pharmaceutical  industry  is  opposed  to 
strict  liability,  the  Commission  considered 
that  no  special  treatment  could  be 
justified,  notwithstanding  their  decision 
not  to  recommend  either  a  special 
defence  for  development  risks  or  a 
financial  limit  on  liability.  The  introduc- 
tion of  strict  liability  for  products  would 
also  provide  a  remedy  for  antenatal 
injury  if  it  could  be  proved  to  have  been 
caused  by  defective  drugs. 

Regarding  vaccine  damage,  the  Com- 
mission did  not  think  it  was  right  to  try 
to  distinguish  one  severely  disabled  child 
from  another  and  vaccine  damaged 
children  should  be  entitled  to  the  benefits 
they  propose  for  severely  disabled  chil- 
dren (a  new  benefit  of  £4  a  week,  tax 
free,  from  the  age  of  two,  as  an  addition 
to  child  benefit  and  mobility  allowance, 
where  applicable,  to  be  paid  from  age  of 
two  instead  of  five  years  as  at  present). 
However  there  is  a  special  case  for  paying 
compensation  for  vaccine  damage,  over 
and  above  these  benefits,  where  vaccina- 
tion is  recommended  by  the  State.  Report 
of  Royal  Commission  on  Civil  Liability 
and  Compensation  for  Personal  Injury, 
Cmnd  7054,  HM  Stationery  Office, 
volume  1  {main  report)  £7.60;  volume  2, 
£3.60;  volume  3,  £3.60. 

Harwell  guide  to 
analytical  services 

A  free  guide  to  the  analytical  services  at 
Harwell  is  now  available.  The  booklet 
describes  a  wide  range  of  elemental, 
trace,  surface  and  organic  analytical 
techniques.  Typical  customers  are  those 
involved  in  quality  control,  on-line 
analysis,  component  or  product  failure 
and  environmental  surveys.  Copies  of  the 
guide  are  available  from  Mr  T.  Carter, 
Harwell  Analytical  Services,  Building 
551,  Harwell,  Oxfordshire. 

RoSPA  guide  to 
safety  at  work 

The  Royal  Society  for  the  Prevention 
of  Accidents  has  produced  a  guide  book 
to  employers'  responsibilities  under 
health  and  safety  laws.  Called  "Safety 
•in  offices  and  shops",  it  includes  sections 


on  floors,  stairs  and  passageways,  fire 
precautions,  the  guarding  of  machinery, 
handling  of  materials,  systematic  safety 
inspections,  advice  on  organisation,  and 
a  model  health  and  safety  policy.  It 
may  be  obtained  for  £0.75  by  RoSPA 
members  and  £1.13  by  non  members 
from  service  department,  RoSPA, 
Cannon  House,  Priory  Queensway, 
Birmingham  B4  6BS. 

Glass  recycling 
here  to  stay 

The  recycling  of  glass  containers  is  here 
to  stay,  said  Ron  Cook,  environment 
manager  of  United  Glass,  at  the  first 
World  Recycling  Congress  in  Basle 
recently.  He  said  that  the  response  from 
consumers  in  many  European  countries 
where  recycling  schemes  have  been  intro- 
duced showed  that  the  public  wanted 
more  schemes  as  a  way  to  conserve  the 
earth's  resources. 

Mr  Cook  told  the  conference  of  the 
United  Glass'  plan  to  build  the  United 
Kingdom's  first  cullet  (waste  glass) 
treatment  plant  in  Scotland.  During 
1977  the  Glass  Manufacturers  Federation 
had  launched  an  experimental  waste 
glass  collection  scheme  to  see  if  con- 
sumers would  separate  the  different 
colours  of  glass,  necessary  if  the  glass  is 


to  be  remelted  usefully.  The  response  has 
been  positive  and  there  are  now  nego- 
tiations with  some  Scottish  councils  to 
extend  the  scheme. 

Pharmacist 
tackles  woman 
with  a  gun 

When  a  woman  walked  into  his  deserted 
pharmacy  one  lunchtime  and  asked  how 
much  money  he  had  in  the  till, 
Mr  Thomas  Davies,  12  Kingsholm  Road, 
Gloucester,  thought  she  wanted  to  cash 
a  cheque. 

But  when  she  said  she  had  a  gun  in  her 
handbag  and  Mr  Davies  saw  her  hand 
close  round  the  butt  "in  a  business-like 
way"  he  decided  his  best  action  was  to 
try  to  disarm  her.  During  the  struggle 
the  gun,  an  air  pistol,  went  off  and  the 
pellet  became  embedded  in  a  cupboard 
in  the  still  empty  shop.  Mr  Davies  called 
his  wife  to  phone  the  police,  who  arrested 
the  woman,  Mrs  Susan  Cole. 

Mrs  Cole  was  aquitted  of  all  charges 
last  week  at  Gloucester  Crown  Court, 
where  she  said  that  she  had  no  criminal 
intent  but  her  action  was  a  cry  for  help. 
She  had  wanted  to  return  to  the  local 
psychiatric  hospital  and  thought  this 
would  be  quickest  way — she  did  not  want 
the  money.  Mr  Davies  told  C&D  that 
she  would  not  have  got  much  money 
anyway  as  it  was  always  his  policy  to 
clear  his  till  several  times  during  the  day. 
He  had  never  seen  Mrs  Cole  before  and 
he  said  he  was  not  particularly  shaken 
either  at  the  time  or  afterwards. 


Prince  Charles  with  Mr  K.  C.  Hunter,  president  of  Laboratories  Wellcome  SA,  looks 
at  a  model  illustrating  future  development  of  the  Wellcome  Foundation's  site 
at  Cotia  near  Sao  Paulo.  During  his  visit  to  Brazil  Prince  Charles  toured 
the  Wellcome  foot-and-mouth  disease  vaccine  production  unit 
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People  look  for 
Pharmaton  Capsules 
where  they  see 
this  sign 

Make  sure  your  business  benefits  from  poster  promotion. 
Pharmaton's  exciting  Spring  Promotion  . . .  strong  Generous  extra  discounts  during  Apnl ! 

national  advertising  campaigns  in  Radio  Times  Pharmaton  Capsules  are  available  through  your 

and  Good  Housekeeping,  plus  impressive  London  usual  wholesaler. 

Vcstric  Limited,  Chapel  Street,  Runcorn  -  main  UK  distributor. 

Pharmaton  Capsules  ® 

This  Swiss  combination  of  vitamins,  minerals  and  Ginseng  —  only  from  Chemists. 
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Pharmaceutical  Society  Statutory  Committee 


NYLAX 

THE  MODERN  VITAMIN 
&  HERBAL  LAXATIVE 


Striking  off  ordered 
after  linctus  sales 


SALES 

ARE 

STILL 

GOING 

UP!!! 


The  reasons  are  very 
simple. 

NYLAX  IS  EFFECTIVE! 
NYLAX  IS  GENTLE! 
NYLAX  IS  VERY  GOOD 
VALUE  FOR  MONEY! 

National  advertising 
has  been  increased 

.  .  .  you  benefit  by 
easy  automatic 
sales  -  it's  worth 
checking  your 
stock  position 


NYLAX 


retails  at  30p  for  30  tablets 
Direct  from 

British  Chemotheutic  Products 
Limited  (Makers  of  Optabs), 
Kemtheutic  House,  Grant  Street, 
Bradford,  West  Yorks. 
£2.49  doz. 
Telephone: 

Bradford  (0274)  22005 

Or  order  singles  through  your 
usual  wholesaler 
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A  superintendent  pharmacist  who  sold 
large  amounts  of  codeine  linctus  was 
ordered  to  be  struck  off  the  Register  by 
the  Pharmaceutical  Society's  Statutory 
Committee  last  week. 

Mr  Eric  Garnham,  Manor  Close, 
Havant,  superintendent  pharmacist  and 
managing  director  of  Davies  Chemists 
(Havant)  Ltd,  was  told  by  the  chairman, 
Sir  Gordon  Willmer,  that  he  had  ruined 
the  health  of  one  man  who  had  bought 
large  amounts  of  the  linctus  from  him. 
Mr  Garnham  and  Mr  Harold  Kelly, 
Bridefield  Close,  Cowplain,  Portsmouth, 
an  assistant  pharmacist  and  a  director 
of  the  company,  appeared  before  the 
Committee  accused  of  misconduct  in 
that  they  failed  in  their  duties  as  phar- 
macists by  not  exercising  effective  con- 
trol of  a  medicinal  product  known  to  be 
the  subject  of  abuse;  and  continuing  to 
supply  a  person  known  to  be  addicted 
to  it  after  the  effects  of  that  addiction 
had  been  brought  to  their  notice. 

Five  litres  a  week 

Mrs  Joy  Wingfield,  a  Society  inspector, 
told  the  Committee  she  visited  the  phar- 
macy in  West  Street,  Havant,  after  a 
complaint  from  Portsmouth  police  drugs 
squad.  Invoices  revealed  that  over  the 
six  months  period  the  pharmacy  received 
over  160  litres  of  codeine  linctus,  an 
average  of  5.4  litres  per  week. 

Evidence  was  given  by  28-year-old 
Michael  John  Bailey  who  said  he  was 
addicted  to  drugs  before  he  turned  to 
patent  medicines.  As  far  as  he  knew 
one  could  not  buy  codeine  linctus  in  any 
other  pharmacy  apart  from  Davies  in 
the  Havant  area. 

The  pharmacy  stopped  selling  codeine 
linctus  to  him  about  two  or  three  weeks 
after  he  was  interviewed  by  Mrs  Wing- 
field.  Mr  Graham  told  the  committee 
that  he  and  Mr  Kelly  were  not  aware 
there  was  a  problem  of  abuse  from 
codeine  linctus  in  the  area  before  Mrs 
Wingfield's  visit.  The  pharmacy  had 
always  sold  a  considerable  quantity  long 
before  the  question  of  abuse  ever  arose 
and  he  always  recommended  it  for 
coughs.  At  one  stage  he  thought  the 
purchases  were  excessive  and  told  Mr 
Bailey  that  they  had  run  out  of  the 
medicine  for  two  weeks.  He  did  not 
suspect  Mr  Bailey  was  addicted  but  sold 
it  to  him  in  good  faith  as  a  medicine. 

Mr  Kelly  told  the  Committee  that  he 
suspected  that  Mr  Bailey  might  be  an 
addict  and  had  told  Mr  Garnham.  Sir 
Gordon  said  Mr  Garnham  allowed  very 
large  purchases  of  codeine  linctus  to 
be  made  by  Mr  Bailey  with  the  result 
that  it  ruined  his  health.  "Even  now, 
after  he  is  assumed  to  have  recovered, 


he  is  a  poor,  miserable  creature.  This 
is  a  very  serious  indictment  of  Mr 
Garnham  as  a  pharmacist.  There  is  only 
one  penalty  we  can  impose." 

Mr  Garnham  has  three  months  in 
which  to  appeal  against  the  findings.  Sir 
Gordon  said  the  Committee  acquitted 
Mr  Kelly  and  they  would  take  no  action 
against  him  or  the  company. 

Cautioned  for 
advertisement  'in 
breach  of  code' 

A  26-year-old  superintendent  pharmacist 
faced  a  professional  misconduct  allega- 
tion concerning  an  advertising  article  in 
the  Hendon  Times.  The  Statutory  Com- 
mittee was  told  the  article  breached  the 
Society's  code  on  advertising. 

Mr  Josselyn  Hill,  for  the  Society,  said 
the  feature  coincided  with  the  transfer 
of  a  Warman-Freed  pharmacy  from  57 
Golders  Green  Road,  Golders  Green,  to 
No  45  in  June  1977.  Mr  Harold  Ganz, 
Elm  Park  Gardens.  Hendon,  was  the 
superintendent  pharmacist  of  Maybett 
Ltd,  the  company  running  the  pharmacy. 

The  article,  said  Mr  Hill,  was  quite 
plainly  an  advertising  feature  which  in- 
cluded a  photo  of  the  outside  of  the 
premises  showing  the  word  "chemist" 
on  the  facia  and  the  use  of  the  same 
word  six  times  in  the  article. 

Mr  Ganz  told  the  Committee  he  was 
appointed  superintendent  pharmacist  on 
June  20  just  four  days  after  the  feature 
appeared.  His  uncle,  the  former  owner, 
had  given  the  newspaper  permission  to 
do  an  article  on  the  transfer  and  he 
made  it  clear  that  restricted  titles  were 
not  to  be  used  in  the  article.  But  he  died 
at  the  end  of  May  and  when  the  paper 
sent  a  reporter  to  the  pharmacy  Mr 
Ganz  said  he  explained  to  him  he  did 
not  want  the  word  "chemist"  mentioned 
and  he  seemed  to  understand.  He  said 
he  should  have  asked  to  see  a  proof 
copy  of  the  article.  He  later  wrote  to 
the  paper  complaining  about  the  feature. 

Sir  Gordon  Willmer  said  it  was  "One 
of  the  most  blatant,  scandalous  pieces 
of  advertising  ever  seen  in  relation  to 
pharmacy  premises."  But  the  article  was 
one  of  the  complications  that  fell  into 
Mr  Ganz's  lap  when  he  was  taking  over 
as  superintendent  and  the  new  shop  was 
opening. 

Sir  Gordon  said  the  newspaper's  reply 
to  Mr  Ganz's  complaint  contained  "Per- 
fectly horrifying  statements  about  what 
they  were  prepared  to  do  whether  he 
liked  it  or  not.  I  understand  this  article 
would  have  appeared  in  its  own  right 
as  a  news  story  whether  Mr  Ganz  liked 
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it  or  not  and  whether  or  not  he  was 
prepared  to  co-operate",  he  added. 

Sir  Gordon  advised  the  editor  of  the 
Hendon  Times  to  study  the  Society's 
statement  on  advertising  which  said  that 
any  pharmacist  who  contemplated  a 
feature  article  of  this  sort  should  only 
give  consent  to  its  publication  on  con- 
dition that  he  was  entitled  to  see  a  proof 
and  make  objections  before  publication. 
It  was  unfortunate  Mr  Ganz  never  asked 
to  see  a  proof.  "Quite  possibly  the  news- 
paper would  have  ignored  him  if  he  had 
objected",  said  Sir  Gordon. 

It  seemed  to  the  Committee  that  the 
matter  was  largely  out  of  Mr  Ganz's 
hands  and  his  responsibility  was  com- 
paratively small.  The  Committee  decided 
that  he  should  be  cautioned. 

Burglary  uncovers 
undeclared  CDs 

A  pharmacist  in  Oxford  who  failed  to  re- 
port a  burglary  at  his  Woodstock  Road 
premises  aroused  the  suspicions  of  the 
police,  the  Committee  were  told. 

Mr  Dahyabhai  Patel  admitted  that  al- 
though he  had  claimed  he  was  no  longer 
stocking  or  dispensing  Controlled  Drugs 
since  another  burglary  seven  months  pre- 
viously, a  quantity  of  Controlled  Drugs 
had  been  stolen  in  the  last  incident,  said 
Detective  Constable  Colin  Gibbens, 
Thames  Valley  police  drugs  squad. 
Mr  Patel  said  that  property  stolen 
included  30  Ritalin  tablets  which  had 
been  dispensed  ready  for  a  doctor.  He 
admitted  that  he  had  dispensed  other 
prescriptions  for  this  doctor  and  had 
failed  to  make  the  necessary  entries. 

Mr  Patel  was  convicted  at  Oxford 
Magistrates  Court  in  June  1977  of  10 
offences  involving  Controlled  Drugs. 
Detective  Constable  Gibbens  said  that 
Mr  Patel,  who  is  now  believed  to  be 
living  in  India,  had  pleaded  guilty  to 
three  offences  of  obtaining  a  quantity  of 
Controlled  Drugs  and  failing  to  make  an 
entry  in  his  register;  three  offences  of 
dispensing  prescriptions  for  the  drugs  and 
failing  to  record  them;  and  three  offences 
of  failing  to  endorse  the  prescriptions 
with  the  date  and  time  of  dispensing.  He 
asked  for  30  other  similar  offences  to  be 
taken  into  consideration  and  admitted  a 
further  offence  of  concealing  from  the 
police  supplies  of  Controlled  Drugs  and 
documents  relating  to  his  business  of 
supplying  Controlled  Drugs.  He  was  fined 
£820  and  ordered  to  pay  £30  costs. 

Detective  Constable  Gibbens  said 
Mr  Patel  told  him  in  January  last  year 
he  was  no  longer  stocking  or  dispensing 
Controlled  Drugs  following  a  break-in  at 
his  Belsyre  pharmacy  in  July  the  pre- 
vious year.  Detective  Constable  Gibbens 
said  he  noticed  that  the  Controlled  Drugs 
cabinet  was  empty  and  damaged. 

Mr  Patel  ceased  trading  at  Woodstock 
Road  after  his  conviction  and  the  busi- 
ness was  acquired  by  another  chemist 
who  subsequently  handed  to  police  a  box 
of  Controlled  Drugs  found  in  the  base- 
ment. The  Committee  posponed  judgment 
until  its  next  meeting  in  May. 


Pharmacist  'had 
drug  dependence 
problem' 

A  pharmacist  who  had  a  history  of  de- 
pendence on  drugs  should  not  have 
accepted  a  job  as  a  superintendent,  the 
Committee  was  told.  Mr  John  Whiting, 
51  Evesham  Road,  Norton,  Evesham,  was 
accused  of  misconduct  in  that  he  took 
barbiturates  from  his  pharmacy  without 
authority;  and  "in  taking  an  excess  dose, 
he  rendered  himself  incapable  of  carry- 
ing out  his  duties  as  superintendent  and 
manager  of  the  pharmacy." 

Mr  Joseph  Dale,  the  Society's  chief 
inspector,  said  Mr  Whiting  was  appointed 
superintendent  chemist  and  a  director  of 
Alvechurch  Pharmacy  Ltd,  in  January 
1977.  He  took  some  barbiturates  from  his 
pharmacy  last  June  and  shortly  after- 
wards was  admitted  to  hospital  with  a 
suspected  barbiturate  overdose.  A  con- 
sultant psychiatrist  had  written  to  the 
Society  that  Mr  Whiting  had  "mis-judged 
his  doses  raher  than  over-dosed". 

Mr  Dale  said  Mr  Whiting  was  probably 
all  right  while  working  under  another 
pharmacist.  It  was  only  when  he  had 
direct  responsibility  of  being  superin- 
tendent that  he  resorted  to  drugs.  Mr 
Whiting  told  the  committee  he  had  been 
taking  drugs  for  almost  20  years.  "When 
a  crisis  occurs,  I  resort  to  drugs  to  relieve 
the  tension  so  I  can  relax  and  sleep." 
But  he  had  never  taken  drugs  while  he 
was  in  the  pharmacy,  so  the  public  had 
never  suffered. 

He  had  been  suspended  from  his  super- 
intendent's post  and  he  had  sent  a  letter 
of  resignation.  He  said  he  was  seeking  a 
job  as  a  pharmacist's  assistant  and,  al- 
though this  meant  he  had  access  to  drugs, 
he  was  confident  he  would  not  let  his 
profession  down  again.  Sir  Gordon  Will- 
mer,  said  judgment  would  be  postponed 
for  a  year  to  give  Mr  Whiting  a  chance 
to  show  he  had  been  able  to  rehabilitate 
himself. 

Reprimand  follows 
long  lunch  breaks 

The  superintendent  pharmacist  of  a  phar- 
macy in  Aldershot  was  said  to  have 
spent  an  unacceptable  amount  of  time 
away  from  the  premises.  The  Committee 
was  told  that  during  one  of  his  long 
lunch  breaks  a  test  purchase  of  Gee's 
linctus  was  made  by  one  of  the  Society's 
inspectors. 

Mr  Josselyn  Hill,  for  the  Society,  said 
the  pharmacist,  Mr  Vernon  Bonnett,  of 
Southampton  Street,  Farnborough,  and 
his  employers,  Haynote  Ltd,  Parkstone 
Road,  Poole,  Dorset,  were  before  the 
committee  because  the  company  was 
fined  £50  with  £10  costs  at  Aldershot 
last  October  after  pleading  guilty  to  the 
unlawful  sale  of  the  Gee's  linctus  at  its 
shop  in  High  Street,  Aldershot.  Neither 
Mr  Bonnett  nor  the  company  attended 
the  hearing  at  the  Society. 

Mrs  Joy  Wingfield  said  she  visited  the 
premises  at  3.15  pm  in  November,  1976, 


and  was  told  that  Mr  Bonnett  was  still 
at  lunch.  She  later  reminded  him  of  his 
responsibilities  and  duties  telling  him  that 
an  absence  of  several  hours  at  lunch 
time  was  not  acceptable.  The  Society's 
chief  inspector  later  sent  him  a  warning 
letter.  Mrs  Wingfield  said  she  made 
another  visit  on  May  5  last  year  at  2.35 
pm  and  purchased  a  bottle  of  Gee's 
linctus.  Mr  V.  Patel,  the  unqualified  prin- 
cipal of  the  company,  said  Mr  Bonnett 
was  still  at  lunch. 

Mr  Bonnett  later  told  her:  "I  trust 
the  Society  will  allow  me  to  take  my 
lunch  when  I  please"  and  "I  oan't  be 
held  responsible  for  things  which  happen 
in  my  absence."  Sir  Gordon  Willmer 
said  it  was  surprising  that  Mr  Bonnett, 
who  was  probably  over  70  years  old,  had 
not  appreciated  that  the  superintendent 
was  responsible  for  everything  that  hap- 
pened whether  it  occurred  in  his  absence 
or  not.  But  it  was  a  relatively  trivial 
case  and  the  Committee  would  merely 
reprimand  Mr  Bonnett  and  the  company. 

Criticism  after 
court  hearing 

The  Committee  postponed  judgment 
for  12  months  on  a  pharmacist  after 
criticising  him  over  his  conduct  in  run- 
ning premises  in  Romford.  Sir  Gordon 
Willmer  said  of  Mr  Ashok  Shaturbhai 
Patel.  "One  wonders  whether  he  has  any 
professional  conscience  at  all  or  whether 
he  was  activated  by  a  desire  to  make  as 
good  a  thing  as  he  could  out  of  the 
premises." 

Mr  Patel  appeared  before  the  Commit- 
tee after  being  fined  £100  with  £30  costs 
at  Romford  Magistrates  Court  last  Octo- 
ber for  the  sale  of  Benylin  expectorant 
and  Benzedrex  inhaler  (Part  One  poisons) 
without  the  supervision  of  a  registered 
pharmacist.  He  also  admitted  selling  a 
Benzedrex  inhaler  without  a  label  on  it 
giving  the  name  and  address  of  the  seller. 
Mr  Patel  also  appeared  before  the  com- 
mittee for  not  removing  the  facia  of  the 
previous  owners  of  the  shop. 

Mr  Martin  Ibbitt,  a  Society  inspector, 
said  that  assistants  at  the  shop  in  Eastern 
Avenue  East  had  served  him  with  the 
substances  on  March  28  and  April  22.  Mr 
Patel  was  absent  on  each  occasion.  He 
had  first  told  Mr  Patel  in  September,  1976, 
to  remove  the  facia. 

Mr  Patel  told  the  Committee  that  after 
March  28  he  had  stopped  all  pharma- 
ceutical activities  at  Romford.  He  went 
through  the  shop  and  removed  all  Part 
One  poisons  from  the  shelves  but  some- 
how missed  the  two  substances  sold  to 
the  inspector.  He  had  been  away  from  the 
shop  because  the  contractors  were  taking 
longer  than  expected  to  finish  conversion 
at  his  new  premises.  He  had  not  changed 
the  shop  facia  "partly  through  laziness". 

Mr  Patel  told  the  Family  Practitioner 
Committee  he  was  terminating  his  con- 
tract with  the  National  Health  Service 
but  that  was  never  confirmed  in  writing, 
said  Sir  Gordon.  The  premises  continued 
to  be  registered  as  a  pharmacy.  Mr  Patel 
was  trying  to  sell  them  as  such  and  hoped 
to  complete  the  deal  shortly. 
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Ifs  time  to 

of  the  new 


44  We  sold  all  we  could  get  of  the  Model  1000M 

H.  LEA,  WILDING  PHOTOGRAPHIC  LTD.WIGAN. 

44Christmas  1977  really  was  a  Polaroid 
Christmas  with  sales  of  SX-70  film  and  the 
Model  1000  exceeding  all  our  expectations. W 

I.  CRIMP  VESTRIC  LTD., SLOUGH. 

44 Sales  of  the  Model  1000  were  five  times 
what  we  expected.^  r.  porter,  makro  ltd.,  Manchester. 

44 We  did  not  have  to  sell,  or  even  have  time  to 
sell  the  Model  1000,  we  just  handed  them 
over  the  counter.^  i.young,elenamaeltd.,dundee. 

44Next  year  we  will  considerably  increase 
our  order  to  cater  for  the  demand.  W 

S.  McLEAN, SCOTTISH  C0L0RF0T0  LTD.,  DUMBARTON. 

44 We  had  our  biggest  month  ever  in 
December  . .  The  demand  for  the 
Polaroid  1000  and  SX-70  film  was 
quite  unbelievable.^ 

C.SWAIN,  EE  SWAIN  LTD.,  HUNSTANTON, 

441  have  never  known  a  nationally 
advertised  product  take  off 
so  well.^ 

J.  McMAHON,  SUNDERLAND. 

44The  1000  is  simple  to  demon- 
strate and  simple  to  sell  too.^ 

J.  R0THER,  R0THER  CAMERAS  LTD.,  LONDON. 


Warn 


take  stock 

riaroid  IOOOl 


Judging  from  your 
comments,  our  new  1000  has 
arrived  in  a  big  way. 

Lots  of  empty  shelves 
bear  us  out. 

We  know  that  many  of 
you  sold  double  the  amount 
you  expected. 

Some  triple  and  more. 
Beginning  April  we're 
giving  the  Polaroid  1000  the 
recognition  it  deserves. 

It'll  be  backed  by  its 
heaviest  TV  advertising  to 
date. 

Remember  though, 
to  sell-out  you've  first 
got  to  buy-in. 
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POLAROID  1000 

The  world's  simplest  camera. 


•POLAROID"  AND  "SX-70"  ARE  REGISTERED  TRADEMARKS  OF  POLAROID  CORPORATION.  CAMBRIDGE.  MASS-  U.S.A.  POLAROID  (UK)  LTD..  ASHLEY  ROAD.  ST.  ALBANS.  HERTS.  COPYRIGHT  POLAROID  CORPORATION  1978. 


Special  status  sought 
for  small  businesses 


Special  status  'for  small  businesses  to 
help  them  recover  from  recent  economic 
setbacks  is  proposed  in  "Towards  the 
proprietary  company",  a  pamphlet  by 
Mr  Joe  Hayton,  for  the  Conservative 
Small  Business  Bureau.  The  pamphlet 
says  the  proprietary  company  can  become 
the  vehicle  for  changing  the  whole 
climate  for  small  businesses. 

The  idea  of  the  proprietary  company, 
designed  to  ease  the  legislative  and 
financial  burden  has  been  given  impetus; 
Mrs  Margaret  Thatcher  has  ordered  an 
investigation  of  its  possibilities  by 
Mr  John  Nott,  Opposition  Trade  spokes- 
man. Mr  Nott  has  called  for  public 
debate  and  the  Small  Business  Bureau's 
pamphlet  provides  the  starting  point.  It 
recommends  proprietary  company  status 
be  granted  to  companies  of  not  more 
than  50  employees  with  a  turnover  of 
not  more  than  £500,000. 

Mr  Hayton  proposes  a  review  of  the 
Companies  Acts,  granting  certain  exemp- 
tions to  proprietary  companies,  includ- 
ing a  reduced  fee  for  filing  annual 
accounts.  Proprietary  companies  should 
also  be  exempted,  in  certain  circum- 
stances, from  the  Industrial  Training 
levy  system.  The  pamphlet  suggests  that 
investment  would  be  stimulated  by 
abolishing  investment  income  surcharge 
and  reducing  the  "small  companies"  rate 
of  Corporation  Tax.  The  rate  of  Capital 
Transfer  Tax  should  be  reduced  to  allow 


IDEA  in  May 

After  the  worst  trading  period  since  the 
general  recession  of  the  1930s,  Britain's 
domestic  electrical  appliances  market  is 
said  to  be  on  the  road  to  recovery.  Spend- 
ing in  the  home  market  over  the  past 
three  months  reached  the  highest  level  for 
nearly  three  years,  according  to  Govern- 
ment statistics,  and  with  record  deposits 
in  investment  funds  aimed  at  providing 
money  for  house  purchases,  a  demand 
for  consumer  goods  should  follow. 

Over  130  companies  will  capitalise  on 
this  long-awaited  upturn  in  the  market 
when  they  exhibit  at  IDEA — the  3rd 
International  Domestic  Electrical  Appli- 
ances Trade  Fair  (May  15-17).  Details 
from  the  organisers,  Montbuild  Ltd,  11 
Manchester  Square,  London  W1M  5AB. 

ASA  upholds  60mph 
comb  complaint 

A  Cream  Silk  conditioner  advertisement 
claiming  "You  drive  your  comb  through 
your  hair  at  60  mph"  was  challenged  by 
a  member  of  the  public  and  the  Advert- 
ising Standards  Authority  Ltd  upheld 


small  businesses  to  be  passed  on  within 
the  'family  rather  than  to  be  sold  or 
closed  down. 

The  Small  Business  Bureau  has  also 
sent  a  letter  to  the  Chancellor  of  the 
Exchequer  outlining  the  Bureau's  sug- 
gestions for  changes  in  taxation  to  help 
small  firms.  The  letter  says  small  busines- 
ses will  be  the  major  source  of  new  jobs 
over  the  next  decade — if  given  the  oppor- 
tunity. "Unhappily,  during  recent  years 
the  rewards  of  success  have  been  harshly 
cut  back.  It  will  now  require  some 
dramatic  changes  to  make  the  start-up 
and  growth  of  the  small  firm  worthwhile 
again".  The  letter's  proposals  include: 
Cutting  the  top  rate  of  income  tax  to 
50p  in  the  pound;  raising  income  tax 
thresholds;  letting  sole  traders  accumu- 
late funds  for  business  expansion  at  a 
preferential  tax  rate;  raising  the  threshold 
of  the  small  firms'  rate  of  Corporation 
Tax  to  £100,000;  cutting  Corporation 
Tax  rates  for  large  and  small  firms;  fixing 
a  small  firms  rate  of  Corporation  Tax  at 
about  20  per  cent;  returning  to  a  single 
rate  of  VAT  and  simplifying  it;  raising 
the  threshold  for  compulsory  VAT  regi- 
stration to  at  least  £10,000;  giving  relief 
from  VAT  on  bad  debts. 

The  letter  concludes:  "Radical 
changes  are  necessary  if  we  are  to  see 
an  increase  in  the  productive  potential 
of  this  country  and  a  significant  reduc- 
tion in  unemployment". 


the  complaint.  According  to  the  ASA's 
January  report,  Elida  Gibbs  Ltd,  the 
advertiser,  said  the  claim  was  made  in 
good  faith  as  a  result  of  theoretical  cal- 
culations but  subsequent  laboratory  tests 
had  proved  the  claim  to  be  exaggerated. 
It  would  not  be  repeated. 

Labels  for  US  paid 
blood  donors 

The  Food  and  Drug  Administration  in 
the  US  have  established  a  regulation 
requiring  all  whole  blood  intended  for 
transfusion  to  be  labelled  as  coming  from 
either  a  "paid"  or  "volunteer"  donor. 
Blood  from  paid  donors  and  commer- 
cial blood  banks  has  been  shown  to  be 
three  to  ten  times  more  likely  to  cause 
hepatitis  than  volunteer  blood.  It  is  the 
goal  of  the  US  government's  blood 
policy  to  have  an  all-volunteer  blood 
donor  system. 

A  "paid"  donor  is  defined  as  one  who 
receives  monetary  payment  for  blood. 
Benefits  which  are  not  convertible  to 
cash  such  as  time  off  or  membership  in 
blood  assurance  programmes  do  not  place 
the  donor  in  the  "paid"  category. 


PEOPLE 

Mr  Philip  Cox,  QC,  has  become  chair- 
man of  the  Code  of  Practice  Committee 
of  the  Association  of  the  British  Phar- 
maceutical Industry.  The  former  chair- 
man Sir  Joseph  Maloney  has  resigned 
for  health  reasons.  Mr  Cox,  a  recorder 
of  Northampton,  is  legal  assessor  to  the 
disciplinary  committee  of  the  Royal 
College  of  Veterinary  Surgeons. 
Dr  Pierre  A.  Visseur  will  be  leaving  the 
European  Proprietary  Medicines  Manu- 
facturers' Association  at  its  14th  annual 
meeting  in  Dublin,  April  26  to  28.  He 
has  been  its  director  general  since  1968. 
The  new  director  general  will  be 
Mr  Werner  Sedlag. 

Members  of  the  Hertfordshire  Local 
Pharmaceutical  Committee  have  presen- 
ted Mr  J.  Kinloch,  JP,  MPS,  their  retiring 
chairman,  with  a  cut  glass  decanter  and 
tumblers  as  a  token  of  appreciation. 
Tributes  were  paid  to  his  contribution 
to  pharmaceutical  affairs  as  a  member 
of  the  committee  from  1960,  and  to  his 
wise  leadership  as  chairman  since  1972. 

Deaths 

Highfield:  On  March  16  in  hospital,  Mr 
Fred  C.  Highfield,  FPS,  4  Groombridge 
Close,  Walton-on-Thames,  Surrey.  Mr 
Highfield  qualified  in  1915. 


News  in  Brief 

□  Fair  Deal  on  Credit  is  a  brief  guide 
to  the  Consumer  Credit  Act,  available 
from  the  Office  of  Fair  Trading,  Brom- 
yard Avenue,  Acton,  London  W3  7BB. 

□  Mr  Albert  Booth,  Secretary  for 
Employment,  has  approved  proposals  by 
the  Distributive  Industry  Training  Board 
for  a  levy  on  employers  of  0.7  per  cent 
of  payroll  (less  £7,000).  The  Order  (SI 
1978  No  363,  HM  Stationery  Office, 
£0.25)  comes  into  operation  on  April  12. 

□  Indonesia  has  banned  the  import  of 
medicines  except  for  anti-cancer  drugs, 
insulin,  diagnostic  drugs,  infusion  liquids 
and  some  antibiotics  in  ampoule  form. 
A  special  permit  for  the  import  of  these 
drugs  is  required  from  the  Minister  of 
Health. 

□  The  Greek  letter  alpha  symbol  to  be 
featured  on  proprietary  medicines  packs, 
indicating  that  the  labels  comply  with 
new  regulations,  have  been  adopted  by 
Menley  &  James  Laboratories,  not 
Smith,  Kline  and  French  Laboratories 
Ltd  (C&D,  February  18,  p212). 

□  A  revised  version  of  the  BIM  Man- 
agement Information  Sheet  No.  44: 
Health  and  Safety  at  Work,  published 
by  the  British  Institute  of  Management 
includes  amendments  affecting  the  duties 
of  employers  arising  from  other  legisr 
lation  introduced  since  the  Health  and 
Safety  at  Work  Act  1974.  It  is  obtainable 
from  BIM  Publications  Department, 
Management  House,  Parker  Street, 
London  WC2B  5PT  (£0.20  members, 
£0.40  non  members). 
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TOPICAL  REFLECTIONS 

by  Xrayser 


Apathy  and  action 

I  feel  sorry  for  branch  secretaries  whose  meetings  gather  say  five  to 
fifteen  members  out  of  150,  even  when  they  have  sent  reminders  to  all. 
At  times  it  must  seem  as  if  there  is  no  point  in  bothering.  Yet  I  hate  the 
word  apathy  and  have  preferred  to  think  of  the  non-attenders  as  diffident 
and  basically  non-political  animals. 

I  see  them  as  self-sufficient,  independent  and  unwilling  to  be  thought 
of  as  pushing  themselves  forward  in  case  they  might  be  accused  of 
somehow  "interfering"  or  becoming  "big  I  ams".  Only  when  faced  with 
a  threat  so  immediate  that  the  need  for  help  is  inescapable  do  we  jump 
out  of  our  independent  skins  and  come  together. 

The  trouble  with  this  very  human  philosophy,  as  our  history  shows 
again  and  again,  is  that  serious  dangers  are  not  always  seen  to  be 
serious  and  are  rarely  dramatic.  Indeed  the  greatest  dangers  are 
insidious  quiet  erosions  of  property  or  peace  or  privilege  or  security  so 
that  when  the  extent  of  the  nibblings  is  realised  it  can  be  too  late  to 
make  a  stand. 

There  are  fifteen  fewer  pharmacies  now  than  there  were  a  month  ago. 
In  response  to  Mr  Ennals'  refusal  to  allow  us  arbitration  the  PSNC  have 
acted  with  great  speed  in  drafting  and  getting  to  us  a  letter  for  our  MPs. 
This  is  action  and  since  it  is  already  proven  that  direot  representations 
to  our  parliamentarians  is  effective,  may  I  appeal  to  all  readers  to  rescue 
that  note  before  it  is  lost  and  send  off  your  copy  of  the  letter.  Even  if 
you  are  "doing  alright"  be  altrustic  and  write  for  the  memory  of  the 
4,000  lost  and  the  15  .  .  .  next  month. 


Beyond  the  wit  of  man 

I  don't  doubt  that  we  all  have  customers  who  might,  if  we  lacked  charity, 
be  described  as  "thick,"  but  to  suggest  that  even  the  most  stolid  of  them 
could  not  understand  what  "Half  a  5ml  spoonful"  means  has  always 
smacked  of  arrogance  to  me.  Then  as  if  to  complete  the  insult  we  have 
to  supply  that  supreme  answer  to  all  medicine  measurement  problems — 
the  5-ml  spoon.  What  originality  of  concept!  A  spoon  guaranteed  not  to 
stand  on  any  level  surface,  designed  to  be  filled  to  the  brim  for  easy 
administration  to  fretful  children  or  shaky  adults,  and  in  consequence  to 
spill  nearly  every  time. 

Was  it  beyond  our  wit  to  turn  out  a  tapered  measure  with  2.5  and  5.0 
and  7.5  and  10  ml  clearly  marked,  with  a  wide  base  and  preferably 
having  a  long  tapered  spout,  rather  like  a  Doidy  cup  so  that  infant  or 
adult  could  be  fed  the  liquid  without  hassle?  It  would  have  avoided  too, 
this  nonsense  of  having  to  dilute  stable  preparations  to  give  unstable 
products — and  incidentally,  often  increasing  the  quantity  of  sugar 
administered.  We  call  it  progress,  as  if  change  in  itself,  irrespective  of 
direction,  were  a  good  thing. 

However  if  we  are  forever  to  be  cursed  with  these  spoons,  why  not 
make  a  2.5ml  in  coloured  plastic  labelled  "Half  5-ml"  on  the  handle, 
and  design  both  it  and  a  new  5-ml  spoon  so  that  they  are  easy  to  hold 
and  can  be  put  down  without  tipping  up?  I  hope  North  Staffordshire  will 
press  hard  at  the  Branch  Representatives  meeting  in  May  for  a  lot  more 
than  their  far-too-modest  motion  asks  for,  regarding  the  5-ml  spoon. 


□  More  than  1,000  people  have  signed 
a  petition  to  get  a  doctor's  surgery  and  a 
pharmacy  on  a  Hatfield  housing  estate, 
according  to  the  Welwyn  Times.  The 
petition  has  been  organised  by  two 
pensioners  and  the  Welwyn  MP,  Helene 
Hayman  has  offered  to  help. 

□  The  British  Institute  of  Management 
has  published  a  revised  checklist  for 
managers  to  use  when  designing  or 
taking  part  in  employee  assessment 
schemes.  "Assessing  managers"  .  sets  out 
the  objectives  of  staff  appraisal  schemes 
and  how  they  should  be  structured. 

□  The  Singapore  Ministry  of  Health 
has  placed  the  sedative  flunitrazepam 
(Rohypnol)  under  control  of  the  Mis- 
use of  Drugs  Acts.  Wholesalers  import- 
ing and  exporting  the  drug  may  do  so 
only  on  special  authorisation  issued  by 
the  Ministry  of  Health. 

□  The  Cancer  Research  Campaign  has 
made  a  grant  of  £5,123  for  1977-8  to 
Dr  Andreas  Gescher  at  the  cancer 
chemotherapy  research  group  in  the 
department  of  pharmacy,  University  of 
Aston.  The  grant  is  to  be  used  for 
research  into  the  effects  of  various  anti- 
cancer drugs  on  the  liver. 

□  A  consultative  document  "Pressure 
Vessels  (Pattern  Approval  and  Verifica- 
tion) Regulations"  is  available  from 
HM  Stationery  Office  (£0.50).  Com- 
ments are  required  by  May  7  to  Mr 
W.  P.  Affleck  SPD-A3,  Health  and 
Safety  Executive,  Baynards  House,  1 
Chepstow  Place,  London  W2  4TF. 

□  £25,000  worth  of  prizes  are  to  be 
given  in  the  Technical  Development 
Capital  Ltd  Innovator  Award  1978,  to 
encourage  planning  of  new  growth 
businesses  based  on  technological  inno- 
vation. Entries  by  May  3  to,  and  details 
from,  TDC,  91  Waterloo  Road, 
London  SE1  8XP. 

□  Copies  of  proposals  for  regulations 
concerning  materials  and  articles  in- 
tended to  come  into  contact  with  foods 
may  be  obtained  from  Mrs  J.  M.  Nash, 
food  additives  and  contaminants  divi- 
sion, Ministry  of  Agriculture,  Fisheries 
and  Food,  Room  555,  Great  Westmin- 
ster House,  Horseferry  Road,  London 
SW1P  2AE.  Comments  by  March  31. 

□  There  are  now  over  200  marketing 
training  courses  available  in  the  UK 
according  to  the  Marketing  Yearbook 
(£7.25  and  £9.95  hardbound)  published 
on  behalf  of  the  Institute  of  Marketing 
by  Diplomatic  and  Consular  Yearbooks, 
Diplomatic  House,  12  High  Road,  Lon- 
don N2  9PJ.  More  than  40  further 
education  establishments  now  offer 
degree  courses  in  marketing  which  are 
listed  in  the  Yearbook. 

□  "The  International  Labour  Con- 
ference: Convention  and  Recommenda- 
tion concerning  the  Protection  of 
Workers  against  Occupational  Hazards 
in  the  Working  Environment  due  to 
Air  Pollution,  Noise  and  Vibration"  is 
available  from  HM  Stationery  Office 
(£0.50).  Comments  on  the  consultative 
document  are  required  by  April  18,  to 
Mr  D.  J.  Evans,  Health  and  Safety 
Executive  HSD-D2,  Baynards  House, 
1  Chepstow  Place,  London  W2  4TF. 
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October  exhibition 
for  'point  of  sale' 

Point  of  sale  displays  and  ideas  for  all 
aspects  of  promotion  will  be  the 
emphasis  of  the  Point  of  Sale  '78  Ex- 
hibition at  the  Granby  Halls,  Leicester, 
on  October  10-13. 


Over  100,000  invitations  are  to  be 
issued  to  this  new  exhibition,  organised 
by  Batiste  Promotions  &  Exhibitions. 
Pembroke  House,  Campsbourne  Road, 
Hornsey,  London  N8. 

A  conference  "Point  of  Sale  in  the 
80s,"  will  be  held  during  the  exhibition 
to  look  at  likely  developments  in  the 
point  of  sale  industry. 
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The  Wish  Room 
Attendant 


There's  one  Wash  Room  Attendant  that's  always  on  Its  advantages  are  readily  appreciated  in  the  summer 

duty  and  provides  hot  water  whenever  it's  needed.  especially  if  you  have  to  go  to  the  expense  of  keeping  a 

It's  an  electric  water  heater.  boiler  going  just  to  heat  water. 

Easily  installed  and  compact  enough  to  fit  into  the  If  you'dlike  to  know  more  about  electric  water  heating, 

smallest  'smallest  room'.  No  fumes,  no  flues,  virtually  no  contact  your  commercial  heating  specialist  through  your 

heat  loss  from  pipework  and  very  little  maintenance.  local  Electricity  Board  shop  or  office.  His  advice  is  free. 

HEAT1I1CIISC 

The  Electricity  Council.  England  and  Wales. 
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COUNTERPOINTS 


Dixcel  Checks  set  for 
brand  leadership? 


A  new  kitchen  towel  is  'being  launched 
by  British  Tissues  and  is  expected  to 
make  a  major  contribution  towards  gain- 
ing 'brand  leadership  for  their  Dixcel 
kitchen  towel  range.  The  new  towels, 
called  Checks,  feature  an  "all-over" 
check  design  instead  of  the  usual  floral 
border  print.  The  company  says  two  out 
of  three  women  shown  the  design  during 
a  market  survey  preferred  it  to  existing 
flowered  towels.  Checks  (18,  £6.26  trade), 
are  being  distributed  to  the  trade  at  the 
end  of  March  and  are  expected  to  sell 
at  the  present  price.  


The  colour  combinations  have  been 
chosen  to  suit  the  most  popular  kitchen 
colour  schemes;  Minty  green  on  white, 
bright  orange  on  white,  dark  blue  on 
pale  blue  and  warm  brown  on  beige. 
British  Tissues  say  it  is  the  first  time 
consumers  have  had  the  opportunity  to 


buy  towels  with  coloured  patterns  on 
coloured  paper.  Dixcel  Checks  will  have 
a  sheet  count  of  70  and  the  same  specifi- 
cation and  case  sizes  as  the  existing 
range. 

British  Tissues  have  also  changed  the 
pack  designs  for  facial  and  mansize 
tissues.  A  country  design  of  fresh-cut 
flowers  has  been  chosen  for  Dixcel 
regular  facials  consisting  of  small  sprigs 
Of  flowers  on  a  black  background. 
Because  housewives  thought  it  important 
that  colours  on  the  outside  of  the  pack 
should  correspond  closely  to  the  colours 
of  the  tissues  inside  the  flowers  are 
coloured  accordingly:  shades  of  pink  and 
lilac,  shades  of  green,  white  or  the 
yellow,  green,  mauve  and  pink  in  the 
multicolour  pack. 

The  mansize  tissues  have  been 
redesigned  to  give  the  pack  woman- 
appeal  because  research  suggests  more 
than  80  per  cent  of  mansize  tissues  are 
bought  by  women  and  that  they  are 
attracted  by  feminine  designs.  The  new 
pack  is  decorated  with  a  stylised,  floral 
pattern  of  poppies  and  daisies.  Red  and 
black  proved  popular  among  women  so 
they  have  been  retained  and  touches  of 
brown  and  white  added.  All  the  new 
packs  should  be  delivered  at  the  end  of 
March  and  are  supported  by  in-store 
promotions.  British  Tissues  Ltd, 
101  Whitby  Road,  Slough,  Berks. 


Bayer  support  Mafu 

Bayer  are  supporting  their  new  Mafu 
range  at  the  rate  of  £1.6m  a  year.  A 
£400,000  campaign  features  television 
and  women's  magazines  concentrated 
into  the  peak  three  month  period — May 
to  July  inclusive.  This  investment  is 
more  than  double  the  amount  spent  ad- 
vertising all  household  insecticides  last 
year,  says  the  company.  A  six  week 
television  burst  starting  in  the  first  week 
in  June  accounts  for  £252,000  and  a 
further  £80,000  is  going  into  nine  weeks 
of  women's  magazine  advertising,  which 
breaks  in  May  in  Woman's  Weekly, 
Woman's  Realm,  My  Weekly,  People's 
Friend,  Good  Housekeeping,  Family 
Circle,  She,  Living  and  Annabel. 

A  range  of  bonus  deals,  below  the  line 
promotions  and  point  of  sale  material 
are  offered  to  the  retailer.  Bayer  UK 
Ltd,  Consumer  Products  Group,  Burrell 
Road,  Haywards  Heath,  Sussex. 


Revlon's  roses 

Revlon  predict  that  spring  78  will  be 
full  of  days  of  wine  and  roses  and  their 
latest  range  of  cosmetic  colours  reflects 
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this  mood.  Lipsticks  strawberry  in  wine 
and  peaches  in  wine  are  available  in  a 
choice  of  creme  or  frosted  formulas 
(£1.20),  plus  a  new  lipgloss  (£1.25)  in 
champagne.  Creme  nail  enamel  (£1.00) 
will  also  be  available  in  strawberry  in 
wine  and  peaches  in  wine  and  crystalline 
nail  enamel  (£1.00)  in  champagne.  The 
two  new  shades  for  eyes  in  the  super 
frost  shadow  range  (£1.00)  are  pink 
champagne  and  iced  sherry. 

With  any  one  purchase  from  the  pro- 
ducts in  the  Days  of  Wine  and  Roses 
range  customers  will  be  offered  two 
fashion  accessories — a  triangular  shaped 
shawl  (£4.95)  or  a  presentation  pack  of 
handkerchiefs  and  a  7g  Jontue  eau  de 
toilette  spray  (£1.00).  Revlon,  86  Brook 
Street,  London  Wl. 

Gillette  back  horses 

March  31  will  become  Gillette  day  at 
Aintree.  The  company,  in  conjunction 
with  Ladbrokes,  will  sponsor  two  new 
races — the  Gillette  Trophy  Chase  and 
the  Paper  Mate  Hurdle.  Although  they 
have  a  long  tradition  of  sponsorship  this 
is  the  first  time  that  Gillette  are  backing 
the  horses.  John  Garrett,  marketing 
manager,  comments:    "We  have  chosen 


a  time  to  become  involved  with  horse 
racing  when  world  wide  attention  will 
be  focused  on  the  Grand  National.  We 
carry  out  considerable  ongoing  research 
into  sport  and  sponsorship  and  know  al- 
ready that  horse  racing  has  a  tremendous 
following,  but  Aintree  and  the  Grand 
National  meeting  has  the  real  magic 
which  gives  increased  impact."  Race 
goers  will  be  supplied  with  free  Tempo 
pens  to  mark  their  cards  on  the  Thursday 
and  every  race  fan  buying  a  card  on 
National  day  will  be  able  to  take  advan- 
tage of  a  lOp  off  coupon  to  save  money 
next  time  he  buys  his  Gillette  Gil  razors 
and  blades.  Gillette  Industries  Ltd,  Great 
West  Road,  Isleworth,  Middlesex. 

Spring  Maybelline 

Maybelline's  new  colours  for  spring  1978 
include  toning  Strong  'n  Fast  nail 
colours  in  gingernut,  rosewood  frost, 
melon  frost  and  dusty  lilac  frost  and 
frosty  lipsticks  in  dainty  coral,  rose  frost 
pearl,  iced  summer  wine  and  ginger 
frost  pearl.  Also  new  are  mix'n  match 
eye  shadows — ultra  velvet  containing 
marine  velvet — ultra  cream  velvet;  ultra 
frost  with  midnight  frost  and  sable  frost; 
shade'n  shine  with  charcoal  and  pewter 
frost  and  teal  and  aqua  frost.  Nutmeg 
and  golden  amber  are  the  new  May- 
belline blushers  for  the  season.  All 
products  will  be  available  for  sale  by 
mid-April.  Plough  (UK)  Ltd,  Penarth 
Street,  London  SE15  1TR. 

Ronson  campaign 

Ronson  have  decided  that  the  national 
Press  is  the  obvious  vehicle  for  their 
spring  Spirotechnic  campaign.  They  say 
further  that  the  headline  "Ronson  in- 
vents the  wheel"  spotlights  the  technical 
innovations  of  this  new  shaver.  The  de- 
sign points  that  are  said  to  make  the 
Spirotechnic  "the  most  advanced  shaver 
on  the  market"  are  each  explained  and 
illustrated:  —  The  slim  profile,  topped  by 
an  angle-head;  the  preformed  foil  head 
and  the  retractable  hair  trimmer.  The 
campaign  runs  during  April  and  May  in 
the  Observer  colour  magazine,  Telegraph 
Sunday  magazine.  Daily  Express,  Daily 
Mail,  TV  Times  and  Punch.  Ronson  Pro- 
ducts Ltd,  Randalls  Road,  Leatherhead, 
Surrey. 

Comfort  price 

The  trade  price  of  Libresse  Comfort 
shown  in  the  price  supplement  and  the 
April  Price  List  is  incorrect.  Bowater 
Scott  now  advise  us  that  the  price  is 
£6.44  per  24  and  not  £9.67.  Bowater, 
Scott  Corporation  Ltd,  Bowater  House, 
68  Knightsbridge,  London  SW1X  7LR. 
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LR/Sanitas 
relaunch  Buto 


In  an  effort  to  attract  new  and  younger 
users  LR/Sanitas  are  re-launching  Buto 
cream  hair  remover  with  a  new  fragrance 
and  packaging.  Product  manager,  Mar- 
garet Cole  explains:  "The  photograph  of 
a  glamorous  young  woman  is  designed  to 
appeal  to  women  of  all  ages,  but  parti- 
cularly to  young  girls  who  are  becoming 
increasingly  sophisticated."  Buto  is  avail- 
able in  25g  (£0.30)  and  50g  (£0.48)  sizes 
and  the  company  has  an  introductory 
offer  of  13  for  12  at  a  netted  down 
price.  Details  are  available  from  the 
Eurcyl  sales  force.  LR/Sanitas  Ltd, 
Sanitas  House,  Stockwell  Green,  London. 

Just  call  it  Maxi 

Max  Factor  are  spending  over  £500,000 
to  advertise  the  introduction  of  their 
Just  Call  Me  Maxi  fragrance.  The  Press 
campaign  will  break  in  the  June  issues 
of  major  women's  magazines  including 
Vogue,  She  and  Cosmopolitan.  Advert- 
ising in  this  medium  will  continue 
throughout  1978  and  the  first  half  of 
1979  without  a  break.  The  nationwide 
television  campaign  begins  on  June  5 
and  will  run  to  the  end  of  the  month. 
Further  television  advertising  is  sche- 
duled for  the  pre-Christmas  period.  Max 
Factor  Ltd,  16  Old  Bond  Street,  London. 

Germaine  Monteil 
in  the  sun 

Quick  tanning  gel  (£3.45)  and  self  tan- 
ning milk  (£3.45)  are  two  new  products 
in  the  sun  care  range  from  Germaine 
Monteil.  The  gel  is  opaque  and  lightly 
tinted  and  is  recommended  for  use  on 
oily  or  normal  skins  which  need  only 
light  protection  from  the  sun  or  for 
people   who   are   already  acclimatised. 
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The  company  says  that  because  of  the 
"non-water"  formula  of  the  gel  there 
is  no  need  to  re-apply  it  after  swimming. 
The  self  tanning  milk  is  said  to  turn  the 
skin  brown  after  a  few  hours,  it  does 
not  contain  a  sunscreen  and  users  are 
advised  to  re-apply  it  every  two  or  three 
days.  Both  products  will  be  available  for 
sale  in  mid-April. 

Germaine  Monteil  have  also  introduced 
"Les  Rustiques";  a  range  of  shades  for 
spring  and  summer.  Plum  rose  is  the 
new  shade  in  the  colour  powder  blush 
(£3.25),  chardon  bleu,  bleu  lavande  and 
santal  in  the  eye  colour  compacts  (£3.45) 
and  intense  1  and  sienne  4  in  the  colour 
creme  lipsticks  (£1.95).  Two  new  pro- 
ducts introduced  at  the  same  time  are 
the  eye  colour  matic  (£2.45)  in  paille  and 
sauge,  which  is  a  liquid  colour  applied 
by  a  foam  tipped  wand,  and  a  colour 
lip  gloss  (£1.95)  which  comes  in  a  mas- 
cara-like container  in  muscade,  epice  and 
transparente.  Germaine  Monteil,  33  Old 
Bond  Street,  London  W1X  4PH. 

Caffeine-free 
Barleycup 

Barleycup  is  a  new  product  described  as 
"a  healthy  refreshing  drink  ...  an 
alternative  to  coffee,  cocoa  and  similar 
beverages."  Ridpath  Pek  have  introduced 
Barleycup  (150g  £0.40,  250g  £0.60)  from 
Poland  and  stress  that  it  is  not  a  coffee 
flavoured  substitute.  It  is  made  from 
roasted  barley,  rye  and  chicory  and  con- 
tains no  additives,  preservatives  or 
caffeine.  Users  are  urged  to  try  it  on  its 
own  or  to  mix  it  with  coffee.  Ridpath 
Pek  Ltd,  1000  Newham  Way,  London. 

Money  off  Lilia-White 

Following  the  re-launch  of  Panty  Pads 
and  with  the  addition  of  Super  Plus 
to  the  range,  Lilia-White  introduce  a 
special  price  "on  pack"  offer  for  10s 
in  the  three  absorbencies.  From  March 
27  to  April  27  packs  and  cases  will  be 
flashed  with  the  same  details — Panty 
Pads  Regular  10s  "special  price — not 
more  than  27p,"  on  Super  10s  "special 
price — not  more  than  31p"  and  on  the 
new  Super  Plus  10s  "trial  price — not 
more  than  35p".  Lilia-White  Ltd,  Alum 
Rock  Road,  Birmingham. 

Tangee  outlines 

Although  women's  magazines  are  strin- 
gently advising  women  to  outline  their 
lips  many  cannot  be  bothered  to  master 
the  art  of  lip  brushes.  Tangee  feel  that 
lip  pencils  offer  an  easier  alternative 
and  have  introduced  four  new  colours 
to  their  range  in  red,  nutmeg,  melon  and 


plum  (£0.62  for  two).  They  have  a  silver 
cap  and  barrel  and  measure  just  under 
4yin  for  easy  handling.  Winarick  (UK) 
Ltd,  Unit  15,  Heywood  Industrial  Estate, 
Heywood,  Lanes  OLIO  IRQ. 

National  sensation 

Following  "a  very  successful  semi- 
national  test"  of  Poly  Simply  Sensa- 
tional in  the  London,  Midlands, 
Southern,  Wales  and  Westward  television 
areas,  Halls  Hudnut  are  launching  it 
nationally  from  mid-April.  Simply  Sen- 
sational (£0.95)  is  a  shampoo-in  perma- 
nent colourant  available  in  11  shades 
with  built-in  conditioners.  Halls  Hudnut, 
Chestnut  Avenue,  Eastleigh,  Hants  SO 5. 

Cooltan  on  buses 

Cooltan  have  taken  full  page  colour  ad- 
vertisements in  women's  magazines  for 
their  range  of  sun  care  products.  The 
Press  campaign  will  begin  in  the  June 
issues  and  will  include  Honey,  Woman's 
World,  She  and  Cosmopolitan.  Bus-sides 
have  also  been  booked  for  the  summer 
months  and  this  campaign  will  include 
seaside  resorts.  Cooltan  will  also  be  ad- 
vertised on  local  radio.  Kathleen  Court 
(England)Ltd,  67  Effra  Road,  London. 

Servispak  stock 

SerVispak  are  issuing  an  up-to-date  stock 
list  every  month  giving  details  of  corru- 
gated cases  and  prices.  Servispak,  291 
Bollards  Lane,  Finchley,  London. 

Schick  offer 

A  Schick  razor  with  five  twin  injector 
blades  is  being  offered  for  the  price  of 
the  blades  alone  (£0.69) — a  saving  to 
the  consumer  of  £0.56.  Halls  Hudnut 
are  presenting  the  razor  and  blades  for 
this  promotion  in  a  special  blister  pack 
designed  to  be  hung  from  a  self-selector 
display  board  or  Schick  peg-board  at 
point  of  sale.  Halls  Hudnut,  Chestnut 
Avenue,  Eastleigh,  Hants  SOS  3ZQ. 


Tbfsrazof  rs  suit  able 
ifOTbothSchickTvwi 
and  Scfuck  standard 
blades, 
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The 'STAR  BRANDS' 
for  APRIL  to  give  your  Store 

'top  billing: 


20 


10  Bath 
25  Bath 


200g 
120ml 


PRODUCT  SIZE 
ALBERTO 

BEYOND  PRE-SHAMPOO 

CONDITIONER  100ml 
Shows  20%  Gross  Profit 
BABETTES 

DISPOSABLE  NAPPIES 
Shows  19%  Gross  Profit 
BADEDAS 
BATH  ADDITIVE 

Shows  20%  Gross  Profit 
BATISTE 
HAIRSPRAY 
SHAMPOO  -  BOTTLE 
Shows  20%  Gross  Profit 
BELLE  BLONDE 
HAIR  LIGHTENER 
Shows  20%  Gross  Profit 
BELLE  COLOR 
HAIR  COLOURANT 
Shows  20%  Gross  Profit 
ELASTOPLAST 

DRESSING  STRIPS  (4202) 
MR.  BUMP  (7167) 
Shows  20%  Gross  Profit 
HEAD  &  SHOULDERS 
SHAMPOO  LOTION  100g 

300g 

Shows  approx.  19y2%  Gross  Profit 
KOTEX 

SIMPLICITY  -  Size  1  10 
+  5p  Coupon  (Off  Next  Purchase) 
Shows  20%  Gross  Profit 
MILUMIL 

INFANT  MILK  FOOD  300g 
Shows  15%  Gross  Profit 


OTHER  SIZES  OF  THESE  PRODUCTS  AVAILABLE. 

PLEASE  CONSULT  THE  AP0CAIRE  EXCLUSIVE 
PROMOTION  DETAILER  OR  CONTACT  YOUR 
LOCAL  SANGERS  BRANCH/REPRESENTATIVE 


APOCAIRE 
RETAIL  PRODUCT 
PRICE 


36p 
61p 


98p 
2.33p 


MILUPA 

INFANT  FOODS 
Shows  20%  Gross  Profit 
ODOR-EATERS 
CUSHION  INSOLES 
Shows  24%  Gross  Profit 
PADDI-PADS 


SIZE 


150g 


30 


55p 
36p 


65p 
61p 


33p 

9Y2p 


37p 
95p 


30p 


67p 


Shows  19%  Gross  Profit 
PALMOLIVE 
SOAP 

Flashed  '5p  Off 
PHILIPS 
MAGICUBES 
FLASHCUBES 


Bath 

Shows  17%  Gross  Profit 

3 
3 


APOCAIRE| 
RETAIL 
PRICE 

44p 
59p 
82p 
1 71/2p 


69  p 
59p 


Prices  only  apply  while  stocks  last. 
Shows  23%  Gross  Profit 
RADOX 

BATH  SALTS  323g 

Shows  20%  Gross  Profit 

S.R. 

TOOTHPASTE  Standard 

Large 

Shows  20%  Gross  Profit 
SURE 

ANTI-PERSPI  RANT  AEROSOL  100ml 

150ml 

Shows  20%  Gross  Profit 
US 

ROLLER 

Shows  20%  Gross  Profit 
WELLA 
HAIR  SETS 
COLOR  SETS 
Shows  20%  Gross  Profit 


28ml 


38ml 
38ml 


271/2p 


20p 
30p 


41p 
53p 


31  p 


21p 
24p 


vxtf> 
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Free  injector  from  Tom  Caxton 


Home-brew  enthusiasts  will  be  offered  a 
free  carbon  dioxide  injector  when  they 
buy  a  Tom  Caxton  pressure  barrel. 
Backed  by  a  £500,000  marketing  alloca- 
tion for  1978  Tom  Caxton  will  be 
following  up  the  offer  with  a  summer 
promotion.  A  £250,000  Press  campaign 
is  also  scheduled  for  the  summer  which 
continues  the  theme:  "There's  no  place 
like  home  for  brewing  a  good  pint."  Roy 
Mantle  says,  "The  market  is  buoyant 
with  more  and  more  people  recognising 
the  ease,  simplicity,  reliability  and  eco- 
nomy of  home  brewing."  Reckitt  & 
Colman  Food  Division,  Carrow,  Norwich. 

Pharmaton  campaign 

A  spring  campaign,  featuring  national 
advertising  and  new  point-of-sale 
material,  is  being  launched  by  Pharmaton 
of  Lugano.  Special  emphasis  has  been 
placed  on  Pharmaton  capsules  and  bonus 
offers  during  April  are  available  from 
local  branches  of  Vestric  Ltd,  the  main 
distributors,  and  other  wholesalers.  Ad- 
vertisements will  be  appearing  in  Radio 
Timex  and  Good  Housekeeping,  and  16 

How  close  was 
your  estimate? 


Mr  Mike  Cleary  (left)  of  ICML  and  Mr 
Ron  Salmon,  editor  of  Chemist  and 
Druggist,  displaying  the  correct  answers 
to  the  recent  ICML  competition — 
Flashcubes  350,  circumference  216  cms. 
It  was  built  around  a  sombrero  filled  with 
flash  cubes  and  was  open  to  any 
chemist  who  bought  50  packs  of  flash. 
There  are  three  winners  from  each  of 
ICML's  three  sales  regions.  Holidays  for 
two  in  Majorca  go  to  Mr  W.  Patterson, 
MPS,  London  SW16,  Mr  T.  G.  Makin,  MPS, 
Guisborough  and  Mrs  M.  Wilson,  Langley 
Middleton.  Black  and  white  portable 
television  sets  go  to  Mr  E.  Best,  MPS, 
Loddon  in  Norwich,  Mr  W.  Ewins,  MPS, 
Abertillery  and  Mr  W.  Main,  MPS,  Forfar. 
Voigtlander  cameras  go  to  Mr  J.  Paterson, 
MPS,  Kilmacolm,  Mr  S.  Bain,  MPS, 
St  Annes-on-Sea  and  Mr  Charles 
Sampson,  MPS,  Finchley  N12 


LAGER  KIT 


sheet  posters  will  be  featured  on  main 
London  underground  stations  for  three 
months,  starting  in  May.  Coverage  for 
the  skin  care  range  will  be  given  in  She 
magazine.  Copies  of  the  new  consumer 
booklet  "Healthy  living"  are  available 
from  Pharmaton  Information  Bureau, 
Spiney  House,  Church  Street,  Liverpool. 

ICML  plasters 

Independent  Chemists  Marketing  Ltd  are 
introducing  a  range  of  zinc  oxide  plasters 
under  the  Nucross  label.  The  plasters  are 
in  clear  plastic  spools  and  conform  to 
NHS  requirements.  Sizes  available  are: 
1.25  cm  X  1  m  (£0.11),  2.5  cm  X  1  m 
£0.14|),  1.25  cm  X  3  m  £0.23i),  2.5  cm 
X  3  m  (£0.35),  1.25  cm  X  5  m  (£0.33), 
2.5  cm  X  5  m  (£0.48|),  5.0  cm  X  5  m 
(£0.81),  7.5  cm  X  5  m  (£1.14). 

The  Nusoft  one-way  nappy  liner  has 
been  replaced  by  a  more  competitive 
product  and  prices  will  be  reduced  to 
£0.64.  The  new  product  will  be  known 
as  Nusoft  luxury  nappy  liner.  ICML  have 
also  produced  a  new  plastic  carrier  bag, 
designed  specifically  for  Numark  retailer 
members.  The  bag  is  white  and  carries 
the  Numark  logo  in  blue  with  the  follow- 
ing message:  "The  sign  of  value  at  your 
local  chemist".  The  cost  is  £2.19  for 
100  bags.  Independent  Chemists  Mar- 
keting Ltd,  51  Boreham  Road,  War- 
minster, Wiltshire  BA12  9JU. 

Bio-facial  promotion 

£150,000  is  being  spent  to  promote  Swiss 
Bio-facial  this  year.  The  formula  for 
the  "Good  reasons"  Press  advertisements 
used  last  autumn  is  being  followed  and 
will  consist  of  two  separate  advertise- 
ments for  the  treatment  cream  and  medi- 
cated deep  cleansing  lotion,  explaining 
to  a  market  audience  of  15  to  24  year 
old  girls  why  they  should  "pay  a  premium 


price  (£1.50  and  £1.25  respectively)  for 
exclusive  and  effective  treatment  of  prob- 
lem skin". 

The  first  burst  will  run  in  selected 
female  magazines  until  June  and  the 
second  from  August  to  November.  A 
radio  campaign  costing  £30,000  will 
support  the  second  burst  during  Sep- 
tember and  October.  Chefaro  Pro- 
prietaries Ltd,  Crown  House,  London 
Road,  Morden,  Surrey. 

Adenotriphos  10s 

From  April  3,  Adenotriphos  ampoules 
2  ml  will  be  available  in  boxes  of  10 
ampoules  (£2.97  trade),  replacing  the 
current  pack  of  six  ampoules.  Rona 
Laboratories  Ltd,  Cadwell  Lane,  Hitchin. 

Molivate  is  Eumovate 

From  April  1,  Molivate,  the  topical 
steroid  by  Glaxo,  will  be  known  as 
Eumovate.  The  name  change  has  been 
made  so  that  the  new  name  is  acceptable 
world-wide.  There  is  no  change  in  form- 
ulation, presentations  or  prices.  When 
ordered  as  Molivate  during  the  change- 
over, pharmacists  should  continue  to  dis- 
pense the  product  until  stocks  are  ex- 
hausted. Name-change  labels  to  reassure 
patients  are  being  sent  out  to  pharmacists. 
Glaxo  Laboratories  Ltd,  Greenford. 

Insulins  upgraded 

From  May  1,  all  Novo  insulins  will  be 
available  in  monocomponent  quality  only. 
The  new  insulins  Rapitard  MC,  Lentard 
MC  and  Ultratard  MC  will  replace  the 
present  proinsulin-free  insulins  of  the 
same  names  and  are  of  mixed  species  or 
bovine  origin.  (10  ml,  40  iu  per  ml,  £1.80; 
80  iu  per  ml,  £3.06).  Novo  semilente 
insulin  will  be  discontinued.  Distributors 
Farillon  Ltd,  Brvant  Avenue,  Romford. 

ON  TV 
NEXT  WEEK 

Ln — London;  M — Midlands;  Lc — Lancashire;  Y— 
Yorkshire;  Sc— Scotland;  WW— Wales  and  West; 
So— South;  NE— North-east;  A— Anglia;  U— Ulster; 
We — Westward;  B — Border;  G — Grampian; 
E — Eireann;  CI — Channel  Island. 

Allurell:  All  except  E. 

Anadin:  All  except  U,  E 

Clearasil  lotion:  All  except  U,  B,  CI 

Crest:  M,  Y,  NE,  Sc,  G,  We,  U,  B 

Gillette  II:  All  except  E 

Fairy  toilet  soap:  Y,  Sc,  WW,  NE,  U,  We,  CI 

Philishave:  All  areas 

Radox  herbal  bath:  All  except  E 

Sally  Hansen  Hard  as  Nails:  Ln,  Lc,  So,  A, 

U,  We,  G 

Seven  Seas  cherry:  M,  Y,  NE 

Silvikrin  beer  shampoo:  All  except  E,  CI 

Vitarich:  Lc 
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Glaxo  announce 
an  important  name  change 


^OifD(o)W(o]f}© 


(0  05%  clobetasone  butyrate) 


As  from  the  1st  April  1978 

Molivate,  the  topical  steroid  cream  and 
ointment  is  renamed  Eumovate. 

The  formulation  is  unchanged 

Eumovate  contains 
0-05%  clobetasone  butyrate. 

Packs  and  prices  are 
unchanged 

Eumovate  Cream  and  Ointment 
25  gram  tube  £1-23 
100  gram  tube  £4-35 

Changeover  period 

four  co-operation  in  continuing  to  dispense 
Molivate  until  all  stocks  are  exhausted 

will  be  appreciated. 

Adhesive  labels  carrying  the  message 
'Eumovate  (formerly  Molivate).  Product 
unchanged'  are  being  sent  to  you  for  use 
during  the  changeover  period  as  a  means 
of  reassuring  patients  where  necessary. 


Glaxo 

Leaders  in  topical  steroid  therapy 


Eumovate  is  a  Glaxo  trade  mark 
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aunch  for  die  best- 


8 


POFF 
TOR  NEXT 


coupon 

INSIDE 
PACK 


LIBRA 

by  Libresse 

Secure  •  Absorbent  FJ  / 


New  Libra  is  going  to  make  quite  a 
splash. 

It  s  being  launched  with  special 
introductory  prices:  23p  for  the  Regular 
size,  26p  for  the  Super  size.  Plus 
moneyoff  coupons  inside  the  packs  to 
bring  you  repeat  purchases. 

New  Libra  is  being  launched  with 
the  biggest-ever  advertising  campaign 
for  a  sanitary  towel. 

New  Libra  is  a  press-on  towel,  and 
that  means  it's  being  launched  in  the 
fastest-growing  sector  of  the  sanitary 
towel  market. 

New  Libra  is  a  quality  product  by 
Libresse— launched,  marketed  and 
distributed  by  Bowater-Scott.  Place 
your  order  now,  while  stocks  of  intro- 
ductory packs  are  available. 

New  LI  BRA  by  libresse: 

Marketed  and  distributed  by  Bowater+ Scott. 


Lihresse^B  is  a  registered  trademark  of  the  Mdlnlycke  group. 
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A  fresh  outlook  from 


Oral-B 


Oral-B  tooth-gum  brushes  are  designed  to  gently  and 
effectively  remove  plaque,  the  major  cause  of  gum  disease 
and  tooth  decay.  The  six  brushes  in  the  Oral-B  range  can 
vide  your  customer  with  tfpj  d,;  .;!  b ''Jp'to  help  maintain  a 
Ithy  and  attractive  mouth. 


The|ppi^pfeoth-gum  brusrWte,  Dental  Fioss  and  Bocasan 
form  an  integral  range  of  producflil^Wiich  an  exciting  new 
promotion  is  planned  in  the  near  future. 


better  oral  hygiene  with 


Oral-B 


Oral  B  Division, 

Knox  Laboratories  Limited,  Aylesbury,  Bucks. 


COUNTERPOINTS 


Pifco's  new  range 
of  hairstylers 


A  trio  of  new  hairstylers  is  now  available 
from  Pifco.  The  Easy  Curl  model  no 
1183  (£4.95)  is  an  updated  version  of 
the  i'm  roller  hairstyler  with  additional 
advantages  of  non-stick  barrel  and  blade 
and  positive  lever  action.  Multi-styler 
model  no  1184  (£5.95)  is  a  four-way 
styler  with  three  easy  change  rollers  to 
increase  barrel  diameter  and  Magicomb 


model  no  1185  (£4.50)  is  a  new  heated 
styling  comb  to  straighten  and  control 
the  hair.  All  three  hairstylers  are 
finished  in  brown  and  beige  and  come 
with  a  table  stand.  They  are  double  in- 
sulated, 240  volts  ac  only,  13  watts. 
Packaging  can  be  adapted  for  point  of 
sale  use.  Pifco  Ltd,  Failsworth,  Man- 
chester M35  OHS. 


Scholl's  summer 
advertising 

Scholl  are  advertising  their  rough  skin 
remover  in  a  Press  campaign  from  May 
until  September.  It  features  two  adver- 
tisements using  full-colour  pages  in  wo- 
men's magazines  and  will  cost  in  excess 
of  £100,000.  One  of  the  advertisements 
has  been  used  before  and  compares  the 
product  with  a  pumice  stone.  The  other 
is  new  and  juxtaposes  an  illustration  of 
a  satin  footprint  with  one  of  sandpaper 
using  the  headline — "Sandpaper  feet  feel 
satin  smooth  with  Scholl  rough  skin 
remover".  Two  display  outers  will  be 
made  available  which  will  reflect  the 
advertising. 

The  company  will  also  be  spending 
£80,000  on  advertising  footsprays  in 
national  dailies  and  Sunday  newspapers 
from  May  until  September.  Associated 
point  of  sale  material  available  will  in- 
clude showcards  and  dump  bins — special 
terms  are  currently  being  offered. 
Following  the  success  of  their  1977  cam- 
paign for  corn  pads  Scholl  are  going  to 
be  promoting  Onixol  toe-nail  liquid 
(£0.39)  and  SI  athlete's  foot  treatment 
(£0.54).  They  will  be  spending  £100,000 
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on  a  campaign  in  national  newspapers 
from  May  until  October.  New  display 
outers  for  both  products  will  be  avail- 
able. Scholl  (UK)  Ltd,  St  John  Street, 
London  ECIP  1DH. 

Daumon  Displays  International  have 
produced  this  display  unit  for  all  Revlon 
lip  products.  It  consists  of  a  revolving 
counter  unit  holding  280  lipsticks  and  48 
testers  with  other  associated  products 


Nivea  on  TV  and 
in  magazines 

During  1978  Nivea  will  be  advertising 
both  on  television  and  in  major  women's 
magazines.  The  company's  advertising 
expenditure  is  up  from  £345,000  in 
1977  to  £475,000  in  1978.  The  television 
campaign  will  be  a  repeat  of  the  "Nivea 
know  how  to  treat  a  lady"  advertise- 
ment and  will  run  for  15  weeks  from 
April  3.  A  second  burst  will  begin  in 
August. 

For  the  first  time  Nivea  will  be  ad- 
vertising their  entire  range  of  skin  care 
products  in  women's  magazines — using 
the  same  theme  of  "Nivea  know 
how  .  .  ."  Not  only  will  the  public  see 
Nivea  creme  and  lotion  but  also  dry 
skin  lotion,  talc,  sun  preparations  and 
soap  in  a  selection  of  i  page  insertions 
in  Woman,  Woman  &  Home,  TV  Times, 
Cosmopolitan,  Good  Housekeeping  and 
Family  Circle.  The  Press  campaign  will 
run  for  three  months.  Nivea  Toiletries 
Ltd,  Hook  Rise  South,  Surbiton  Surrey. 

Babysoft  'save  the 
day'  competition 

£1,000  worth  of  prizes  are  being  offered 
by  Jeyes  in  a  "Save  the  day"  competition 
on  Babysoft  flat  pack  tissues.  The  com- 
petition is  designed  to  highlight  the 
multi-purpose  usage  of  the  product  and 
is  flashed  on  pack  with  effect  from 
March  27.  The  pack  illustrates  eight 
spillage  incidents  and  entrants  have  to 
decide  the  order  of  priority  for  tackling 
the  incidents  with  Babysoft  tissues.  In 
addition  competitors  have  to  complete  a 
tie  breaker  sentence  and  submit  one 
proof  of  purchase  with  each  entry.  The 
prizes  consist  of  three  complete  £250 
beauty  kits,  including  products  from 
various  manufacturers  and  30  Carmen 
dual  heat  hairdryers.  Jeyes  Ltd,  Brunei 
Way,  Thetford,  Norfolk. 

Silvikrin  Beer 
Shine  campaign 

Beer  Shine,  the  new  variant  in  the 
Silvikrin  shampoo  range,  is  to  be  ad- 
vertised on  television  until  mid  April. 
The  commercial  has  been  designed  to 
reflect  the  "Silvikrin  image  of  natural- 
ness"; the  message  is  "all  the  naturalness 
of  beer  and  special  shine  ingredients 
will  enrich  your  hair  to  give  it  the  kind 
of  shine  you  always  wanted".  Marketing 
manager,  Geoff  Dodds,  says  that  the 
shampoo  "has  been  well  received  by  the 
trade  and  has  already  exceeded  our 
sales  expectations".  Beecham  Proprie- 
taries, Beecham  House,  Great  West 
Road,  Brentford,  Middlesex  TW8  9BD. 
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EQUIPMENT 


Large  and  bold  price 

The  Super  Buy  hand-operated  labelling 
machine  prints  up  to  six  large  bold 
characters  on  to  the  centre  of  the  33  mm 
X  19  mm  label.  For  a  limited  period, 
Norprint  Ltd  are  offering  4.000  self- 
adhesive  labels  free  with  every  machine. 
Also  free  are  two  posters  for  special 
offer  displays. 

Norprint  claim  to  have  a  nationwide 
sales  and  service  staff  able  to  call 
promptly  and  service  machines  on  the 
spot.  Norprint  Ltd,  Retail  Systems  Divi- 
sion, Harwich,  Essex. 


marking 


Intruder  alarm 

The  SA700  intruder  alarm  from  Photain 
Controls  Ltd  (£66  ex  VAT)  is  self-con- 
tained in  a  walnut  grained  cabinet 
measuring  235x  76x  134  mm.  It  protects 
up  to  32  sq  m.  Installation  consists  of 
placing  the  unit  in  the  area  being  pro- 
tected and  connecting  it  to  the  mains 
electricity  supply.  A  remote  siren  (£]  ex 
VAT)  is  optional.  Photain  Controls  Ltd, 
Unit  IS,  Hangar  3,  The  Aerodrome, 
Ford,  Arundel,  West  Sussex. 

Data  processing 

A  cost  effective,  series  of  data  processing 
systems  for  basic  accounting  services  is 
being  introduced  by  Mills  Associates  Ltd. 
The  series  is  designed  for  the  small-to- 
medium  sized  business.  Three  systems  are 
available:  Payroll,  sales  ledger,  and  gene- 
ral accounting.  Mills  say  that  typically, 
costs  for  a  payroll  of  35  employees  would 
be  approximately  £5  per  week.  The  ser- 
vice is  ideally  suited  for  a  business  locat- 
ed within  the  delivery  area  of  Mills 
bureaux  in  Birmingham,  Bristol,  Cardiff, 
Edinburgh,  South  West  London  (Chert- 
sey),  Manchester.  Monmouth,  Newcastle, 
Nottingham  and  Swansea.  Mills  Associ- 
ates Ltd,  Computer  Bureaux,  Wonastow 
Road,  Monmouth  NP5  4YE. 

Modular  POS 
terminal 

NCR  have  released  a  new  generation  of 
electronic  point-of-sale  terminals  the  per- 
formance of  which  can  be  increased  to  a 
fully  featured  retail  terminal  by  adding 
plug-in  modules.  The  NCR  2140  family 
has  been  developed  for  the  market  bet- 
ween fixed-function  registers  and  fully 
programmable  interactive  POS  terminals. 
Its  flexibility  derives  from  modular  design 
using  one  or  several  microprocessors. 

Magnetic  cassette  tapes,  merchandise 
tag  scanners,  credit  card  readers,  and 
data  communication  to  another  location 
are  modular  additions. 

The  first,  two  models  released  are  the 
2140-2000  (from  £1,165)  and  the  2140- 
7000  (from  £1,565).  The  basic  2410-2000. 
available  in  the  spring  features  a  17-col- 
umn,  twin-station  alphanumeric  printer 


for  journal,  receipt  and  forms  validation 
and  up  to  50  totals.  The  basic  2140-7000 
offers  additional  features  including  a 
choice  of  printer  combinations  and  a 
larger  electronic  memory  up  to  255  totals. 
Deliveries  are  scheduled  to  begin  in  the 
summer.  Additional  models  will  be  re- 
leased during  the  year. 

NCR  have  also  introduced  a  general 
purpose  electronic  sales  register — the 
2115  (from  £675).  It  incorporates  a  re- 
ceipt feed,  and  12  separate  accumulative 
totals,  plus  other  collective  group  totals 
accumulated  in  read  and  reset  operations. 
NCR  Ltd,  206  Marylebone  Road,  Lon- 
don NWl  6LY. 

Duo-seal  closures 

Duo-seal  vials  from  Jencons  (Scientific) 
Ltd  offer  "'perfect  closure,  therefore 
leakproof  qualities"  with  inertness  to 
contents.  The  vial  has  been  designed  in 
heavy  form  with  a  widened  and  flat 
topped  flange  in  a  glass  complying  with 
USP  standards.  Storage  is  possible  at 
—  140  C.  The  flange  is  covered  by  a  disc 
of  unfilled  rubber  with  a  Teflon  and 
PTFE  faced  centre  area  creating  a 
double  seal,  PTFE  over  the  vial  neck  as 
the  liquid  seal,  and  the  outer  area  creat- 
ing an  airtight  seal.  The  contents  are 
only  in  contact  with  glass  and  PTFE. 
The  inner  seal  is  retained  by  a  crimped 
alloy  cap.  The  vial  can  be  re-closed  by 
the  screw  cap  with  a  PTFE  faced  liner. 
Jencons  (Scientific)  Ltd,  Mark  Road, 
Kernel  Hempstead,  England. 

Glass  vials 

The  new  Beckman  low-background  glass 
vials,  packed  in  trayed  containers  with 
separate  cork  and  foil-lined  caps  cost 
£29  ex  VAT  per  500  with  quantity  dis- 
counts. Free  samples  are  available.  Beck- 
man — RIIC  Ltd,  Turnpike  Road,  Cres- 
sex  Industrial  Estate,  High  Wycombe. 

Container  labels 

Circuitape  Ltd  have  introduced  a  range 
of  self-adhesive  labels  for  chemical  con- 
tainers. The  labels,  printed  with  any  type 
or  design,  are  covered  with  a  polyester 
lamination  resistant  to  most  common 
chemicals.  Circuitape  Ltd,  33  New  Street, 
Aylesbury,  Bucks. 


Wages  system 

Modern  Accounts  Ltd,  have  introduced 
a  single  entry  wages  system  to  provide  for 
either  occupational  or  state  pension 
schemes,  designed  for  the  smaller  em- 
ployer. A  free  leaflet  is  available  from 
the  information  officer.  Modern  Accounts 
Ltd,  Bell  Green  Lane,  London  SE26  5AE. 

High  gloss  paper 

A  new  high  gloss  self-adhesive  labelling 
paper  has  been  introduced  by  Samuel 
Jones  &  Co  Ltd.  Taktik  Gloss  Litho 
offers  the  good  printability  normally 
associated  with  cast-coated  materials  but 
at  lower  cost  says  the  manufacturer. 
Samples,  prices  and  technical  data  for 
Taktik  Gloss  Litho  are  available.  Samuel 
Jones  &  Co  Ltd,  Butterfly  House,  St 
Neots.  Huntingdon,  Cambridgeshire. 

Document  transfer 

A  desk-top  facsimile  system  (£1,500.  or 
£45  per  month  rental)  that  is  able  to 
transmit  or  receive  documents  over  the 
telephone  in  two  or  three  minutes 
(according  to  definition  required)  is 
available  from  ITT  Business  Systems. 
It  is  compatible  with  machines  that 
operate  on  a  similar  time  of  transmission. 

Following  market  surveys  ITT  have 
incorporated  the  following  features: 
Portability  (17  lbs  weight  and  small 
dimensions);  ease  of  use  (reduced 
controls):  rapid  service;  mean  time 
before  failure  of  12  months.  A  part  sheet 
may  be  transmitted  saving  time  and 
several  small  sheets  may  be  held  in  a 
transparent  folder  for  transmitting  sim- 
ultaneously (prescriptions  from  ward  to 
hospital  pharmacy,  for  example). 

Possible  retail  applications  include: 
invoice  and  order  transfer  from  whole- 
saler-retailer; head  office  information 
transfer;  management  data  to  head  office 
or  other  premises. 

Faster  labelling 

Newman  Labelling  Machines  Ltd  are 
launching  a  new  reel-fed  machine  prim- 
arily for  pharmaceutical  industry  thermo- 
plastic labelling,  making  relatively  short 
production  runs  a  viable  proposition. 
Newman  Labelling  Machines  Ltd,  Queens 
Road.  Barnet,  Herts. 

Pricing  gun 

A  new  range  of  hand  labelling  and  pric- 
ing guns  (from  £55  ex  VAT)  has  been 
introduced  by  Avery  Label  Systems,  who 
claim  that  printing  is  always  in  register, 
there  is  no  risk  of  incorrect  pricing,  no 
wastage  of  labels,  and  trouble-free  opera- 
tion. The  four  machines  are  Colt  6,  a 
six-digit  version  Which  prices  from  ip  to 
£99.99;  the  Colt  8,  eight  digits  and  alpha- 
betical coding:  the  Colt  10,  10  digits  with 
numerical  and  alphabetical  coding,  in- 
cluding "sell  by"  dates;  and  Colt  20,  two- 
line  model  from  4p  to  £999.99  with 
numeric  coding  "sell  by"  date  and  use 
of  special  message  slugs.  Avery  Label 
Systems.  Gardner  Road,  Maidenhead, 
Berks  SL6  7PU. 
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C  D  SUPPLEMENT 


Beauty  business 


PHILIPS 


Philips  Hometnm 


Philips  Ladyshave 


Philips  Hairdryer 


Philips 
Sun  Lamp 


Philips  personal  care  products. 
For  you  and  your  customers. 


Simply  years  ahead 
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Stowaway , 
iverage  in4U  the  r 


£100,000  spent  in  press  and  ma 
from  May  to  July.  Beat  that  for. 
coverage: 

Four  great  fashion/fragr^re  ad's 
shot  by  David  Bailey! 

A  massive  radio  campafn  with  a 
new  Stowaway  son^gpnig  by  pop- 
star  Paul  Jones! 


Two  fabulous 
now  all  four  h 


K  UP-I* 


,  riants — and 
atching  talcs! 

owaway  is  the 


Stowaway  The  scent 


Beauty  business 


SPRING  THEMES 


At  this  time  of  year  both  skin  care  and 
slimming  (the  subjects  covered  in  this  issue 
of  Beauty  Business)  are  of  particular  impor- 
tance to  most  women — they  want  to  shed 
the  extra  pounds  gained  during  the  cold 
winter  months  and  to  repair  their  faces  from 
the  ravages  of  alternate  cold  winds  and  cen- 
tral heating.  Of  course  in  an  ideal  world 
they  would  have  taken  better  care  of  them- 
selves during  the  winter  and  would  not  need 
to  embark  on  a  crash  course  of  revital- 
isation,  but  those  long  dark  days  are  de- 
pressing and  we  are  all  guilty  of  slipping  into 
a  bad  lifestyle. 

Other  aspects  which  will  probably  need 
careful  attention  and  re-assessment  in  the 
spring  include  the  hair,  make-up  and  all- 
over  body  grooming.  Hair  this  spring  is 
sleeker  than  it  has  been;  gone  are  the  totally 
dishevelled  "coupes  sauvages"  and  atten- 
tion has  come  back  to  cut  and  condition, 
although  an  attractively  tousled  look  is  still 
popular.  Most  hairdressers  are  finger  drying 
hair  now  and,  apart  from  regular  trimming, 
the  styles  are  easy  enough  for  home 
maintenance.  Regular  washing  with  a  mild 
shampoo  like  the  latest  Elseve  addition. 
Frequence,  should  be  advocated.  Con- 
sistent conditioning  is  also  vital  for  today's 
soft  and  swingy  styles.  Among  the  new 
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entries  here  is  Alberto's  Beyond  offered  as 
a  pre-shampoo  conditioner  to  fight  what 
they  call  the  "greasies" — but  don't  forget 
that  the  comprehensive  ranges  of  con- 
ditioners (such  as  Wella's)  offer  a  solution 
to  most  hair  problems. 

After  improving  the  texture  and  appear- 
ance of  their  skins  on  your  advice  many 
customers  may  feel  like  experimenting  with 
new  make-up.  Foundations  are  light  and 
getting  lighter — the  useful  Maxi  Fresh  now 
comes  in  tubes  as  well  as  bottles  and 
Yardley  recently  brought  out  a  new  range. 
Colours  this  spring  tend  either  to  be  earthy 
or  pastel — pinks  are  much  in  vogue  as  are 
the  browns,  beiges  and  reds  such  as  the  new 
gipsy  colours  in  Faberge's  Babe  range.  Coty 
will  soon  be  introducing  a  new  kind  of 
blusher  in  their  Natural  Blush  which, 
although  colourless  in  the  tube,  takes  on 
what  is  said  to  be  the  skin's  individual  blush 
when  applied.  The  emphasis  is  very  much 
on  natural,  soft,  sexy  prettiness  this  spring. 
Lips  are  full  and  inviting  and  the  eyes  softly 
outlined. 

The  new  fun  sounding  product  Tickle 
joins  the  ranks  of  good  antiperspirants  and 
with  further  activity  expected  in  roll-ons 
this  should  be  an  interesting  market  to  keep 
an  eye  on. 


Smells  of  the  moment  reflecting  the 
"feminity"  of  this  spring  include  the 
Stowaway  fragrances  (of  which  there 
should  be  one  to  suit  all  your  customers) 
and  the  new  perfume  from  Max  Factor  in 
their  Maxi  range — Just  Call  me  Maxi — it  is 
individual  and  decisive,  like  the  ladies 
expected  to  wear  it.  Cavale  from  Faberge, 
which  should  be  in  your  shops  soon,  is  also 
for  a  woman  who  is  an  individualist  and  who 
appreciates  French  elegance — a  woman 
who,  more  than  ever  this  spring,  will  be 
urged  to  "be  herself". 
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The  heavier  we  get  the 
lighter  your  customers  get. 
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Last  year,  we  spent  a  mere  £200,000  on  a 
press  campaign. 

And  became  brand  leader  only  four 
months  later. 

This  year,  we're  spending  £400,000.  On  a 
national  TV  campaign.  In  fact,  it's  already 
started.  , 

So  there's  no  better  time  to  take  stock. 
And  we  do  mean  it  literally. 

You  could  make  Limmits 
yourself  a  small        ,  . 
fortune  living  off      &r  mi 
the  fat  of  the  land.     d  Limmits 


Limmits 


Limmits 


indue 


Limmits250 


OTMM 

%uHt  lemon  flavour  i 


puffs 


ORDER  LIMMITS  250  TODAY  AND  ASK  YOUR  WHOLESALER  ABOUT  HIS  SPRING  BONUS  OFFER. 
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Beauty  business 

FOR 

SWEETER 
SLIMMING 


There  is  no  doubt  about  it — the  sugar  crisis 
in  1974  was  what  revived  the  general 
public's  awareness  of  artificial  sweeteners. 
Leaving  aside  the  war  years — before  that 
time  Sweetex  users  could  be  identified  in 
cafes,  hotels  and  restaurants  by  the  shifty 
way  in  which  they  surreptitiously  slipped  a 
certain  something  into  their  coffee  or  tea. 
The  lady  in  the  hat  scrabbling  furtively  in 
her  bag  or  that  one  over  there  next  to  the 
potted  palm  groping  helplessly  in  her  poc- 
ket while  her  coffee  grows  cold — they  were 
the  Sweetex  users,  the  people  who 
nevertheless  in  1972  made  £3Vi  million 
worth  of  sales  of  artificial  sweeteners.  Then 
in  1974  came  The  Crisis — no  sugar  to  be 
had  for  love  nor  money  and  some  wav  had 


to  be  found  for  injecting  the  life-bringing 
cuppa  into  the  body  .  .  .  without  sugar. 
Unthinkable!  And  so  the  great  discovery 
was  made — artificial  sweeteners,  and  the 
figures  seem  to  indicate  that  the  one  most 
people  plumped  for  was  Sweetex.  The  value 
of  the  entire  market  rose  above  the  £5  mil- 
lion mark  in  1974  and  today  is  said  to  be 
worth  more  than  £8  million.  In  the  early 
days  Sweetex  sales  amounted  to  3 1  per  cent 
of  this  market  and  now  they  are  approach- 
ing 40  per  cent. 

After  the  crisis 

It  is  today's  changed  life  style  that  has 
helped  maintain  the  growth  of  the  artificial 
sweetener  market.  The  growing  emphasis 
on  healthy  living,  wholemeal  bread,  high 
bran  intake  and  jogging  has  meant  that 
people  have  become  more  aware  of  the 
dangers   of   excess   weight.  Overweight 
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means  more  nowadays  than  an  inability  to 
get  into  a  bikini  in  the  summer.  It  means 
shortage  of  breath,  lassitude,  health  prob- 
lems and  in  extreme  cases  the  sudden  death 
of  a  husband  and  bread-winner.  And  arti- 
ficial sweeteners  have  become  part  and  par- 
cel of  that  new  attitude  to  healthy  living.  It  is 
certain  that  the  name  Sweetex  is  recognised 
by  a  great  many  people,  and  that  prominent 
and  clever  display  of  that  name  will  make  a 
certain  number  of  customers  look  twice  and 
perhaps  buy.  It  might  surprise  some  of  those 
people  that  Sweetex  was  introduced  as  early 
as  1955.  At  first  it  was  only  available 
through  Boots  but  eleven  years  later  it  was 
made  generally  available  through  inde- 
pendent pharmacies.  For  the  reasons 
already  outlined  however,  the  brand's 
major  growth  has  occurred  in  the  70s. 

Sweetex  pellets  account  for  90  per  cent  of 
sales  but  with  the  increasing  emphasis  on 


the  possible  harmful  effects  of  sugar — no' 
only  to  body  weight  and  therefore  health 
but  also  to  teeth — there  is  a  growing  interes  - 
in  the  Sweetex  powder  and  solution.  Talk-: 
ing  to  John  Barker,  senior  product  managep 
for  Sweetex.  we  learn  that  the  company  art- 
very  aware  of  the  possibilities  offered  by  tht 
health  syndrome  currently  being  extollec 
by  all  and  sundry  including  the  Health  Edu- 
cation Council.  They  feel  that  people  art 
ready  to  be  educated  to  the  use  of  Sweete> 
in  cooking  and  on  the  family  dining  table 
Already  the  surreptitious  lady  in  the  hat  has 
been   replaced.    People   are   no  longei 
ashamed  of  bringing  out  their  Sweetex  dis- 
penser and  indeed  often  expect  it  to  be 
available  in  restaurants.  The  Sweetex  eatei 
image  has  been  further  altered  by  the  con-, 
version  of  both  men  and  younger  people  tc 
the  habit.  The  wife  buying  Sweetex  for  the* 
home  has  encouraged  her  paunchy  husband 
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d  cut  out  sugar  and  her  children  are  being 
mght,  virtually  at  her  knee,  that  Sweetex  is 
as  sweet  as  sugar"  but  without  the 
alories — and  that  that  in  turn  is  good  for  a 
ody.  That  same  lady  now  has  to  be  directed 
3  more  imaginative  use  of  Sweetex  and  this 
'ill  be  done  by  advertising  and  use  of 
oint-of-sale  material.  Crookes  Anestan 
re  making  new  moves  to  ensure  that  inde- 
endent  pharmacies  have  the  right  kind  of 
isplay  material  available  to  them — after  all 
pproximately  50  per  cent  of  all  sales  of 
weetex  are  made  through  those  inde- 
endents.  They  stress  that  the  possibilities 
3r  the  further  growth  of  this  brand  are  end- 
;ss  and  that  all  that  is  needed  is  for  them,  in 
onjunction  with  the  independent  retailer, 
3  convince  the  public  of  the  varied  uses 
/hich  can  be  made  of  artificial  sweeteners, 
^fter  all,  they  point  out,  the  stockist 
enefits  too.  According  to  a  recent  report 
rtificial  sweeteners  are  now  the  sixth  most 
nportant  line  in  pharmacies — excluding 
rescriptions. 

For  a  number  of  reasons  therefore 
Brookes  Anestan  believes  that  a  wider 
cceptance  of  sweeteners  in  general  will 
tenefit  sales  of  Sweetex  in  particular  and 
hat  in  the  next  few  years  these  will  take  off. 
'he  factors  involved  are  the  increasing 
mphasis  placed  by  our  society  on  good 
ealth  and  its  consequent  disdain  of  excess 
weight  and  the  products  open  and  accepted 
sage  by  all  members  of  the  family  regard- 
:ss  of  age  or  sex. 

Sweetex  pellets  are  made  in  Boots  factory 
)95  in  Nottingham.  The  futuristic  sounding 
D95  is  probably  the  largest  tablet  factory  in 
he  world  and  we  were  shown  around  it  by 
>ne  of  the  originators  of  the  project.  Laur- 
nce  Peakfield.  He  was  involved  in  the  fac- 
ory's  design  from  1971  and  today  is  its 
iroud  manager.  Inside  this  factory  are  var- 
ous  pellet-making  machines  of  which  the 
nost  modern  is  capable  of  producing  one 
nd  a  half  million  Sweetex  pellets  an  hour. 
That's  an  awful  lot  of  Sweetex — but  then, 
ou  can  sell  an  awful  lot  of  Sweetex. 

\yds  to  suppress 

/lanufactured  by  Cuticura  Laboratories, 
^yds,  said  to  be  "the  leading  appetite  sup- 
ressant  product",  with  an  average  annual 
3  per  cent  brand  share  of  the  total  slim- 
ning  market,  is  now  entering  its  eleventh 
uccessful  year. 

In  February  the  company  spent  £100,000 
>n  a  television  commercial  campaign  which 
an  for  four  weeks  on  all  stations.  Said  Mr 
^ush:  "As  in  all  our  TV  commercials,  radio 
apes  and  Press  advertisements,  a  genuine 
\yds  successful  slimmer  is  featured. 
Research  has  shown  many  times  that  our 
ampaigns  are  successful  because  serious 
limmers  want  to  hear  about  genuine  peo- 
)le  with  real  life  weight  problems." 

Cuticura  plan  to  follow  the  February 
elevision  campaign  with  extensive  com- 
nercial    radio    support    during  April. 

With  the  new  slimming  season  a  one-off 
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promotional  7-day  pack  has  been  intro- 
duced. There  is  also  a  lOp  coupon  redeem- 
able against  the  next  purchase  of  Ayds. 
Cuticura  Laboratories  Ltd,  Clivemont 
Road,  Cordwallis  Trading  Estate,  Maiden- 
head, Berks. 


Hermesetas 
promotions 


During  March  special  promotional  packs  of 
Hermesetas  are  available  which  offer  the 
user  extra  tablets  for  the  normal  recom- 
mended retail  price,  300  packs  (£0.42)  will 
contain  50  extra  tablets  and  the  650  packs 
(£0.68)  will  contain  100  extra  tablets. 
Prices  to  stockists  will  remain  the  same.  The 
extra  value  offer  is  clearly  flashed  on  to  the 
blister  cards. 

The  TV  campaign  begun  on  March  6  will 
run  on  all  stations.  The  budget  for  the  cam- 
paign is  £170,000  and  it  will  be  spent  on 
time  that  will  give  a  high  viewing  rate 
among  housewives  in  all  areas.  The  major 
part  of  the  Press  campaign  will  begin  in 
April  issues  of  women's  magazines,  but 


advertisements  will  appear  in  all  issues  of 
the  leading  slimming  magazines  throughout 
the  year.  The  radio  campaign  will  begin  in 
May  and  will  run  for  four  months,  covering 
most  of  the  commercial  stations  in  the  UK. 
Crookes  Anestan  Ltd,  PO  Box  94,  1  Thane 
Road  West,  Nottingham  NG2  3  A  A. 


Phone-in 
to  Limmits 


After  their  relaunch  Limmits  are  said  to 
have  experienced  a  "record  year"  in  1977 
and  the  makers  are  hoping  for  even  better 
results  in  1978.  Their  television  advertising 
has  already  started  in  all  areas  featuring  an 
overweight  girl  being  persuaded  by  a  speak 
your  weight  machine  to  use  Limmits  250.  A 
radio  campaign  is  planned  to  back  the 
phone-in  which  the  company  have  arranged 
within  the  London  area.  From  April  17 
anyone  wanting  to  know  more  about  the 
Limmits  slimming  plan  and  general  dietary 
information  can  ring  01-409  6100  to  hear  a 
pre-recorded  message.  The  radio  com- 
mercial telling  people  about  this  phone-in 
will  be  heard  on  Capital  Radio.  Unicliffe 
Ltd,  941  Great  West  Road,  Brentford, 
Middlesex. 


Slender  addition 

In  January  Carnation  added  a  chocolate 
malt  flavour  to  their  Slender  range,  which 
now  comprises  five  flavours — strawberry, 
vanilla,  coffee,  chocolate  and  chocolate 
malt.  The  product  is  advertised  con- 
tinuously in  Slimming  and  Nutrition  and 
Successful  Slimming  and  a  television  cam- 
paign ran  throughout  January.  A  new 
commercial  will  appear  later  in  the  year;  all 
in  all  the  company  will  be  spending  approx- 
imately £500,000  in  1 978  in  support  of  this 
brand.  At  present  in  the  trade  they  are 
offering  a  "free  Slender  handbook" — for 
the  price  of  postage  and  packaging  and  four 
proofs  of  purchase  consumers  are  sent  a  64 
page  Slimming  and  Nutrition  Guide.  New 
stack  cards  and  shelf  strips  are  available  to 
retailers  to  support  the  new  chocolate  malt 
flavour. 

The  company  tell  us  that  the  meal 
replacement  market  is  expected  to  show  a 
steady  growth  again  this  year — last  year  it 
grew  by  about  12  per  cent,  and  point  out 
that  Slender  which  they  describe  as  one  of 
the  "biggest  advertised  products  in  the 
chemist  trade"  is  available  mainly  through 
chemist  outlets.  Carnation  Foods  Co  Ltd, 
Carnation  House,  11  High  Road,  London. 


Saxin  poster 
support 


Saxin  is  getting  its  "biggest  ever"  adver- 
tising support  this  year  with  not  only  Press 
advertisements  but  an  outdoor  poster  cam- 
paign also.  During  March  and  April,  adver- 
tisements are  appearing  in  the  Daily 
Express,  Daily  Telegraph,  Daily  Mail, 
Guardian,  Sunday  Express,  Sunday  Times 
and  the  Scotttish  Sunday  Post.  Throughout 
the  rest  of  1978,  advertisements  will  appear 
in  the  two  specialist  magazines  Weight 
Watchers  and  Slimming  &  Nutrition. 

Additionally,  in  the  Scottish  television 
area  and  most  of  the  Southern  television 
area,  there  will  be  a  big  outdoor  poster 
campaign  during  April  and  May.  The  com- 
pany says  that  the  new  packaging  for  Saxin 
resulted  in  a  "healthy  increase  in  sales  last 
year"  and  this  year's  advertising  and  pac- 
kaging will  have  the  common  theme  of 
"never  stir  without  Saxin".  The  present 
packs  of  Saxin  carry  the  legends  "7p  off  the 
500  size  and  "3p  off"  the  200  size  and,  in 
addition  to  this,  there  are  special  bonus 
terms  available.  The  Wellcome  Foundation 
Ltd,  Ravens  Lane,  Berkhamsted,  Herts. 


Ashe  capsules 

Trihextin  G  Capsules,  manufactured  by 
Ashe  Laboratories  Ltd,  are  twin-coloured 
capsules  which  contain  safflower  oil,  methyl- 
cellulose  and  vitamins  and  provide  vit- 
amins A,  B6  and  E  plus  protein  and  fats. 
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Bran-Slim 
is  breaking  sales 
records  and  making 
sales  history  in  the 
slimming  market. 


The  Bran-Slim  tablets  and  diet  plan  were  launched  in 
Britain  1977  and  became  an  immediate  success. 

In  fact,  slimmers  had  such  an  insatiable  appetite  for 
Bran-Slim,  we  couldn't  meet  the  demand.  For  1978,  we've 
stepped  up  production. ..and  our  advertising  support.  So  you'll 
be  able  to  carve  yourself  an  even  bigger  slice  of  the  highly 
profitable  £10  million  slimming-aids  market. 

A  major  TV  campaign 

We're  covering  half  the  country  with  a  hard 
hitting  30  second  commercial.  It's  appearing  on  Trident, 
Lancashire  and  Midland  television.  And  later  we  will  be 
appearing  in  London  too. 

Just  the  right  time  to  catch  all  those  women 
who  want  to  look  their  best  on  the  beach. 

A  brand  new  press  campaign 

Our  new  advertising  campaign  in  women's 
magazines  will  reach  8  out  of  10  potential  slimmers,  and 
reach  them  8  times  each.  And  give  them  plenty  of 
opportunity  to  learn  about  this  highly  effective  appetite 
suppressant  and  weight  loss  plan. 

We'll  also  continue  to  support  Bran-Slim 
with  PR  in  all  the  major  women's  magazines  and 
national  newspapers. 

Bran-Slim. 

A  natural  way  to  lose  weight 

Bran-Slim  is  natural  and  combines  the 
benefits  of  a  high-fibre  diet  with  an  effective 
slimming  aid. 

And  with  its  sales  record  it's  naturally  going 
to  be  a  great  success  and  a  great  profit  maker  for  you. 

Bran-Slim  is  quality 

Bran-Slim  is  produced  byThompson 
Medical  Company-one  of  America's  most  respected 
and  successful  medical  companies. 


new 

6CAljOffl£  BRAN- SUM  TABU  TSfOH  \ 

APPETITE  CONTROL  \  fflff  Jr 

PUJSAHOffSICUmAimiE  JflC 

lose  weight 


6  CALORIE 


BRAN  TAbIeIP 


s  •  J 


I  POfl  g!  a 


W>    JIFI/^AN  ENCLOSED 


bran  -slim 


To  help  your  customer 
lose  weight. 

Thompson  Medical  Company  Ltd..  Cunard  Road.  North  Acton. 
London  NW10  6PN.  01-965  3637/9. 
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SKIN  CARE  IN  DEPTH 


In  recent  years  the  importance  of  good  skin 
care  has  been  borne  in  upon  British  women. 
Often  in  the  past  the  tendency  was  to  dis- 
guise skin  blemishes  with  heavy  make-up 
but,  like  their  American  sisters,  British 
ladies  have  finally  come  to  realise  that  it  is 
necessary  to  have  a  healthy  base  upon 
which  to  work,  and  that  no  make-up  will 
look  good  spread  on  an  unhealthy  skin. 
There  is  also  a  movement  away  from  the 
heavier  type  of  make-up  and  towards 
lighter  foundations  which  simply  cannot  be 
used  to  good  effect  on  a  problem  skin. 

For  many  years  the  main  problem  faced 
by  British  women  tended  to  be  over  oiliness 
but  nowadays,  due  to  the  drying  effect  of 
central  heating  in  home  and  offices,  dry 
flaky  skins  are  becoming  a  major  hazard. 
This  in  turn  has  caused  many  a  heated  dis- 
cussion about  the  effectiveness  or  otherwise 
of  moisturisers  and  whether  or  not  their 
claim  that  they  replace  water  in  the  skin  can 
be  justified.  There  is  no  doubt  that  the 
three-step  skin  care  plan  advocated  by  most 
beauticians,  and  popularised  through  many 
articles  in  women's  magazines,  is  effective. 
Cleanse,  tone  and  moisturise,  night  and  § 
day,  has  become  an  oft  repeated  cry  and  its  j? 
widespread  acceptance  has  certainly  con-^ 
tributed  both  to  the  improved  appearance  >, 
of  many  British  skins — and  to  the  sales  of  <s 
skin  care  products.  o 

Sales  to  the  trade  during  the  third  quarter 
of  1977  were  worth  £5 1  million,  accounting 
for  12  per  cent  of  the  total  cosmetics  and 
toiletries  market.  These  sales  were  up  by 
14.5  per  cent  on  the  previous  year,  which 
meant  that  because  prices  were  up  by  an 
identical  percentage  sales  were  on  a  par 
with  year  ago  levels.  Advertising  expen- 
diture on  these  products  standing  at  £3.356 
million  was  10  per  cent  higher  than  a  year 
earlier. 

Below  we  look  in  more  detail  at  the 
assessments  and  prognostications  of  some 
manufacturers  in  this  market.  There  are 
certain  areas  of  agreement  amongst  them. 
For  instance  there  is  no  doubt  that  this  mar- 
ket has  grown  in  recent  years,  and  that 
younger  women  are  now  expressing  more 
concern  over  the  care  of  their  skins  before 
any  damage  can  be  done  rather  than  trying 
to  repair  it  when  it  may  be  too  late.  One 
area  of  particular  contention,  however  is 
whether  the  anticipated  future  growth  will 
be  mainly  among  the  multi-purpose  pro- 
ducts or  among  the  specialist  products  with 
clearly  defined  uses.  In  general  women  pre- 
fer specialist  products  and  the  fact  that  cur- 
rent market  trends  do  not  support  this  view 
is  probably  only  a  reflection  of  severe 
economic  pressures.  Ultimately  the  con- 
sumer preference  will  be  demonstrated  in 
sales,  but  for  the  moment  you  can  only  rely 
on  your  own  observations.  So,  as  they  say  in 
the  classics,  now  read  on  .  .  . 
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Vichy's  wise — 3  step  routine 


Vichy  are  among  those  who  have  put  par- 
ticular emphasis  in  their  advertising  on  the 
three-step  skin  care  routine.  Their  range  of 
products,  sold  exclusively  through  phar- 
macies, consists  of  preparations  for  the 
basic  daily  skin  care  of  every  type  of  skin  as 
well  as  special  treatments  for  occasional 
use.  They  promote  their  products  with  care- 
ful explanations  of  why  each  is  necessary, 
outlining  how  the  skin  constantly  secretes 
oil  and  water  containing  waste  products  and 
saying  that  if  make-up  is  worn  it  becomes 
stale  during  the  day  and  tends  to  block  the 
pores — and  of  course  there  is  dirt  from  the 
atmosphere  constantly  settling  on  the  face. 
All  of  this  provides  a  perfect  breeding 
ground  for  bacteria,  preventing  the  skin 
from  functioning  correctly,  so  careful  and 
regular  cleansing  is  essential.  Soap  and 
water  tend  to  be  drying  so  a  cream  or  lotion 
is  recommended. 

Cleansing  becomes  pointless,  however,  if 
the  emulsion  used  to  remove  the  dirt  is  left 
on  the  face,  which  is  where  toning  comes 
into  its  own.  A  quick  refreshing  wipe  over 
the  face  with  a  toner  or  an  astringent  will 
ensure  complete  removal  both  of  the  dirt 
and  any  excess  cleanser.  Then,  of  course,  an 
attempt  should  be  made  to  lessen  the  effects 
of  dehydration,  and  for  this  Vichy  have  a 
range  of  moisturisers. 


However  the  company  has  long  been  dis- 
satisfied with  existing  moisturisers  since 
they  knew  that  to  try  to  bring  water  to  the 
skin  was  not  the  best  solution.  The  resear- 
chers decided  that  they  needed  a  product 
which  would  help  the  skin  retain  water  by 
preventing  excessive  evaporation.  They 
have  been  searching  for  such  a  product 
since  1943  and  only  now  do  they  believe 
that  they  have  found  it  in  Equalia. 

This  product  has  had  much  Press  expos- 
ure since  its  launch  in  January,  and  some  of 
it  has  been  slightly  misleading  by  describing 
Equalia  as  a  "moisturiser".  It  is  not  a  mois- 
turiser  as  we  understand  the  word.  It  does 
not  replace  water,  it  helps  control  excessive 
water  loss,  and  thus  could  be  described  as  a 
"dehydration  regulator." 

The  human  body  is  approximately  70  per 
cent  water,  a  proportion  of  which  is  con- 
stantly evaporating  from  the  surface  of  the 
skin.  Under  ideal  conditions  this  evap- 
oration would  be  controlled  naturally  but 
because  of  the  harsh  climatic  conditions  to 
which  skin  is  subjected,  not  to  mention  the 
unnatural  effect  of  modern  heating,  the 
evaporation  is  nearly  always  too  great  from 
skin  of  any  type.  This  loss  of  water  means 
that  skins  become  rough  and  fragile  with 
little  lines  and  wrinkles  developing  and  elas- 
ticity being  lost. 
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The  Piek-Me-Up. 


Wella.  A  real  tonic  when  it  comes  to  sales. 
Because  Wella  sells.  And  it  sells  well. 

Indisputably,  Wella  is  one  of  the  world's 
foremost  names  in  hair  care.  With  a  reputation  for 
quality  that  customers  want. 
Look  at  the  facts. 


In  a  highly  competitive  market,  Wella 
Hairsetting  product  sales  are  up,  Wella  Conditione 
sales  are  up,  Wella  Colourant  sales  are  up. 

Most  Wella  brands,  including  shampoos,  hav 
reached  their  highest  market  shares  ever.  And  sale 
continue  to  increase. 

It's  a  good  reason  for  making  sure  you  have 
plenty  of  Wella  on  display. 

After  all,  empty  shelves  never  made  anyone 
money. 


WfUA 

we  know  about  hair. 


Beauty  business 


Equalia  does  not  work  as  a  barrier;  its 
effect  is  due  to  the  structure  of  the 
film  left  on  the  skin  which  in  turn  is  due  to 
the  emulsifier,  exclusive  to  Vichy,  and 
patented  by  them.  This  film  is  in  close  con- 
tact with  the  outer  skin  layer  regulating 
water  loss  and  allowing  the  skin  to  retain  the 
optimum  amount  of  water  without  being 
occlusive  in  any  way. 

Equalia  is  a  product  which  Vichy  believe 
could  well  move  skin  care  into  the  80s.  As  a 
company  their  policy  has  always  been  based 
on  giving  customers  value  for  money  with- 
out frills.  This  is  evidenced  by  their 
straight-forward  packaging.  In  common 
with  other  observers  they  have  noticed  that 
British  women  are  becoming  more  aware  of 
the  need  for  skin  care.  They  believe,  how- 


EQUALIA 


Helps  the  skin  correct  and  maintain 
its  water  balance 


i. 


ever,  that  a  contributory  factor  has  been  the 
increased  incidence  of  skin  problems 
occasioned  by  modern  living  conditions  and 
problems  caused  by  stress,  drugs,  cigarettes, 
etc.  This  has  been  demonstrated  by  the 
pharmacy  sales  of  spot  treatments  and  so  it 
is  now  more  important  than  ever  that 
women  be  educated  into  good  habits  of  skin 
care . 

Vichy  have  always  believed  that  the 
pharmacist  is  the  best  person  to  advise  on 
skin  care  and  so  decided  that  it  was  pointless 
to  distribute  their  range  through  the  type  of 
outlet  where  standards  may  not  be  as  high 
as  those  applied  in  the  manufacture  of  the 
products — standards  they  say,  which  are  as 
stringent  as  those  used  in  the  manufacture 
of  medicines.  To  this  end  they  are  always 
willing  to  talk  to  pharmacy  assistants  about 
the  range  and  are  also  very  open  with  the 


consumer  as  composition  of  all  pre- 
parations is  shown  on  the  pack. 

Equalia  can  be  used  on  all  skin  types. 
Everybody  is  exposed  to  the  same  drying 
conditions  although  the  consequences  are 
more  obvious  with  drier  skin  types.  It 
should  be  applied,  in  a  very  thin  film,  after 
cleansing  and  toning  and  it  is  said  that  one 
application  in  the  morning  is  effective  for  24 
hours.  It  works  just  as  well  underneath 
make-up  as  without,  but  a  few  minutes 
should  elapse  between  the  application  of 
Equalia  and  the  foundation.  The  company 
stresses  the  importance  of  using  the  product 
sparingly.  It  is  most  effective  if  only  a  thin 
film  is  used,  but  can  be  reapplied  during  the 
day  if  necessary;  regular  use  does  not  make 
the  skin  less  responsive.  Equalia  is  hypo- 
allergenic  and  so  the  risk  of  skin  irritation  is 
minimal,  but  it  must  always  be  used  on  a 
scrupulously  clean  skin. 

Endocil  moisturises 

Chefaro  Proprietaries  have  been  marketing 
their  Endocil  range  for  some  years  now  and 
we  discussed  its  current  position  with  mar- 
keting manager  Ron  Hanlon.  The  range  is 
primarily  based  on  moisturising  products 
and  Mr  Hanlon  believes  that  this  has  been  a 
growth  area  in  the  70s  accounting  for  over 
35  per  cent  of  all  skin  cream  and  lotion  sales 
(as  measured  by  TCPI).  However,  the 
bouyancy  of  recent  years  turned  into  a  sur- 
prising downturn  in  volume  sales  in  1977 
but  Mr  Hanlon  believes  this  apparent  trend 
reversal  is  more  a  function  of  the  statistical 
techniques  than  actual  consumer  usage  in 
other  words,  it  arises  out  of  the  confusion 
surrounding  the  manufacturers'  definition 
of  what  constitutes  a  "moisturiser".  He  also 
believes,  however  (while  admitting  that  he 
has  no  numerical  evidence  to  back  him  up) 
that  moisturising  and  general  facial  care 
increased  but  that  the  products  women 
turned  to  were  cheaper  all-purpose  creams. 

Unlike  certain  other  spokesmen  Mr  Han- 
lon feels  that  this  is  only  a  temporary 
phenomenon  evolved  by  the  inflationary 
times  and  that  in  the  long  term  the  general 


interest  and  awareness  of  skin  care  will 
mean  the  consumer  ultimately  demanding 
not  only  more  sophisticated  products  but 
such  products  in  greater  quantities.  He  also 
sees  scope  in  market  areas  which  remain 
relatively  untapped.  Moisturising  and  skin 
care  have  traditionally  been  seen  as  a  rule 
for  women  of  thirty-plus,  as  the  drying  of 
skin  has  been  linked  with  ageing.  In  our 
artificial  environment  of  central  heating, 
however,  the  feeling  of  skin  dryness  will 
afflict  most  women,  and  the  need  for  a  mois- 
turiser will  become  apparent  to  younger  age 
groups.  This  has  already  been  noted  in 
America  and  Mr  Hanlon  argues  that  it 
offers  an  area  for  growth  in  the  UK — he 
sees  with  pleasure  that  magazine  editorials 
directed  at  the  young  are  now  stressing  the 


need  for  preventive  care  for  the  skin  rather 
than  repair  tactics  once  the  damage  is  done. 
He  also  sees  Endocil  as  being  conveniently 
positioned  for  these  trends. 

Chefaro  claim  to  have  consistently  main- 
tained around  a  five  per  cent  share  of  this 
market.  Their  current  profile  is  certainly 
steering  toward  an  older  range  but  they  feel 
that  this  traditional  quality  image  allows 


The  touch  of  REAL  Beauty 


In  shades  of  Ivory,  Natural,  Ochre,  Peach, 
Sungold,  Apricot,  Rachel 
VAT  Recommended  Retail  Prices: 
TUBES  No.  2  32p  each  (Trade  £2.66  doz.) 
TUBES  No.  3  38p  each  (Trade  £2.88  doz.) 
PLASTIC  JARS  62  p  each  (Trade  £5.13  doz.) 


Veloutu 

POWDER    CREAM  V-T 


A  complete 
modern  beauty 
treatment 


The  ALL-IN-ONE  Make  up. 

450    Chemist  &  Druggist 


From  your  usual 
wholesaler  or 
direct  from 
DIXOR  LTD., 
Blenheim  Road, 

Longmead  Industrial  Estate,  Epsom,  Surrey  KT19  9AH. 
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lem  a  launch  pad  tor  growth  amongst 
ounger  women.  The  lotions,  both  clear  and 
nted,  have  light  formulations  suitable  tor 
ay  use  and  which  they  see  as  being  ideal  for 
le  younger  end  of  the  market.  And  they 

so  think  that  the  reassurance  of  their 
ccepted  quality  will  reflect  the  need  for 
lore  sophistication  as  well.  Plans  for  adver- 
sements  featuring  these  tinted  creams  are 

ell  advanced  and  the  campaign  will  run  as 
jll-page  colour  advertisements  in  such 
ublications  as  Good  Housekeeping,  Vogue 
nd  Woman's  Journal  from  May  onwards. 

Chefaro  say  that  they  also  intend  to  con- 

ntrate  their  sales  efforts  on  chemists  and 
epartment  stores  as  these  outlets  are  in 
eeping  with  their  brand  image. 

Vecious  minutes 

\nother  recent  entrant  on  the  skin  care 
cene  is  the  Precious  Minutes  range  from 
fardley.  We  talked  to  product  manager, 
dike  Oliver,  who  agreed  that  the  British 
ttitude  to  skin  care  had  indeed  changed 
ver  the  past  couple  of  years.  Women,  he 
aid,  had  become  more  choosy  and  were 
howing  discernment  in  which  product  to 
se.  In  the  early  70s,  he  continued,  there 
'as  a  heavy  weighting  towards  the  frag- 
ince  end  of  the  market;  women  became 
lore  aware  of  and  more  educated  in  the  use 
f  perfumes  until  these  became  a  way  of  life, 
tnd  there  has  now  been  a  similar  shift  to 
le  further  appreciation  of  skin  care, 
ardley  see  a  woman's  correct  care  of  her 
<in  as  analagous  to  an  artist  preparing  his 
anvas  to  receive  a  beautiful  painting, 
lowever  skilful  the  execution  of  that  paint- 
g  it  will  not  be  shown  to  its  best  advantage 
n  an  unprepared  canvas.  So  with  make-up, 
hich  will  never  look  as  good  as  it  might  on 
ncared-for  skin. 

Mr  Oliver  went  on  to  say  that  he  believed 
lat  this  tendency  will  continue  unabated  in 
iture  years  and  indeed  will  become  more 
idespread  as  women  realise  the  need  to 
art  looking  after  their  skins  at  an  earlier 
^e.  The  sooner  you  start  to  care  for  your 
fin  the  easier  it  will  be  to  maintain  its 
Buthful  properties,  and  that  is  the  message 
hich  Yardley  hope  to  get  across  with  the 
romotion   of   their    Precious  Minutes 
inge — that  the  few  minutes  spent  using 
ese  products  each  day,  twice  a  day,  will  be 
e  most  precious  of  a  girl's  life. 
At  the  moment,  unfortunately,  it  is  only 
ose  girls  with  problem  skins  who  rec- 
mise  the  necessity  of  proper  cleansing  and 
is  is  reflected  in  the  increasing  sales  of 
»ot  removers  and  the  like.  The  aim  now  is 
convince  young  girls  with  good  skins  that 
order  to  keep  those  skins  healthy  they 
|ust  begin  to  care  for  them  immediately, 
obably  the  best  way  is  to  point  out  that 
oisturisers,  as  well  as  being  water  loss  reg- 
itors  also  help  to  form  a  good  base  upon 
lich  make-up  will  "take"  and,  indeed, 
st.  In  fact  all-in-one  foundations  (those 
ith  foundation  and  powder  combined)  can 
positively  detrimental  to  the  skin  without 
e  use  of  a  moisturiser  as  a  base  coat. 
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Yardley  have  rationalised  their  skin  care 
products  under  the  name  Precious  Minutes 
because  they  found  that  there  was  no  unify- 
ing umbrella  for  their  range  and  therefore 
no  way  to  promote  it  as  an  entity.  The  range 
was  launched  in  the  spring  because  that  is 
the  time  of  year  when  ladies  are  beginning 
to  think  seriously  about  repairing  theirskins 
from  the  ravages  of  winter.  It  is  a  simple 
range — one  that  is  easy  for  the  customer  to 
assimilate — and  it  is  a  complete  range. 
Yardley  also  believe  that  Precious  Minutes 
is  a  sound  value  for  money  investment  and 
say  that  they  have  estimated  that  at  an  aver- 
age rate  of  usage  your  customer  will  be  able 
to  buy  her  complete  skin  care,  for  what 
amounts  to  5p  a  day. 


Simply  clean 


Albion  Soap  Co  have  found  over  the  past 
four  or  five  years  that  women  have  become 
more  and  more  distrustful  of  artifical  addi- 
tives, and  have  been  hunting  out  "natural" 
and  "pure"  products  in  all  areas — food  and 
clothing  as  well  as  skin  care.  As  a  result, 
their  Simple  Soap  has  become  very  popular 
and  they  say  that  it  has  even  received  the 
endorsement  of  the  medical  profession. 

About  eighteen  months  ago  the  company 
undertook  research  to  check  on  the  accep- 
tability of  the  "Simple"  concept.  They  tell 
us  that  they  found  "an  almost  total  aware- 
ness of  the  brand  name — and  more  impor- 


especially  ^_ 
for  simple 
profits 


No  perfume.  No  colouring.  No  unnecessary  additives 

If  you've  sold  Simple  Soap,  you'll  know  how  women 
welcome  a  little  simple  purity. 


And  now  we're  telling  them 
about  two  new  Simple 
skin  care  products. 
Simple  Cleansing  Lotion; 
and  Simple  Moisturising  Lotion. 
In  the  familiar  brown 
and  white  Simple  design. 

The  principle's  the  same  for  both. 
No  artificial  frills, 

colouring  or  perfume  to 
irritate  sensitive  skins. 

Just  pure,  gentle  skin  care. 

Test  marketing  has  shown 
that  the  products  are  right: 

the  packs  are  right: 
and  the  price  is  right. 


Simple  thin 


simply  sell 
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tant,  the  philosophy  of  purity  behind  it". 
Out  of  this  exercise  arose  results  which  con- 
vinced Albion  that  other  products  under 
this  name  would  probably  be  accepted  in 
the  market  place.  It  was  found  that  what 
women  were  asking  for  was  a  "gentle,  pure 
cleanser  free  from  harsh  chemicals"  and 
that  they  wanted  "a  light,  pure  moisturiser 
that  didn't  leave  a  'greasy'  feel."  The  com- 
pany then  went  ahead  and  formulated  two 
such  products  which  were  very  successful  in 
a  test  market  exercise  in  the  Southern  tele- 
vision area.  One  interesting  aspect  of  this 
test  market  was  that  it  was  found  that 
women  who  knew  and  accepted  the  Simple 
image  but  did  not  buy  the  soap  were  more 
than  prepared  to  buy  the  cleanser  and  mois- 
teuriser.  "And",  says  the  company  in  won- 
der, "at  prices  higher  than  those  at  which  we 
were  finally  able  to  market  them!" 


products  which  are  bought  for  a  number  of 
interchangeable  uses  and  are  widely  avail- 
able in  many  High  Street  outlets.  Further, 
he  believes  that  higher-priced  and 
specifically-targeted  skin  care  preparations 
tend  to  be  both  more  limited  in  their  retail 
distribution  and  less  flexible  in  their  use. 
The  Pure  &  Simple  brand  includes  a  light, 
non-greasy  creme  with  moisturising  ingre- 
dients, which  can  be  used  as  a  moisturiser,  a 
treatment  cream  for  chapped  hands  and 
other  problem  areas,  or  as  a  cleanser.  The 
extra-light  lotion  is  said  to  be  ideal  for 
greasy  skins,  either  for  all-over  body  use  or 
again  for  moisturising  and  cleansing. 

"The  Pure  &  Simple  launch  has  greatly 
expanded  the  general  purpose  market", 
says  Mr  Bell.  "This  has  happened  both 
because  of  the  sales  the  product  itself  has 
generated,   and  the   response   of  man- 


These  products  have  now  been  launched 
nationally  and  in  keeping  with  the  Simple 
image  they  are  in  straightforward  packaging 
with  no  frills.  Albion  believe  that  "the  very 
fact  that  Simple  cleansing  lotion  and  mois- 
turising lotion  are  to  be  seen  in  chemist 
outlets  all  over  the  country,  together  with 
the  frequent  advertising  of  the  'not  per- 
fumed, not  coloured — just  kind'  slogan  in 
the  national  Press,  is  bound  to  make  the 
public  even  more  conscious  of  the  need  to 
select  their  skin  care  products  on  the  basis 
of  what  they  leave  out  as  well  as  what  they 
contain".  Indeed  to  sum  up  the  feelings  of 
the  people  behind  these  new  products: 
"That  particular  ball  has  only  just  started  to 
roll  in  earnest". 

Pure  expansion 

Beecham  marketing  manager  Gavjn  Bell, 
claims  that  the  introduction  last  April  of 
Pure  &  Simple — the  company's  first  skin 
care  product — has  brought  "a  new  dimen- 
sion to  the  UK's  general  purpose  skin  care 
market."  He  goes  on  to  define  that  general 
purpose  market  as  comprising  those 
economically  priced  and  versatile  skin  care 
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ufacturers  to  those  sales.  At  the  same  time, 
economy-minded  consumers  are  trading 
down  in  skin  care,  and  many  are  opting  for  a 
general  purpose  product  in  preference  to 
several  more  expensive  items." 

Beechams  are  continuing  their  adver- 
tising support  for  this  brand  in  1978  with 
around  £360,000  being  spent  from  early 
summer,  principally  on  television,  and  sam- 
pling will  be  continued.  The  theme  of  this 
advertising  will  continue  to  major  on  the 
soft  and  gentle  qualities  of  the  product. 

Pears'  caring 

A.  &  F.  Pears  Ltd,  in  explaining  their 
approach  to  the  changing  emphasis  of  the 
skin  care  market,  agree  that  recent  figures 
show  that  the  cream  market  no  longer 
belongs  to  the  expensive  specialist  product. 
They  launched  Pears  Cleansing  Care  last 
year  and  now  claim  that  their  per- 
formance— achieving  a  nine  per  cent  vol- 
ume share  in  six  months — is  one  example  of 


the  increasing  emphasis  that  British  womer 
are  now  placing  on  the  care  of  their  skins 
Brand  manager  Angela  Dees  believes  tha 
"over  the  last  year  there  has  been  a  positiv 
move  towards  the  medium-priced  produc 
which  offers  better  value  for  money".  Th 
company,  part  of  Elida  Gibbs,  has  trad 
itionally  made  every  effort  to  show  that  ski 
care  need  not  be  expensive,  and  it  was  thi: 
Pears  philosophy  that  launched  Cleansin 
Care  into  the  medium-priced  sector. 

Looking  ahead  to  the  next  five  years 
Angela  Dees  foresees  a  real  growth  in  th 
skin  care  market  certainly  equal  to  the  las 
five  years  (when  it  was  2-3  per  cent)  anc 
possibly  a  point  or  two  higher.  It  will  be  ths 
widely  distributed  specialist  creams  such  a: 
Cleansing  Care  face  cleanser  and  Lastin 
Care  hand  cream  that  will  account  for  thi: 
growth. 

Furthermore,  Pears'  research  indicate: 
that  the  growth  is  largely  resulting  from  a 
increase  in  the  number  of  working  olde 
women  with  more  time  and  more  real  dis 
posable  incomes.  Alongside  the  predicte 
number  of  women  having  fewer  children  i 
the  future,  there  will  be  the  emergence  o 
the  new  teenagers  resulting  from  the  babj 
boom  of  the  late  50s.  So  there  will  be  tw 
large  groups  of  consumers  with  disposabl 
income  and  a  historic  disposition  to  spend 
ing  money  on  themselves.  Pears  anticipat 
that  the  quality  and  value  of  their  product: 
in  this  market,  backed  up  by  the  strong  con 
sumer  image  of  the  brand  name,  will  mea 
that  they  are  well  positioned  to  take  advan 
tage  of  the  present  trend,  resulting  in  th 
probable  continued  volume  increase  of  thei 
products. 

Pond's  young  future 

Sally  Ayling,  product  manager  o 
Chesebrough-Ponds,  also  feels  that  longe 
term  changes  in  skin  care  habits  are  cur 
rently  being  affected  by  short  ter 
economic  constrictions.  Her  research  tell 
her  that  the  total  market  has  been  fairl 
static  in  the  past  18  months  but  is  showin 
signs  of  picking  up  and  resuming  a  growt 
pattern  throughout  1978  and  1979.  Sh 
agrees  that  this  underlying  growth  trend  i 
due  to  increased  interest  in  skin  care  pro 
ducts  amongst  the  younger  age  groups 
whilst  the  economic  conditions  in  the  shor 
term  have  led  to  a  greater  interest  in  genera 
purpose  creams  as  a  temporary  substituti 
for  more  specific  products. 

The  future  is  also  likely  to  be  determine* 
by  the  buying  habits  of  the  younger  womei 
not  only  because  of  their  relative  afflueno 
but  because  there  is  greater  potentia 
growth  in  this  age  bracket.  Chesebrough 
Ponds  feel  that  the  sectors  of  the  marke 
these  women  are  likely  to  influence  includi 
moisturisers,  where  lighter  products  suit 
able  for  use  under  make-up  are  seen  to  be  ; 
growth  area.  At  the  opposite  end  of  thi 
same  market  some  growth  can  be  expecte< 
in  the  specialist  skin  foods  and  heavy  nigh 
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Beauty  business 


moisturising  products.  They  believe  too 
that  there  is  likely  to  be  some  growth  in  the 
facial  wash  type  of  cleanser,  which  appeals 
particularly  to  women  with  greasy  skins. 

In  general,  astringents  and  tonics  are 
becoming  less  strong  and  so  the  growth 
potential  for  this  market  is  also  expanding. 
The  very  astringent  type  of  product  tended 
to  be  used  only  by  women  with  greasy  skins 
but  the  less  strong  products  are  attractive  to 
a  wider  audience.  Overall  the  company 
feels  that  the  skin  care  market  is  entering  a 
more  optimistic  period  as  the  economic  cli- 
mate improves  and  one  can  anticipate 
increased  marketing  support  and  new  pro- 
duct launches  as  manufacturers  compete  for 
the  attention  of  a  more  sophisticated  con- 
sumer. 

Ulay  penetration 

We  have  already  mentioned  that  mois- 
turisers  constitute  the  largest  sector  within 
the  total  skin  care  market  and  one  of  the 
most  enduring  and  popular  moisturisers  is 
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Oil  of  Ulay  from  Richardson  Merrell  Ltd. 
This  company  recently  assessed  the  results 
of  research  carried  out  by  consumer  pur- 
chase panel,  discovering  a  continuing 
increase  in  purchase  penetration  of  skin 
foods  and  moisturisers,  with  the  most  not- 
able increases  in  the  16  to  34  and  55  to  64 
age  groups.  They  also  found  a  consistent 
trend  indicating  that  penetration  of  the 
younger  age  groups  is  catching  up  with  the 
female  population  profile.  This  means  that 
many  young  women  are  following  in  their 
mothers'  footsteps  in  this  area,  and 
Richardson  Merrell  feel  that  this  augers 
well  for  the  market.  In  terms  of  how  much 
they  spend  the  35-54  year  group  is  the  most 
important  and  expenditure  per  user  is  also 
at  a  higher  level. 

Richardson  Merrell  found  that  Oil  of 
Ulay  is  continuing  to  grow  in  this  market 
and  say  that  it  takes  the  biggest  share  of 
consumer  expenditure.  It  has  also  been 
increasing  its  share  of  the  market  quite 
dramatically  since  1976.  In  that  year  and 
early  1977  the  skin  foods  and  moisturisers 


I 

market  in  general  stagnated  in  both  unitanB 
sterling  terms;  it  recovered  towards  the  enM 
of  1977  and  over  these  periods  Oil  of  UlaM 
stood  up  well.  Its  unit  share  in  1976  wa» 
23.9percent  (25.2  per  cent  sterling)  andbM 
December  1977  this  had  risen  to  28.3  peB 
cent  (28.4  per  cent  sterling  share). 

Consumer  advertising  has  also  grown  bj 
almost  30  per  cent  between  1975-76  an| 
1976-77.  Whereas  in  1975-76  the  spli 
between  television  and  Press  advertisin| 
was  roughly  fifty  fifty,  television  took  60  pe 
cent  of  the  following  12  months'  expen 
diture.  The  trend  is  a  positive  one  for  thi 
particular  medium — which  Oil  of  Ulay  use 
extensively.  And  the  kind  of  support  whicl 
Richardson  Merrell  has  consistently  pu 
behind  this  product  has,  they  believe,  paid] 
dividends,  as  evidenced  by  the  sharJ 
increases  achieved  by  the  brand  over  t\u\ 
two  year  period  and  particularly  over  th< 
period  of  market  stagnation  in  1977. 


Christy's — after 
the  relaunch 

Christy  have  recently  launched  their  nev 
skin  care  range  in  its  distinctive  packaginj 


and  talking  to  Mrs  Pat  Latham  about  thi 
company's  products  we  find  that  she  too  ha 
noticed  a  turning  point  in  the  British 
woman's  approach  to  skin  care.  Whereas  irj 
past  years  regular  customers  for  skin  treat 
ments  were  either  European  or  those  i 
early  middle  age  nowadays  younger  womerj 
are,  mainly  through  the  use  of  moisturisers 
taking  a  greater  interest  in  skin  care.  It  is  fell! 
however  that  there  is  still  a  long  way  to  gdj 
before  the  British  woman  is  as  skin  con- 
scious as  her  American  or  European  sisters. 

The  aim  behind  the  new  Christy  range  is 
to  encourage  the  younger  woman  into  a 
simple  no-nonsense  skin  care  routine  that 
once  started,  will  continue  throughout  her 
life.  It  is  Christy's  belief  that  there  is  a  move 
away  from  the  multi-purpose  product  and 
towards  separate  products  for  special  use 
Mrs  Latham  sees  more  and  more  "houses" 
majoring  on  skin  care,  and  not  just  facial 
skin  care  but  with  a  very  definite  growth  in 
beauty  care  through  bath  products  and 
creams  and  lotions  formulated  for  all  over 
skin  care. 

25  March  1978 


and  growing 


There's  much  more  to  hair  care 
than  shampoos  and  conditioners  and  in 
the  rapidly  growing  accessory  market 
Lady  Jayne  is  far  and  away  the  biggest 
and  fastest  selling  brand. 

Most  chemists  are  well  aware  that 
brushes,  curlers  and  combs  along  with 
all  the  other  items  that  make  up  the 
accessories  business  represent  rapid 
turnover  and  profit.  That's  why  most 
chemists  display  Lady  Jayne  along  with 
all  the  other  leading  hair  care  products. 

Almost  everything  your 
customers  need  for  beautiful  hair  is 
available  from  the  Lady  Jayne  display 
stand.  Rollers,  curlers,  grips,  pins,  clips, 
brushes,  combs  and  a  wide  range  of 
ornaments.  They're  all  there;  beautifully 
packaged,  beautifully  displayed. 

When  your  customers  ask  for  hair 
care  products  give  them  the  best . . .  the 
Brand  Leader. 

LADY  JAYNE 

Simply  beautiful  hair 


Laughton  &  Sons  Limited  Warstock  Road  Birmingham  B14  4RT.  Tel:  021-474  5201 
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A  Johnson's  baby?      SWEETER  SLIMMING 


Continued  from  p444 


Despite  the  proliferation  of  new  products  in 
this  area  there  are  two  products,  neither 
specifically  formulated  for  use  as  women's 
facial  cleansers  or  moisturisers,  which  con- 
tinue to  sell  very  well  for  those  purposes. 
These  are  the  Johnson  &  Johnson  baby 
lotion  and  oil.  A  spokesman  for  the  com- 
pany also  felt  that  the  present  trend  in  the 
market  is  towards  general  all-purpose  pro- 
ducts and  he  said  that  between  75  and  90 
per  cent  of  sales  of  their  products  were  to 
women  who  were  going  to  use  them  on 
themselves.  He  did  stress  however  that  their 
use  as  baby  products  remains  paramount 
and  indeed  feels  that  many  women  only 
begin  to  use  these  products  on  themselves 
after  they  have  discovered  the  effectiveness 
on  their  baby. 

In  general  it  is  the  purity  associated  with 
the  Johnson  and  Johnson  name,  and  their 
safety  for  use  on  baby's  skins,  that  prompts 
their  acceptance  by  older  women.  On  the 
other  hand,  some  women  feel  that  the  effec- 
tiveness on  a  baby's  skin  means  the  pro- 
ducts would  not  perform  as  well  on  their 
own  skin.  The  company  does  not  feel  that 
tests  bear  this  out,  however,  and  says  that 
the  products  are  as  effective  as  most  others 
in  the  market.  Johnson  &  Johnson  are  now 
advertising  both  the  lotion  and  oil  for  adult 
and  baby  use.  These  advertisements 
improve  sales  in  test  areas  dramatically  and 
they  are  now  thinking  of  extending  the 
penetration. 

Ultralight  added 
to  Almay  range 

Almay  cosmetics  and  skin  care  products 
have  been  available  in  Britain  since  1968. 
The  principal  aim  of  all  Almay's  activities  is 
to  produce  hypoallergenic  cosmetics  which 
approach  the  ideal  as  closely  as  possible. 
The  company  says  that  the  definition  of 
hypo-allergenic  is  generally  accepted  as  a 
preparation  in  which  every  possible  care  has 
been  taken  in  formulation  and  production 
to  reduce  the  possibility  of  allergic  reaction 
to  a  minimum. 

Asked  about  the  way  the  British  skin  care 
market  has  changed  over  the  past  five  years 
Almay  say  they  have  found  that  there  is  a 
far  greater  interest  in  product  ingredients 
and  general  background  information  on 
formulations.  They  feel  that  the  market  has 
changed  considerably  in  the  past  few  years 
and  that  formulations  have  been  greatly 
advanced.  Further,  they  believe  that  they 
are  keeping  up  with  those  advances  and 
their  own  formulations  are  much  lighter  and 
easier  to  use  than  previously — witness  their 
latest  Ultralight  range  with  Deep  Mist 
Ultralight  moisture  lotion  and  night  cream. 
They  have  also  noticed  that  the  average 
British  woman's  skin  is  tending  to  become 
drier  earlier  in  life  and,  in  general  the  oily 
skin  problem  has  decreased. 
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The  pack  also  contains  30  round  green 
grapefruit  capsules  which  contain  con- 
centrated whole  grapefruit  juice,  grapefruit 
oil  and  Vitamins  C  &  E — the  equivalent  of 
half  a  fresh  grapefruit.  They  are  said  to  take 
the  edge  off  appetite — as  well  as  providing 
many  of  the  vitamins  a  slimmer  needs. 

The  Trihextin  G  plan  is  descibed  as  a  sure 
way  to  slim  but  the  treatment  of  excessive 
overweight  or  unusual  obesity  in  teenagers 
should  be  under  the  supervision  of  a  doctor. 
Before  a  customer  embarks  on  a  diet  it  is 
always  best  to  recommend  she  seek  doctor's 
advice.  Ashe  Laboratories  Ltd,  Kingston 
Road,  Leatherhead,  Surrey. 

Slim  with  Bran 


new     r~zr  i<  % 

APPETITE  CONTROL  L^L*"i '  — 

lose  weight 


Wti-sliiti 

BRAN  TABLETS 


The  Health  Education  Council's  1978  mes- 
sage to  Britain  is  "look  after  yourself" 
aimed  at  improving  the  nation's  health 
through  sensible  exercise  and  diet.  The 
campaign's  guidelines  have  been  designed 
for  everyone,  but  with  one  third  of  the  adult 
population  —  the  obese  and  over- 
weight— especially  in  mind.  The  kind  of 
questions  being  prompted  are — can  you  still 
get  into  clothes  you  bought  five  years  ago? 
And  do  you  think  that  heart  diseases  only 
affect  old  people? 

To  all  Britain's  several  million  "heavies" 
help  is  at  hand  not  only  from  the  Health 
Education  Council's  literature  and  prom- 
otions, but  from  a  wide  range  of  commercial 
organisations  manufacturing  every  con- 
ceivable aid  from  low  calorie  appetite 
reducers,  diet  plans  and  meal  replacements 
to  exercise  machines,  track  suits  and  fash- 
ions that  only  really  look  good  if  the  body 
wearing  them  is  the  right  shape.  One  com- 
pany which  has  already  helped  thousands  of 
British  men  and  women  lose  some  of  their 
excess  pounds  and  inches  since  it  launched 
Bran-Slim  last  year,  is  Thompson  Medical. 

Based  on  wheat  bran  and  containing  only 
natural  ingredients  such  as  sugar,  honey, 
molasses  and  lactose,  the  six  calorie  Bran- 
Slim  tablets  help  to  keep  appetite  in  control. 
They  are  simple  to  use  and  are  effective  in 
helping  consumers  eat  less — "just  chew  one 
or  two  Bran-Slim  around  half  an  hour 


before  a  meal  or  when  you  are  feeling  peck- 
ish and  drink  a  glass  of  water." 

The  company  says  that  Bran-Slim  can  not 
only  help  you  to  eat  a  little  less  in  the  cam- 
paign to  lose  extra  pounds,  but  by  following 
the  high-fibre,  low  calorie  diet  plan,  to 
guide  towards  healthier  long-term  eating 
habits. 

The  Bran-Slim  tablets  come  in  packs  of 
sixty — enough  for  at  least  10  days — with  a 
high-fibre,  low  calorie  diet  plan  and  com- 
prehensive calorie  chart. Thompson  Med- 
ical Co  Ltd,  Cunard  Road,  London. 

Minisax — value 
for  money 

At  the  end  of  April  1977,  LRC  Products 
installed  extra  production  capacity  to  cope 
with  increased  demand  for  their  Minisax 
saccharine  sweetener.  The  company  says 
that  it  was  immediately  rewarded  with  an 
almost  doubling  in  demand.  They  estimate 
that  at  any  one  time  around  20  million  peo- 
ple in  the  UK  are  either  permanent  or  occa- 
sional calorie  counters,  and  that  the  market 
for  saccharine  sweeteners  is  now  approx- 
imately £6.5  million. 

Eighty-five  per  cent  of  Minisax  sales  now 
go  through  chemists.  Minisax  are  available 
in  dispensers  containing  200  and  400  tab- 
lets. They  are  described  as  "exceptionally 
good  value  for  money  compared  with  other 
sweeteners  at  17p  for  the  200  size  and  32p 
for  the  400  size,  up  to  30  per  cent  less  than 
the  other  brand  leaders". 

From  March  27  to  June  2,  LRC  are  offer- 
ing retail  and  wholesale  customers  a  special 
bonus.  Details  available  from  Eucryl  rep- 
resentatives. LR/Sanitas  Ltd,  Sanitas 
House,  Stockwell  Green,  London  SW9  9JJ. 
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NEW  STYLES  for  Good 
Grooming  by 

RAND  ROCKET 

Since  becoming  one  of  the  biggest  names  in  manicure  and 
grooming  requisites  RAND  ROCKET  have  led  the  way  with 
style. 

Firstly  on  presentation  RAND  ROCKET  were  in  a  class  of 
their  own  with  the  beautiful  and  practical  packaging.  Come 
to  think  of  it,  they  still  are. 

RAND  ROCKET  style  put  high  quality  Stainless  Steel 
scissors,  files,  eyebrow  tweezers  within  the  availability  of 
every  woman's  purse. 

Now  on  Nail  and  Cuticle  scissors  RAND  ROCKET  are 
moving  away  from  the  traditional  shapes  and  are 
introducing  a  NEW,  MODERN,  EXCITING  design.  Trials  of 
these  styles  in  other  markets  have  shown  an  uplift  in  sales 
of  over  100%. 

RAND  ROCKET  have  also  introduced  excellent  cotton 
household  gloves  to  keep  the  ladies  hands  free  from  dust 
and  grime  when  working  around  the  house,  thus  saving 
pounds  on  special  creams,  etc.  These  gloves  are  packed  in 
attractive  polythene  bags  with  carrying  handles  and  the 
recommended  retail  price  is  only  60p 
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EXPORT 

"DATA 


OFFERS  YOU 


comprehensive  information  on  the  complex 
business  of  exporting  to  every  world  market, 
including  countries,  cities,  languages,  currencies, 
banks,  embassies,  commercial  representatives, 
airports,  seaports,  airline  cargo  booking  offices, 
container  and  unit  load  services,  documentation 
and  licensing  details,  import  regulations, 
financing  exports,  trade  marks,  weights,  measures, 
abbreviations,  voltages,  postal  charges, 
money  orders,  cables,  telephones,  climate, 
holidays.  EEC  PREFERENCE  regulations.  ATA, 
BOTB.  CAN.  ECGB.  THE.  VAT  information,  plus 
monthly  up-dating  service, 

700  pages  110  x  143  mm  £15.00 

Benn  Publications  Ltd., 

25  New  Street  Square,  London  EC4A  3  J  A 


Take  a  stand 

for  the 
Brand  Leader 

Over  £400  worth  of  the  fastest  selling 
lines  at  R.S.P.  in  only  2.5sq.ft.  of  floor 
space.  To  get  your  Lady  Jayne  display 
stand  and  increase  your  turnover,  contact 
your  nearest  franchised  dealer  now. 
He  will  offer  you  a  great  deal. 

Franchised  Chemist  Distributors 


England  &  Wales: 

D.  J.  Britton  (Bristol)  Ltd., 
8,  Roman  Road, 
Easton,  Bristol  BS56DH 

CR.Crosskill& Sons  Ltd  , 

Calvert  Works, 

Norwich,  Norfolk  NOR  79K 

CW.S.  Limited, 
Handforth  Road, 
Handforth,  Wilmslow. 
Cheshire. 

E.  Davids  &  Co  Ltd., 
378,  Essex  Road, 
London  N  1. 

Estchem  W/Sale  Supplies. 
95/97.  Northmoor  Road, 
Manchester  12. 

S.  Landaw&  Co.  Ltd., 
156,  Manor  Park  Road, 
London  N.W.10. 

Macton  (South  Wales)  Ltd.. 
Unit  No.  8, 
Glanvlln  Square. 
Taffs  Well,  Cardiff. 

George  Mitchell  &  Co.  Ltd., 
80.ElswickRoad, 
Newcastle-on-Tyne  NE4  6JJ. 

East  Midland  Toiletries  Ltd., 
8/10,  Easthorpe  Street, 
Ruddington,  Notts. 

Paul  Murray  Ltd., 
Speedwell  Close. 
Chandlers  Ford  Ind.  Estate. 
Eastleigh,  Hants.  S053YN. 

Nekem, 

27/32,  Edgar  Street, 
Ropery  Street. 
HullHU3  2DA 

Dennis  E.  Riches, 
29/31,  Malvern  Road, 
Hornchurch,  Essex. 

Sherlock  Bros.  Ltd.. 
355/357,  City  Road. 
London  E.C.I. 

A.L  Simpkin&Co  Ltd.. 
3.  Hunter  Road. 
Hillsborough, 
Sheffield  S6  4LD. 


Supervite  (London)  Ltd.. 
Second  Floor,  Unit  5. 
25,  Lattimore  Road. 
St  Albans.  Herts. 

Unichem  Limited. 
Crown  House. 
Morden,  Surrey. 

Vernon  Powell  Ltd.. 
Verona  House, 
54,  Selsdon  Road, 
South  Croydon,  Surrey. 

Wains  of  Tunbridge  Wells, 
31/33,  Albion  Road, 
Tunbridge  Wells.  Kent. 

Western  Trading  Co.. 
32A,  Allenbank  Crescent. 
Off  Whitchurch  Road, 
Cardiff. 

Williamson  &  Co.. 
(Cornwall)  Ltd., 
1,  Higher  Fore  Street, 
Redruth,  Cornwall. 

Scotland: 

Aberdeen  Chemists  Sundries. 
17,  St.  Nicholas  Street, 
Aberdeen. 

Wm.  Davidson  Limited, 
West  Tullos  Ind.  Estate, 
Aberdeen  AB9  8BE. 

Fernan  (Sundries)  Ltd., 
Springkerse  Estate, 
Cunningham  Road,  Stirling 

Wm.Knotts(Ayr)  Ltd . 
1,  Carrick  Road,  Ayr. 

Hugh  Reynolds, 
(Chemists  Sundries)  Ltd., 
10.  Whitehouse  Loan, 
Edinburgh  EH91  AX 

Northern  Ireland: 

S  Haydock  Limited, 
31.  Ballynahinch  Road, 
Carryduff,  Belfast. 

D  L.  Kirkpatrick&  Son  Ltd  , 
246B.  Newtownards  Road. 
Belfast  5. 

H.  Mitchell  &  Co.  Ltd., 
Boucher  Road.  Belfast. 


LADY  JAYNE 

Simply  beautiful  hair 
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UVITAN 

for  true 
sun  worshippers 

Uvitan-a  unique  new  suntan  cream  which  you 
will  find  a  welcome  addition  to  WB  Pharmaceuticals 
range  of  sun  care  products. 

Many  years  market  research  of  consumer 
requirements  ensure  that  Uvitan,  with  its  original 
formula,  provides  the  suntan  preparation  with  a 
difference. 

Uvitan  will  not  only  help  its  user  get  a  richer, 
natural  suntan  but  its  special  surface-acting 
ingredient  guards  against  excessive  moisture  loss. 


iCREAM 
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For  Retail  Chemists  only, 
up  to  TFCQ/  Prof  it 
#  3  70  on  Cost* 


Fast-Expanding  Market 
Demands  Big  Advertising 
Support. 


In  1 977  the  total  sun  preparations  market  was  worth 
approximately  £12  million  and  therefore  competition  in  1978 
is  bound  to  be  fierce. 

For  the  launch  of  Uvitan  we  have  planned  our  biggest-ever 
advertising  programme  using  women's  magazines,  television 
and  cinema. 

Full  colour  spreads  in  the  top  women's  magazines.  During 
a  period  of  five  sizzling  months  we  will  achieve  a  massive  90% 
coverage  of  the  prime  target  market  for  suntan  preparations. 
And  an  incredible  55%  coverage  of  all  adults! 

TV  and  cinema  commercials  in  specially  selected  areas  will 
support  the  magazine  advertising  and  will  illustrate  clearly  and 
persuasively  the  benefits  of  Uvitan's  special  ingredients. 

And  distinctive  display  material.  Specially  designed  to  make 
maximum  use  of  a  minimum  of  your  shelf-space. 

*Optrex  Ltd.  are  appointed  selling  agents  and  bonus 
details  will  be  available  from  their  representative. 


Uvitan  for  true  sun  worshippers. 


WB  Pharmaceuticals  Limited, 
Bracknell,  Berkshire, 
RG1 2  4YS.  Tel:  (0344)  50222. 
yyQp  Telex:  847634. 


Uvitan,  llvicool  and  Uvistat  are  trade  marks  of  WB  Pharmaceuticals  Limited. 
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BUSINESS  MATTERS 

Legal  traps  when  staff 
are  dismissed 

A  new  series  by  Paul  Hilden* 


Ever  since  unfair  dismissal  laws  came 
into  being,  the  legal  traps  into  which 
anyone  can  fall  where  dismissals  of  staff 
arise,  have  multiplied  beyond  belief. 

Recent  decisions  of  Industrial  Tribu- 
nals now  seem  to  be  placing  more  and 
more  emphasis  on  the  procedures  that  an 
employer  follows  when  he  dismisses  one 
of  his  employees.  You  find  however  fair 
a  reason  an  employer  has  for  carrying 
out  a  dismissal,  he  will  still  have  to 
pay  compensation  if  he  has  not  acted 
reasonably  in  all  the  circumstances  of 
the  individual  case. 

Acting  reasonably  includes  following 
a  procedure  prior  to  actually  going 
through  the  process  of  dismissal  and  al- 
though there  is  a  Code  of  Practice  issued 
by  the  Department  of  Employment 
which  gives  guidance,  each  business, 
however  small,  is  expected  to  follow 
certain  principles. 

In  general  terms  before  a  dismissal 
takes  place  an  employee  is  expected  to 
be  given  a  warning  where  appropriate 
and  also  given  an  opportunity  to  state 
his  side  of  the  case. 

How  this  is  done  will  depend  on  the 
reason  for  the  dismissal  and  the  size  and 
structure  of  the  business  concerned.  In  a 
small  undertaking  with  a  couple  of  em- 
ployees all  that  is  necessary  is  for  the 
employer  to  speak  to  the  employee  con- 
cerned about  say,  his  bad  work,  and 
make  it  clear  that  unless  the  work  im- 
proves dismissal  will  take  place.  This 
should  be  followed  by  a  firmer  warning 
in  writing  (a  copy  of  the  note  or  letter 
should  be  kept).  At  the  same  time  the 
employee  concerned  should  be  invited 
to  give  his  side  of  the  story. 

Misconduct 

In  the  case  of  misconduct,  the  same 
procedure  should  be  followed  although, 
of  course,  in  serious  cases  (eg  finding  an 
employee  in  the  course  of  a  theft)  you 
can  afford  to  dispense  with  these  form- 
alities. However,  it  is  always  wise  to 
make  sure  that  you  give  the  employee 
the  opportunity  of  saying  anything  he 
wishes  to  say  in  defence.  Where  there 
is  a  doubt,  it  would  be  better  to  suspend 
the  employee  pending  further  inquiries. 

In  the  larger  firm,  the  employee's 
opportunity  to  put  his  case  might  be 
given  through  the  form  of  procedures 
whereby  he  can  appeal  to  someone 
higher  up  in  the  management  ladder. 

It  should  be  pointed  out  that  under 
the  contracts  of  employment  provisions, 

*Pen  name  of  a  barrister 
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you  are  expected  to  give  employees  de- 
tails of  any  disciplinary  procedures  that 
you  may  have  introduced  into  your 
business — and  if  you  have  set  out  such 
procedures  then  these  must  be  followed 
in  any  moves  which  might  lead  to  a  dis- 
missal. 

Although  verbally  warning  an  indivi- 
dual is  supposed  to  be  an  informal 
arrangement  to  make  sure  that  the 
employee  knows  that  there  may  be 
trouble  ahead,  it  is  worthwhile  making 
a  note  yourself  of  the  date  on  which  you 
actually  gave  this  warning  and  what  it 
was  about. 

This  may  prove  valuable  to  you  if 
you  ever  have  to  justify  to  an  Industrial 
Tribunal  that  you  acted  fairly  and 
reasonably  in  dismissing  an  employee. 

Responsibility  for 
references 

In  the  course  of  any  business  activity, 
those  in  any  position  of  responsibility 
may  be  called  upon  to  give  a  reference. 
This  may  be  in  respect  of  an  employee 
who  has  left  and  who  is  seeking  another 
job,  or  it  may  be  in  connection  with  the 
trustworthiness  or  creditworthiness  of  a 
business  colleague  or  acquaintance.  Be- 
cause of  changes  in  the  law,  it  is 
important  to  take  care  in  what  you  say 
since  you  could  find  yourself  landing  up 
with  quite  a  financial  liability. 

First,  let  us  take  the  case  of  an  em- 
ployee. You  are  under  no  legal  obligation 
to  give  a  reference  in  respect  of  a  former 
employee  and  you  are  within  your  rights 
in  saying  absolutely  nothing.  If  you  do 
give  a  reference,  however,  you  should 
remember  that  your  employee  may  at 
some  time  take  you  to  a  Tribunal  for 
unfair  dismissal.  It  is  no  good  claiming 
that  you  dismissed  him  for  misconduct 
if  he  has  obtained  a  copy  of  a  kindly 
reference  that  you  have  written  for  him 
which  says  that  you  were  satisfied  with 
his  work  and  were  giving  him  notice,  say, 
merely  on  the  grounds  of  "economic  re- 
organisation." 

Tf  you  give  a  reference  for  a  business 
acquaintance  it  is  no  use  saying  to  a 
supplier  that  your  acquaintance  is  credit- 
worthy if  it  can  be  shown  that  you  knew 
he  had  defaulted  on  a  number  of  bills. 
You  could  then  be  liable  to  compensate 
the  person  to  whom  you  supplied  the 
reference  if  he  suffers  any  loss  from  the 
person  you  have  recommended. 

Having  said  that,  references  are  to 
some  extent  protected  by  law  in  that 
they  have  what  is  known  as  "qualified 


privilege".  This  means  that  if  you  do 
say  anything  derogatory,  you  cannot  be 
sued  for  libel  if  you  have  given  an 
opinion  in  good  faith. 

In  view  of  all  this,  make  sure  that  in 
any  reference  you  give  for  whatever 
purpose,  your  facts  are  correct  and  that 
any  opinion  you  may  express  is  an 
honest  one.  This  might  lose  you  some 
friends  but  at  least  you  will  be  protected 
as  far  as  the  law  is  concerned. 

Providing  your 
pension 

With  the  new  state  earnings  related  pen- 
sion scheme  in  force  on  April  1  for 
employees  who  have  not  got  a  suitable 
occupation  scheme,  the  self-employed 
(who  are  not  covered  by  the  state 
scheme)  and  others  in  similar  position 
— controlling  directors  and  partners — 
might  want  to  take  advantage  of  the  tax 
concessions  available  to  provide  a  pen- 
sion for  themselves  at  age  60  onwards. 

Although  more  and  more  of  the  self- 
employed  are  taking  up  such  schemes,  it 
is  perhaps  not  realised  what  relief  on 
taxation  is  available  and  what  can  be 
obtained  by  way  of  benefit. 

First,  the  scheme  provides  for  full  tax 
relief  on  any  premiums  paid  up  to  a 
maximum  premium  representing  15  per 
cent  of  your  income  or  £3,000  whichever 
is  the  less.  This  should  provide  a  suffi- 
ciently high  limit  for  most  people. 

The  tax  relief  given  is  at  whatever  rate 
of  tax  you  are  paying  and  unlike  normal 
endowment  insurance  is  not  limited  to  a 
tax  concession  of  only  half  of  the  basic 
rate  of  tax. 

The  pension  benefit  is  paid  in  the  form 
of  an  annuity  commencing  at  the  age  you 
choose  but  you  can  take  a  smaller 
annuity  and  have  some  of  the  benefits  in 
the  form  of  a  lump  sum  payment.  If  you 
die  before  retiring,  provision  can  be  made 
for  return  of  all  the  payments  you  have 
made  to  your  dependents  or  estate  and 
these  payments  will  attract  interest  for 
the  period. 

Most  large  insurance  companies  run 
such  schemes  which  have  to  be  approved 
by  the  Inland  Revenue  and  many  pro- 
vide the  opportunity  for  variable  annual 
payments  so  that  in  good  financial  years 
the  payments  can  be  raised  and  vice 
versa. 

Because  of  the  tax  concessions  avail- 
able, it  is  worthwhile  considering  this 
form  of  saving  which  will  provide  a 
pension  for  you. 


□  The  National  and  Welsh  consumer 
councils  are  looking  at  the  small  claims 
procedure  in  the  county  courts,  voluntary 
small  claim  schemes  and  trade  arbitra- 
tion schemes.  The  NCC  would  like  to 
hear  from  consumers  who  have  had 
experience  of  any  of  these  as  well  as 
from  anyone  who  had  a  dispute  which 
was  not  settled  satisfactorily.  Question- 
naires can  be  obtained  from  Jenny 
Potter,  small  claims  project,  National 
Consumer  Council,  18  Queen  Anne's 
Gate,  London  SW1. 
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Devon  pharmacy  with  a 
100-year-old  front 


by  Esta  Russon 

Pharmacies  were  recently  closing  at  the 
rate  of  one  every  working  day.  In 
Devon  alone,  38  have  closed  during  the 
past  six  years.  Soon  the  private  pharmacy 
will  be  an  unusual  sight  in  all  but  the 
smallest  town  or  large  village.  Progress 
demands  the  streamlined  supermarket 
with  its  self-service  and  cut  prices,  while 
a  few  bastions  of  a  past  life  style  remain 
almost  unchanged. 

John  Henry  Bibbings  opened  his 
pharmacy  in  Queen  Street,  Newton 
Abbot  in  1877.  Some  minor  alterations 
were  effected  on  the  interior  twenty 
years  later  but  the  exterior  is  the  same 
as  it  was  100  years  ago.  Two  tall  curved 
plate-glass  windows  are  surmounted  by 
a  border  of  cut-glass  panes  and  a  pierced 
metal  frieze.  The  heavy  glass  panelled 
door  opens  on  to  the  original  mosaic 
floor  laid  by  Italian  workmen  and  on 
which  stand  the  magnificent  mahogany 
fixtures. 

The  wall  cupboards  are  so  high  that 
step  ladders  are  used  to  reach  the  top 
shelves  and  the  small  drawers  in  a  "run" 
below  are  numerous  enough  to  necessi- 
tate an  index  book  of  their  contents. 
Concave  cupboard  doors  are  framed  in 
heavily  carved  mahogany;  plate-glass 
"piano"  cases  are  still  used  to  display 
perfumes  and  cosmetics.  J.  H.  Bibbings' 
own  brand  of  perfumes  became  quite 
popular  in  those  days,  as  did  his  numer- 
ous formulas  for  cough  medicines,  stom- 
ach mixtures  and  other  remedies,  some 
of  which  are  still  used  today. 

Rows  of  valuable  drug  "rounds" — 
bottles  of  uniform  size  and  shape  bearing 
handsome  gold  and  white  labels — adorn 


the  shelves.  Four  enormous  blue  bottles, 
two  decorated  gold  topped  jars,  a  banjo 
barometer  and  a  wooden  date  holder  are 
among  the  other  interesting  antiques. 

Behind  the  scenes  further  relics  of  the 
pre-tablet  era  still  remain  in  the  family. 
Pill  machines  and  pill  coaters,  suppository 
moulds,  powder  folders  and  a  cachet 
machine,  in  this  pre-packaged  age,  are 
museum  pieces.  A  hundred  years  ago 
John  Henry  Bibbings  most  certainly 
would  have  used  one  or  other  of  them  on 
every  working  day  of  his  life. 


More  hypermarkets 

The  latest  list  of  UK  hypermarkets  and 
superstores  published  by  the  Unit  for 
Retail  Planning  Information  records  118 
hypermarkets  and  superstores  trading  in 
November  1977,  together  with  a  further 
59  which  have  received  planning  permis- 
sion but  are  not  yet  open. 

The  report  is  the  first  to  be  compiled 
using  a  metric  definition  in  which  super- 
stores are  defined  as  single  level,  self 
service  stores  offering  a  wide  range  of 
food  and  non-food  merchandise,  with  at 
least  2,500  square  metres  net  floorspace 
and  supported  by  car  parking.  Stores 
with  5,000  square  metres  or  more  are 
referred  to  as  hypermarkets.  The  list 
gives,  for  each  store,  details  of  net  floor- 
space,  location,  retail  operator,  and  date 
when  opened.  Copies  of  the  fifth  edition 
are  available  (£1.50  to  URPI  sponsors 
and  £2.50  to  non-sponsors)  from  the 
unit  for  retail  planning  information,  229 
King's  Road,  Reading  RG1  4LS. 


Employee  benefits 
improving 

A  survey  by  the  British  Institute  of 
Management  reveals  that  the  range  and 
scope  of  employee  benefits  provided  by 
companies  continue  to  improve  not  only 
for  managers  but  for  all  employees. 

The  main  findings  were:  Future 
changes  to  benefits  are  planned  by  45 
per  cent  of  companies  when  incomes 
policy  permits;  98  per  cent  of  companies 
have  a  pension  scheme  and  in  74  per 
cent  a  scheme  applies  to  all  employees; 
over  three-quarters  make  some  pro- 
visions for  death-in-service  benefits  for 
all  employee  categories;  over  half  pro- 
vide either  personal  cover  or  business 
travel  insurance  for  all  employees;  in 
two-thirds  all  employees  are  entitled  to 
sick  pay;  thei  most  common  basic  annual 
holiday  entitlement  is  20  working  days 
and  over  half  the  companies  also  give 
service-related  holidays,  usually  of  up  to 
five  days,  with  five  years  as  the  most 
common  service  requirement;  a  formal 
paid  compassionate  leave  exists  in  77 
per  cent  of  companies  and  49  per  cent 
allow  it  unpaid;  loan  facilities  are  avail- 
able in  about  half  for  financial  difficul- 
ties, season  tickets  and  cars;  company 
cars  are  provided  by  the  majority  of 
respondents;  medical  facilities  are  pro- 
vided by  two-thirds;  in  78  per  cent  some 
form  of  group  medical  insurance  is  pro- 
vided, but  provisions  vary  considerably 
according  to  employee  category. 

The  six  categories  of  employee 
covered  by  the  survey  are:  Directors, 
senior  management,  middle  manage- 
ment, junior  and  supervisory  manage- 
ment, clerical  and  junior  technical, 
manual.  BIM  Management  Survey  37: 
Employees  Benefits,  is  available  from 
BIM  Publications  Department,  Manage- 
ment House,  Parker  Street,  WC2  at  £10 
to  members  and  £20  to  others. 
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It  means  a  profitable  campaign  for  you. 

First,  because  the  New  Mafu  Range,  by 
Bayer,  is  the  most  advanced  and  compre- 
hensive range  of  household  insecticides  ever 
developed. 

And  second,  because  the  launch 
advertising  expenditure  is  nearly 
twice  as  much  as  was  spent 
advertising  all  brands  in 
1977. 

£250,000  will  be  spent 
on  TY  starting  in  May  with 
£80,000  in  popular  women's 
magazines. 

A  farther  £70,000  will  be  spent  on  below 


the  line  promotions,  including 
tailor-made  point-of-sale 
material,  to  guarantee  the  Mafia 
Range  stands  out. 

So  make  sure  of  your  share 
of  the  profits. 

Send  off  the  coupon  and 
stock  up  now 

NEW  MAFU:  KILLS  ALL  HOUSEHOLD  INSECTS. 


I  would  like  to  be  contacted  immediately  with  farther  information  on 
the  New  Mafu  Range. 

NAME  

COMPANY  

ADDRESS 


To:  Bayer  UK  Limited,  Consumer  Products  Group, 
Burrell  Road,  Haywards  Heath,  West  Sussex,  RH16 1TR 

Telephone:  (0444)  57911.  Mafuisa  registered  trade  mark  of  Bayer.  AG.  ABayer  Product. 


The  biggest  screen  idol 
since  Lassie. 

You  Ve  heard  of  Valentino,  Bogart  and  other  great  stars  of 
the  Silver  Screen. 

But  none  of  them,  no  not  even  Lassie  or  Rin  Tin  Tin,  got 
the  kind  of  coverage  the  young  star  of  the  Andrex  commercials 
is  getting.  He's  on  television  now  and  ^^^^^ 
every  month  of  the  year,  and  makes 
regular  appearances  in  the  national 
press  and  women's  magazines. 

This  little  star  is  keeping 
Andrex  well  ahead,  outselling  its 
nearest  competitor  by  three  to  one. 

That's  showbiz! 


Andrex  is  a  Bowater+Scott  Quality  product. 


(Andrexy 
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Kodak  advertising  and 
deals  programme 


Subsidised  dealer  advertising  and  free 
demonstration  materials  are  among  the 
promotional  plans  for  Kodak  "instant" 
cameras  during  the  next  month.  Full 
details  will  be  given  at  dealer  meetings 
which  will  also  be  told  of  the  advertising 
programme  for  Kodak  Ektra  cameras, 
Kodacolor  400  film  and  "instants". 

The  television  campaign  started  this 
week  on  all  channels  with  two  30-second 
commercials  highlighting  the  advantages 
of  the  handle  feature  of  the  Ektras. 
These  are  followed  in  May  with  a  45- 
second  commercial  which  emphasises  the 
ability  of  the  Ektra  22,  when  combined 
with  Kodacolor  400  to  take  good 
pictures  under  a  variety  of  weather 
conditions.  During  April,  two  commer- 
cials will  feature  Kodak  instant  cameras. 

Press  advertising 

The  commercials  will  be  echoed  in  the 
national  Press  and  Radio  Times  and 
TV  Times  with  whole-page  advertise- 
ments in  colour  and  black-and-white  for 
instant  cameras  and  whole  or  double- 
page  advertisements  for  Ektra  cameras. 
Whole-page  advertisements  designed  to 
inform  the  serious  amateur  will  feature 
regularly  in  the  enthusiasts'  Press. 

An  advertising  allowance  is  available 
to  dealers  who  place  a  minimum  order 
for  Kodak  instant  cameras  and  take 
delivery  between  April  17  and  April  28. 
The  value  of  the  allowance,  which  will 
be  linked  to  size  of  order,  may  only 
be  used  for  Kodak  instant  product 
advertising.  For  those  who  qualify, 
Kodak  will  pay  up  to  50  per  cent  of  the 
total  advertising  cost  (maximum  £95  per 
outlet).  Kodak  will  provide  specific  blocks 
for  this  local  advertising,  which  must 
take  place  between  May  1  and  August  31. 
A  "£l-off"  voucher  and  free  proces- 
sing offer  on  Ektra  cameras  has  already 
been  announced  (C&D,  February  18, 
p240).  The  "instant"  demonstration  offer, 
available  on  orders  for  delivery  April 
17-28,  is  as  follows  (free  film,  flash 
and  picture  folders  per  number  of 
cameras):  — 


Cameras   PR  10  film  Flipflash  Folders 


10 

3 

3 

30 

20 

7 

7 

70 

30 

12 

12 

120 

Sponsoring  bowls 

Kodak  are  also  to  sponsor  a  masters 
bowls  tournaments  in  the  early  summer, 
under  the  auspices  of  the  English 
Bowling  Association.  Invitations  to  take 
part  have  been  accepted  by  eight  of  the 
top  players  in  the  world,  who  will  gather 
in  London  on  May  26  to  begin  a  series 
of  pairs  matches  throughout  the  country 


for  the  EBA  Trophy.  The  Kodak  Masters 
Singles  Tournament  will  be  played  at 
Beach  House  Park,  Worthing  on  June 
9,  10  and  11.  BBC2  Television  will  cover 
the  whole  tournament  for  transmission  as 
eight  programmes  in  the  autumn. 

Kodak  are  also  the  first  commercial 
sponsors  of  a  young  explorer  to  take  part 
in  Operation  Drake,  the  round  the  world 
expedition  to  be  led  by  Lt  Col  John 
Blashford-Snell,  leaving  Britain  this 
autumn  for  a  two  year  voyage.  Kodak 
Ltd,  Station  Road,  Hemel  Hempstead, 
Herts.  HP  11  JU. 


Rollei  replacement 

To  help  the  photographic  dealer  Rollei 
are  now  offering  what  they  feel  is  a 
long-awaited  offer  to  the  trade.  In  the 
event  of  either  a  camera  or  electronic 
flash  gun  proving  faulty,  the  dealer  can, 
should  he  be  sure  the  fault  is  a  genuine 
one  and  not  through  mis-use,  imme- 
diately replace  the  faulty  item  to  his 
customer  with  a  new  one.  Rollei  in  turn, 
on  receipt  of  the  faulty  item,  will  return 
a  new  one  to  the  dealer.  This  clearly 
makes  for  good  customer  relations  and 
does  not  tie  the  dealer  down  with  pro- 
longed paperwork.  Rollei  (UK)  Ltd, 
Denington  Estate,  Wellingborough, 
Northants  NN8  2RG. 


□  The  index  of  retail  prices  for  Feb- 
ruary was  190.6  (January  1974  =  100) 
representing  an  increase  of  0.6  per  cent 
on  January  (189.5)  and  9.5  per  cent  on 
February  1977  (174.1). 


Non-ergotamine 

fiiralfew  is  the 


one  anti-migraine 
specific  you  may 
sell  over  the 
counter 


Sales  (and  prescriptions) 

are  still  rapidly  rising. 

So  check  your  stocks  now. 

Over  half  a  million 
prescriptions  for 
Migraleve  speak  for 
themselves. 


International  Laboratories  Ltd.  Lincoln  Way.  Windmill  Road.  Sunbury-on-Thames.  TW16  7HN. 
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The  taming  of  the  corn 


Corn  remedies  come  and  go  with 
depressing  regularity 

But  1977  saw  the  introduction  of  one 
com  treatment  that  we  believe  proved  itself 
to  be  the  most  effective  of  all  time. 

Newtons  Chiropody  Sponge. 

Com  sufferers  all  over  Britain  joined 
the  millions  in  Europe  who've  found  that 
the  Newtons  Sponge  works. 

And  works  well. 

Now,  after  a  highly  successful  launch, 
were  hotting  up  the  pace. 

Miles  Laboratories 

The  exclusive  sales  representation  for 
the  Newtons  Sponge  is  being  undertaken  by 
Miles  Laboratories,  the  makers  of  Alka  Seltzer 

We Ve  given  our  sponge  a  new,  12  pack 
point-of-sale  dispenser 

And  to  make  absolutely  sure  you  sell 
plenty;  were  doubling  our  advertising  with 
a  big-space  advertising  campaign  in  the 
National  Newspapers. 

Though  at  69p  RSI?  we  hardly  need  to. 

Unconditional  Guarantee 

We  have  literally  hundreds  of  letters 
from  delighted  customers  that  tell  us  how 
well  our  sponge  works.  So  we  at  Newtons  are 
making  an  absolutely  unconditional  money- 
back  guarantee.  Which  means  you  can 
recommend  the  sponge  in  complete 
confidence. 

If  you  sold  Newtons  Chiropody  Sponge 
last  year,  youll  know  it's  not  only  a  fast  mover 

But  a  big  profit  earner,  too. 


Special  Offer 

For  a  limited  period  were  making  a 
special  12  as  irintroductory  offer 

So  order  through  your  Miles  Labora- 
tories Representative  now 

While  it's  cheaper  than  ever 


LABORATORIES 

123  Wandsworth  High  St.,  London  SW18  4JB.  01-870  4248. 


Exclusive  Sales  Representation  By 

oo\5  Miles  Laboratories  Limited 

Consumer  Products  Division 
Stoke  Poges,  Slough,  SL2  4LY 
Tel:  Farnham  Common  2151 
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How  to  beautify  your 
cosmetic  profits 

by  Eric  A.  Jensen,  B  Com,  MPS,  MlnstM,  Fl  PharmM 


Would  your  pharmacy  be  more  profit- 
able without  cosmetics?  Are  cosmetics 
worthwhile  for  the  general  practice 
pharmacist?  Do  we  give  them  a  reason- 
able chance  to  be  profitable?  What  is 
the  basic  problem  or  problems? 

There  are,  I  suggest,  two  reasons  why 
discussion  about  cosmetics  so  often 
seems  to  lead  nowhere.  Firs>t,  we  are 
short  of  hard  facts  about  our  own  indi- 
vidual position  and  are  given  masses  of 
general  information.  Second,  we  lack 
market  knowledge  of  significance  to  our 
special  situation. 

The  solution  is  very  much  in  our  own 
hands.  Here  are  two  steps  you  can  take, 
followed  by  an  idea  for  you  to  consider. 

Information 

Check  the  rate  of  stock  turn,  sales  at 
retail  to  average  stock  held  (at  retail)  or 
sales  at  cost  to  average  stock  at  cost, 
for  each  agency  or  range.  Don't  stop 
there,  but  check  on  each  product  within 
the  group.  Overall  the  stockturn  might 
be  satisfactory,  but  the  good  are  carrying 
the  bad,  and  you  need  detailed  data  if 
you  are  to  act  wisely. 

Even  this  elementary  research  could 
give  a  pointer  that  some  agencies  are 
not  worth  having.  You  are  probably  ex- 
ceptional if  you  hold  no  agency  where 
the  stockturn  is  two  or  less  per  year.  Is 
this  good  enough? 

You  perhaps  believe  that  some  ranges 
are  useful  because  they  possess  a  prestige 
value,  bring  customers  to  you  for  other 
products;  if  so  it  is  crucial  to  assess 
what  is  the  precise  cost  of  such  "advert- 
ising"— for  advertising  it  is  in  effect. 
Rate  of  stockturn  is  closely  linked  with 
return  on  capital,  and  this  is  what  you 
require  to  know  for  each  of  your 
agencies,  and  for  your  cosmetic  depart- 
ment or  section  as  a  whole. 

Unless  you  are  seriously  concerned 
about  your  cosmetics  you  will  not  carry 
out  the  profitability  analysis  I  suggest. 
In  that  case  you  will  not  know  where 
you  stand  and  you  will  not  be  armed 
with  the  facts  you  need  to  negotiate  with 
suppliers  or  to  decide  "finish". 

The  profit  from  your  cosmetic  depart- 
ment you  can  work  out  by  charging  to  it 
the  appropriate  wages  and  salaries, 
properly  apportioned,  and  not  overlook- 
ing your  own  time  correctly  costed.  You 
can  charge  up  cost  of  the  space  occupied, 
rent,  rates,  heating,  etc. 

You  will  be  only  too  aware  of  the 
many  costs  involved  as  soon  as  you  take 
anything  into  stock,  of  the  cost  involved 
even  before  the  goods  arrive — costs  of 
ordering  etc.  And  remember  the 
"hidden"  costs  of  deterioration,  depre- 
ciation, breakages  and  so  on.  Having 
reached  a  profit  figure  you  now  need  to 
decide  what  investment  you  have  in  the 


cosmetic  department.  Stock,  fixtures  and 
fittings,  sales  aids,  you  are  not  likely  to 
forget  in  your  review.  But  don't  forget 
that  if  your  cosmetics  maive  a  contribu- 
tion to  your  total  business  profit,  and 
there  is  a  "pure"  profit  being  made,  then 
part  of  any  goodwill  value  of  your 
business  is  associated  with  the  cosmetics. 
And  any  goodwill  value  is  part  of  what 
you  have  invested  in  your  pharmacy — if 
you  sold  the  pharmacy  you  would  have 
money  for  investment  elsewhere. 

So  part  of  the  capital  invested  in  your 
cosmetics  is  what  the  cosmetics  contri- 
bute to  the  goodwill  value  of  your  phar- 
macy, and  this  contribution  must  be 
added  to  the  stock  and  fixtures,  etc.  You 
might  think  this  is  an  unorthodox  ap- 
proach to  arriving  at  the  investment  you 
have  in  your  cosmetics,  but  the  logic  is 
there.  And,  as  an  aside,  if  this  logic  were 
applied  to  your  NHS  dispensing  remune- 
ration you  would,  justly,  expect  16  per 
cent  of  a  larger  amount  where  your  NHS 
contributes  to  your  profits  and  goodwill. 
Sixteen  per  cent  is  a  ludicrously  low 
return  on  risk  capital. 

You  are  now  informed  about  the  facts 
of  your  cosmetic  investment.  You  can 
now  decide  what  is  worth  handling  and 
what  is  not.  You  know  how  the  cos- 
metics compare  with  your  business  in 
total.  If  you  conclude  that  cosmetics  are 
making  a  fair  return  for  you,  you  can 
turn  your  energies  to  increasing  this,  and 
your  research  will  have  given  you 
pointers. 

Your  whole  department  might  be 
profitable,  but  maybe  two  or  three  agen- 
cies are  carrying  the  others.  Perhaps 
some  pruning  would  make  a  good  situa- 
tion better. 

The  next  step  is  at  core  a  marketing 
based  one.  If  you  are  to  cut  out  certain 
agencies  or  ranges,  what  will  govern 
your  choice? 

Before  you  take  a  final  decision, 
should  you  give  the  doubtful  products  a 
further  chance  to  redeem  themselves? 
Why  not  discuss  your  problem  with  the 
makers?  If  you  can  demonstrate  that  the 
gross  profit  margin  makes  a  satisfactory 
return  on  capital  impossible,  this  return 
having  been  calculated  as  suggested,  you 
are  able,  reasonably,  to  ask  for  more. 
Or  maybe  the  policy  about  the  exchange- 
ability of  stock  that  is  not  moving  should 
be  revised.  You  will  not  lack  points  to 
raise  if  you  have  the  facts. 

The  products,  the  manufacturer,  are 
not  necessarily  to  blame  if  goods  are  un- 
profitable. Is  your  merchandising  all  it 
could  be?  Is  display  and  training  ade- 
quate? Are  you  featuring  too  many 
agencies?  Would  you  do  better  if  you 
had  fewer  but  then  were  able  to  do  the 
retained  ones  in  greater  depth? 

I   suggest   that   customers   prefer  to 


know  that  they  can  rely  on  full  service 
for  a  few  agencies  rather  than  see  a  vast 
array  of  agencies  superficially  serviced. 
Not  every  pharmacy  can  handle  every 
range  fully. 

The  decision  once  taken,  after  you 
have  taken  into  account  your  customers, 
on  whom  the  success  of  your  policies 
hinge,  you  have  a  sound  base  from 
which  to  grow. 

Marketing 

Step  one  could  be  regarded  as  defensive 
in  that  you  have  been  trying  to  define 
your  situation  and  explore  how  best  you 
can  redeploy  your  resources.  Step  two 
can  be  much  more  exciting,  can  be 
looked  on  as  taking  the  offensive,  getting 
into  the  attack  for  increased  sales  and 
profit. 

If  you  see  cosmetics  as  a  sideline  un- 
worthy of  much  of  your  pharmaceutical 
time  and  effort  you  are  not  likely  to 
profit  much  from  them.  You  are  not 
likely  to  be  reading  this!  But  if  you  study 
the  trends  you  will  recognise  the  oppor- 
tunities for  pharmacy  in  this  highly  com- 
petitive market.  Pharmacists  have  many 
advantages  in  competing,  if  they  are 
ready  to  exploit  them.  An  important 
weapon  you  have  as  pharmacist  cosmetic 
specialist  is  that  pharmacy  is  traditionally 
associated  with  the  handling  of  cos- 
metics. 

Possibly  even  more  decisive  is  the 
pharmacist's  scientific  knowledge  of 
bases,  emulsions,  dispersion,  etc — 
knowledge  which  can  make  him  the 
expert  adviser  on  cosmetic  matters. 
There  is  a  craving  among  the  public  for 
individual  personal  service;  for  many 
people  self-service  is  not  the  ideal. 
Successful  general  practice  pharmacists 
are  already  in  a  special  relationship  with 
their  customers  on  health  topics,  and 
health  and  appearance  are  intimately 
connected. 

There  is  an  association  between  health 
and  cosmetic  products  which  could,  I 
believe,  be  given  more  emphasis.  When 
the  skinfood  is  bought  is  there  not  often 
an  opportunity  to  make  a  companion 
health  sale  in  all  good  conscience?  This 
is  a  kind  of  selling  which  requires  well- 
informed  and  well-trained  staff.  What 
more  suitable  place  than  the  pharmacy 
lor  such  merchandising? 

There  are  other  fields  in  which  phar- 
macists sometimes  fail  to  get  the  rewards 
their  knowledge  couid  bring.  Look  at 
the  health  magazines  and  health  shops 
and  you  will  understand  how  many  of 
the  public  are  in  favour  of  vegetable 
and  herbal  type  cosmetics,  how  many 
seek  hypo-allergenic  products.  Here 
again  the  pharmacy  should  be  the  place 
where  guidance  is  sought  and  available. 
Who  is  as  well  equipped,  scientifically 
and  by  association,  as  the  pharmacist? 

A  key  principle  of  marketing,  as  of 
war,  is  that  you  must  develop  your 
strengths,  fight  on  the  terrain  which  best 
.suits  you.  Too  many  pharmacists  are, 
I  believe,  waging  the  cosmetic  battle  on 
the  ground  which  suits  the  opposition. 

Another  principle  of  marketing  is  that 

Continued  on  p468 
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PROFESSIONAL  NEWS 


Pharmaceutical  Society  of  Ireland 

Contraceptives 
of  conscience 

The  president  of  the  Pharmaceutical 
Society  of  Ireland  has  stressed  that  what- 
ever legislation  emerges  on  the  sale  of 
family  planning  aids  and  contraceptives, 
no  pharmacist  will  be  asked  to  act  against 
his  conscience.  At  the  March  meeting  of 
Council  the  registrar  and  secretary,  Mr 
M.  J.  Cahill,  had  reported  on  a  meeting 
on  March  2,  between  the  Department  of 
Health  and  a  deputation  of  represent- 
atives of  the  Society  and  the  Pharma- 
ceutical Union  to  discuss  legislation. 

Mr  R.  J.  Semple  objected  to  any 
deputation  discussing  the  possibility  of 
pharmacists  becoming  involved  in  the  sale 
of  contraceptives.  He  said  that  in  all 
countries  where  such  devices  were  avail- 
able there  had  been  an  inevitable  pro- 
gression to  sterilisation  and  abortion  on 
demand  and  a  marked  decline  in  moral 
standards.  Mr  Hillery  said  that  following 
the  Magee  case  it  was  generally  agreed 
that  a  change  in  the  law  on  contraception 
was  inevitable.  He  too  was  opposed  to 
sterilisation  and  abortion  but  felt  that 
since  family  planning  aids  were  already 
widely  available,  their  distribution  should 
be  controlled  responsibly.  He  asked  all 
concerned  in  the  debate  to  distinguish 
between  public  and  private  morality. 

Miss  T.  Landers,  Dr  P.  B.  Deasy  and 
Miss  B.  Murray  said  that  a  survey  should 
be  carried  out  within  the  profession  to 
assess  opinion  on  the  subject.  Mr  W.  J. 
Butler,  supported  by  Mr  T.  R.  Miller, 
agreed  that  the  deputation  had  kept 
strictly  to  the  brief  given  to  them  by  the 


Cosmetic  profits 

Continued  from  p467 
you  must  let  people  know  what  you  are 
offering.  In  general,  the  competitiveness 
of  pharmacists  is  hampered  by  restric- 
tions on  advertising,  but  you  can  adver- 
tise in  the  cosmetic  field,  as  some  do 
very  successfully,  without  offending  the 
code  of  ethics. 

A  novel  expansion 

The  link  between  dispensing  medicines 
and  dispensing  cosmetics  is  close.  The 
borderline  between  the  medicinal  and  the 
cosmetic  can  be  difficult  to  define. 

Have  you  thought  of  setting  up  a  cos- 
metics "dispensary"  where  you  could 
prepare  "bespoke"  cosmetic  preparations 
for  your  customers,  or  where  customers 
could  make  up  their  own  preparations 
from  your  ingredients  and  using  your 
equipment?  Or  if  you  could  not  envisage 
customers  manufacturing  on  your  pre- 
mises you  couTd  sell  them  the  equip- 
ment and  the  ingredients. 

This  is  not  a  venture  to  be  lightly 
started.  You  and  your  staff  might  want 
to  take  a  specialist  course  in  cosmetology 


a  matter 


Council  and  said  that  no  referendum  was 
necessary,  at  least  not  at  this  stage. 

Mr  S.  J.  O'Neill  said  he  had  attended  a 
meeting  of  the  employees'  section  of  the 
Pharmaceutical  Union  where  the  matter 
had  been  discussed  and  the  majority  of 
the  ladies  present  had  objected  to  selling 
these  devices.  The  overall  view  had  been 
that  it  was  the  sole  responsibility  of  the 
Dail  (Parliament)  to  bring  in  whatever 
legislation  was  needed.  He,  personally, 
favoured  the  holding  of  a  referendum. 

The  Law  Committee  recommended  that 
pharmacists  should  be  warned  again  that 
the  Animal  Remedies  (Control  of  Chlor- 
amphenicol) Regulations  1974  must  be 
strictly  observed.  These  Regulations  pro- 
hibit, except  on  the  prescription  of  a 
registered  veterinary  surgeon  or  under 
special  licence,  the  sale  of  chlorampheni- 
col or  its  salts  or  derivatives  or  any  pre- 
paration containing  such  substances  in 
powder,  injection  or  aerosol  spray  form. 

The  president  referring  to  complaints 
that  some  members  had  sold  out-of-date 
vitamin  preparations,  urged  all  pharma- 
cists to  monitor  regularly  their  stocks  of 
short-dated  products.  It  was  agreed  that 
an  approach  should  be  made  to  the 
Department  of  Health  to  see  if  the  dia- 
morphine  supply  situation  could  be 
improved.  Doctors  were  anxious  to  pres- 
cribe the  drug  in  cases  of  severe  pain 
associated  with  terminal  cancer  but  it 
seemed  that  the  licensed  movement  of 
heroin  was  severely  restricted. 

The  president  said  he  believed  the 


and  perfumery  before  launching  the 
scheme.  Clearly  the  idea  would  not  be 
applicable  to  every  pharmacy,  but  I 
think  there  are  good  prospects  given  the 
right  type  of  clientele  and  facilities. 

One  salient  point  is  that  customers 
would  probably  be  ready  to,  indeed 
anxious  to,  use  a  part  of  your  premises 
which  is  not  suitable  for  normal  busi- 
ness. An  upstairs  room,  a  disused  stock- 
room, a  stock-room  only  half-used  and 
disposable,  could  be  brought  back  into 
profitable  use. 

I  do  not  know  of  any  pharmacy  where 
this  idea  has  become  a  practicality;  I 
would  be  intrigued  to  know  whether 
someone,  somewhere,  can  say  "I've 
done  this  for  years". 

Think  of  customers  linked  to  you 
through  a  cosmetic  formula,  think  of 
customers  able  to  have  the  perfume  and 
the  texture,  and  the  shade,  they  want. 
Think  of  that  dead  space  earning  money. 
Think  of  the  competitive  edge  such  a 
service  would  give  you.  Any  takers?  Re- 
member that  the  innovator  usually 
makes  the  most  profit,  and  that  the  suc- 
cessful innovator  does  his  or  her  home- 
work very,  very  carefully. 


time  was  ripe  to  form  an  Irish  history 
of  pharmacy  group.  The  former  registrar, 
Mr  J.  G.  Coleman,  had  agreed  to  assist 
in  the  formation  of  a  group  and  all 
pharmacists  willing  to  become  involved 
should  contact  him  at  2  St  Thomas's 
Mead,  Mount  Merrion,  co  Dublin. 

Council  decided  to  co-opt  Mr  Michael 
C.  M.  Martin,  MPSI,  as  a  Council 
member  to  fill  the  vacancy  created  by 
the  death  of  Mr  M.  L.  Cashman.  Pro- 
posing Mr  Martin,  the  president  said 
that  he  had  excellent  qualifications  for 
making  a  useful  contribution  to  the  work 
of  the  Council.  A  proprietor  pharmacist, 
Mr  Martin  was  also  an  adviser  to  a 
leading  pharmaceutical  manufacturing 
company  and  had  served  on  a  number  of 
pharmaceutical  organisations. 

The  Minister  for  Health  had  invited 
the  Council  to  nominate  a  representative 
on  the  National  Health  Council  whose 
functions  are  "To  advise  the  Minister  on 
such  general  matters  affecting  or  inciden- 
tal to  the  health  of  the  people  as  may  be 
referred  to  them  by  the  Minister,  and  on 
such  other  general  matters  (other  than 
conditions  of  employment  of  officers  and 
servants  and  the  amount  or  payment  of 
grants  or  allowances)  relating  to  the 
operation  of  the  health  services  as  they 
think  fit."  It  was  decided  to  re-nominate 
Mr  Sean  Hillery.  It  was  also  decided  to 
nominate  Mr  J.  P.  O'Donnell  as  Ireland's 
representative  on  the  FIP  council  meet- 
ing to  be  held  in  September  at  Cannes 
and  Mr  Walsh,  Mr  O'Donnell  and  Pro- 
fessor R.  F.  Timoney  as  delegates  to  the 
General  Assembly. 

Mr  Cahill,  the  registrar  and  secretary, 
reported  with  regret  the  death  of  Thomas 
J.  Brosnan,  MPSI,  Daisy  Jameson, 
MPSI,  Thomas  Leo,  MPSI,  John 
McGlynn,  MPSI,  Cyril  J.  Staunton, 
MPSI  and  Joseph  A.  Browne,  Asst. 

Register  changes 

The  following  changes  have  been  made  to  the 
Pharmaceutical  Society  of  Ireland  Registers. 

Marriage  certificates  having  been  submitted,  the 
following  names  were  changed  in  the  Registers: — 
Mrs  T.  O'Connell  (nee  Murnane),  MPSI,  Mrs  M. 
M.  Cullinane  (nee  Fanning),  Asst,  Mrs  S.  Feeney 
(nee  Meehan),  Asst,  Mrs.  M.  B.  O'Brien  (nee 
Quinlan),  Asst,  Mrs  M.  B.  O'Leary  (nee  O'Malley), 
Asst,  Mrs  P.  M.  Murphy  (nee  Walsh),  Asst,  Mrs  M. 
O'Shea  (nee  Murray),  Asst,  Mrs  K.  Kerin  (nee 
McLaughlin),  Asst. 

The  following  addresses  were  changed  in  the 
Registers: —  Mrs  T.  O'Connell,  MPSI,  to  16  Broad- 
ford  Lawn,  Ballinteer,  Dublin  14;  Miss  A.  M. 
Cogan,  MPSI,  to  5  Main  Street,  Duleek,  Co  Meath; 
Miss  M.  P.  Mackesy,  MPSI,  to  Main  Street,  Carrig- 
aline,  Co  Cork;  Mr  R.  Hofler,  MPSI,  to  26  North- 
umberland Avenue,  Dun  Laoghaire,  Co  Dublin;  Mrs 
M.  Dowling,  Asst,  to  10  Auburn  Heights,  Athlone,  Co 
Westmeath;  Mrs  P.  Moriarty,  Asst,  to  121  Stillorgan 
Wood,  Stillorgan,  Co  Dublin;  Mrs  M.  Cullinane, 
Asst,  to  3  Hillview  Phase  2,  Kilmoney  Road,  Carrig- 
aline,  Co  Cork;  Mrs  S.  Feeney,  Asst,  to  13  Stillorgan 
Wood,  Blackrock,  Co  Dublin;  Mrs  O'Brien,  Asst, 
to  Springwell,  Kenmare,  Co  Kerry;  Mrs  M.  O'Leary. 
Asst,  to  Carrabawn,  108  Coolamber  Park,  Temple- 
ogue,  Dublin  14;  Mrs  P.  Murphy,  Asst..  to  Redgate, 
Sidney  Park,  Cork;  Mrs  M.  O'Shea,  Asst,  to  22 
Tynan  Close.  Old  Bawn,  Tallaght,  Co  Dublin. 

The  following  was  restored  to  the  Register  of 
Pharmaceutical  Assistants: —  Mrs  C.  Mary  Bacik 
(nee  Murphy),  Asst. 

The  following  were  elected  as  members  of  the 
Society: —  C.  Bowler,  I.  Burke.  C.  Butler,  M.  E. 
Carolan,  A.  M.  Cogan,  T.  G.  Condon,  A.  Flury,  J.  D. 
Freeman,  W.  M.  Hanlon,  G.  I.  Hickey,  M.  P.  Leader, 
K.  B.  Leamy,  W.  McEniff,  D.  M.  O'Leary,  M.  A. 
O'Reilly,  M.  Reidy,  E.  J.  Slemon,  D.  Toomey, 
B.  Walsh,  M.  B.  Waters. 

The  following  were  nominated  for  membership  of 
the  Society: —  D.  B.  McCarthy,  71  Leopardstown 
Avenue,  Blackrock,  Co  Dublin;  M.  P.  Mackesy, 
Menloe  House,  Blackrock,  Cork. 


468    Chemist  &  Druggist 


25  March  1978 


A  First  Class  New 
Dental  Ross. 


"Oral-B"  is  second  to  none  in  the  fight  for 
better  oral  hygiene. 

Here  we  are  proud  to  display  our  new 
Unwaxed  Dental  Floss  pack. 

Even  correct  regular  brushing  cannot  clean 
thoroughly  stubborn  food  particles  and 
plaque  from  between  the  teeth.  The  fibres  of 
our  new  Unwaxed  Dental  Floss  spreads  and 
flattens  to  clean  these  awkward  areas. 


The  improved  package  is  easier  to  handle 
and  holds  a  full  45  metres  of  floss. 


UNWAXED 


Is  there  really  any  competition? 

Judge  for  yourself. 


better  oral  hygiene  with 


Oral-B 


Oral-B  Division, 

Knox  Laboratories  Limited,  Aylesbury,  Bucks. 
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IF  YOU  GET  BACKACHE 
RE-STOCKING  YOUR  SHELVES 

WITH  LLOYD'S  CREAM. 
YOU'LL  KNOW  WHAT  TO  U§E. 


You'll  be  fee  ling  the  effect  of  Lloyds  Cream  more  than 
anyone  this  year 

For  a  start  there's  a  brand  new  press  advertising 
campaign  aimed  specifically  at  active  sportsmen  as  well 
as  the  older  user 

You'll  find  also  that  Lloyds  Cream  now  has  distinctively 
new  packaging  and,  as  it's  now  on  the  General  Sales  List, 
you  can  put  it  on  open  display  for  the  first  time. 

There  are  also  other  changes. 

Lloyd's  Cream  has  been  reformulated  with  an  analgesic 
so  that  your  customers  will  find  it  an  even  more  effective 
treatment  for  muscular  aches  and  pains. 

And  there  is  a  new  60g  tube,  as  well   "i"""""*  } 
as  the  exi sti  ng  30g  tu  be  and  1 0Og  jar 

It's  still  odourless,  doesn'ttingle  or 
redden  the  skin.  /  CfOytf's™^ 

Which  is  just  as  well       ,  (  CrSQfJ] 
should  you  end  up  usingajar 
or  two  yourself  ^QYD'S  CREAM 

Made  in  Britain  by  Reckitt&  Colman  Pharmaceutical  Division,  Hull.     *Diethyiam,ne salicylate. 
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2")  museum  acnes  and* 


LETTERS 


Contractors'  need 
for  a  leader 

I  am  delighted  to  see  that  Xrayser  has 
returned  to  the  subject  of  leadership,  and 
spelled  out  his  thoughts  in  greater  detail 
(C&D,  March  11),  for  I  believe  he  might 
have  been  misunderstood  the  first  time. 
This  was  evident  at  ia  meeting  in  Canter- 
bury on  March  7  addressed  by  Mr  Alan 
Smith;  there,  the  proposal  was  referred  to 
by  a  member  of  the  audience,  briefly  dis- 
cussed, and  dismissed  as  irrelevant.  It  was 
argued,  quite  correctly  in  my  view,  that 
we  already  have  a  full-time  salaried  nego- 
tiator in  the  person  of  the  chief  executive 
of  the  PSNC,  and  that  it  would  not  help 
to  bring  in  from  outside  a  "negotiator" 
with  trade  union  experience.  This  was  not 
how  I  had  understood  Xrayser's  remarks 
and  I  am  glad  to  see  it  was  not  what  he 
intended. 

I  feel  confident  that  we  could  not  hope 
to  be  better  served  than  we  are  by  the 
existing  salaried  officers  of  the  PSNC — 
the  chief  executive  and  his  supporting 
staff.  But  we  still  need  a  chairman  who 
must  be,  I  believe,  a  practising  pharma- 
cist, preferably  one  with  a  real  stake  in 
his  own  business.  The  load  thrust  upon 
his  shoulders  becomes  intolerable  unless 
he  is  provided  with  the  necessary 
financial  aid  to  employ  a  manager  of  top 
calibre.  Only  then  can  he  reasonably  be 
expected  to  devote  the  bulk  of  his  time 
and  energy  to  the  affairs  of  the  PSNC, 
and  yet  be  in  a  position  to  keep  a  finger 
on  the  pulse  of  his  own  business.  (I 
would  imagine  that  it  is  very  useful  for 
him  to  have  immediate  access  to  all  the 
facts  and  figures  relating  to  one  phar- 
macy— his  own). 

Broad  shoulders 

As  I  see  it,  the  chairman  is  required 
to  accept  responsibility  for  carrying  out 
the  decisions  of  the  committee,  to  act  as 
spokesman  for  the  profession  in  negotia- 
tions with  the  DHSS,  and  in  relations 
jwith  Parliament,  the  media  and  the 
public.  He  is  also  the  principal  spokes- 
man for  the  committee  in  reporting  back 
to  the  profession.  He  is  expected  to 
provide  leadership  at  all  levels,  to 
shoulder  the  blame  when  things  don't  go 
,well,  and  to  face  the  brickbats  which 
inevitably  come  flying  his  way.  He  needs 
road  shoulders  and  a  stout  heart.  It 
may  have  been  feasible — though  difficult 
—in  the  past  to  cope  with  these  duties 
on  a  part-time  basis.  In  our  present 
complicated  crisis  the  task  has,  I  believe, 
become  impossible. 

The  time  has  surely  come  for  us  to  do 
something  about  it,  whoever  the  chair- 
man might  be.  Could  we,  I  wonder, 
achieve  the  measure  of  unity  needed  to 
raise  the  required  finance  by  voluntary 
contributions  from  all  contractors?  If 
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we  could,  the  effects  might  be  quite  elec- 
trifying in  terms  of  renewed  faith  in 
ourselves  and  restored  self  confidence.  I 
shall  be  most  interested  to  see  the 
response  to  Xrayer's  latest  reflections. 

I  am  encouraged  to  write  this  letter 
by  the  hope  that  I  might,  just  possibly, 
contribute  a  helpful  thought  or  two. 
Perhaps  I  should  add  that  I  have  never 
met  the  present  chairman  or  any  of  his 
predecessors.  My  impressions  have  been 
derived  entirely  from  reading  the  phar- 
maceutical Press. 
G.  L.  La  Frenais 
Folkestone,  Kent 

Use  of  titles 

So  Council  accepts  the  Ethics  Com- 
mittee's recommendation  that  a  com- 
plaint be  made  concerning  Unichem's 
poster  and  competition  in  1977. 

Doubtless  emboldened  by  the  Boots 
Diary  action  in  which  that  company  was 
reprimanded  for  advertising  professional 
services,  Council  are  now  "agreed"  to 
this  action  against  Unichem  for  directing 
the  public  to  the  chemist  for  purchase 
of  toiletries  (all  included  in  the  Society's 
Report  on  the  General  Practice  of 
Pharmacy).  Not  only  Unichem  but 
Numark  wholesalers,  Sangers,  Vestric, 
the  company  and  Co-operative  chemists, 
are  equally  concerned  to  direct  the 
shopping  public  to  premises  where  a 
pharmacist  is  in  charge.  All  these  whole- 
salers have  schemes  to  maintain  the 
viability  of  the  chemist  shop  which  also 
provide  professional  services  in  dispen- 
sing and  recommending  medicines. 
Unichem  especially  is  organised  to  main- 
tain the  viability  of  its  members  in 
localities  of  low  population  where 
dispensing  and  recommendation  of 
medicines  alone  can  never  afford  a 
living. 

We  are  told  in  the  Council  report 
that  Mr  C.  C.  B.  Stevens  asked  for  his 
dissent  to  be  recorded.  Otherwise  Council 
"agreed".  On  the  last  occasion  when  this 
matter  of  titles  arose,  the  president's 
casting  vote  was  needed  to  secure  the 
veto  on  the  title  "chemist"  in  adver- 
tising. What  has  happened  since  to  the 
other  dissentients?  Have  they  been  brain- 
washed in  the  last  few  months? 

We  cannot  implement  the  Society's 
aims  of  primary  health  care  because  the 
surrounding  village  populations  get  their 
diagnosis,  medicines  and  some  advice 
direct  from  the  doctor  or  his  "dispenser". 
Their  shampoos,  plasters,  aspirins  and 
corn  solvents  are  available  from  any 
village  store  daily  and  the  city  marts 
on  market  days.  We  could  encourage 
some  shoppers  into  the  ambit  of  phar- 
maceutical advice  by  advertising  our- 
selves as  chemists:  premises  where 
toiletries  are  sold  and  where  a  pharmacist 
is  available. 

I  am  a  Unichem  shareholder  and  a 
Numark  member.  If  any  of  the  adver- 
tising to  which  I  subscribe  "brushes  off" 
to  my  Apocaire  or  Boots  confreres  then 
I  am  content  that  the  shopper  will  be  in 
the  area  of  a  pharmacist.  Conversely  I 
see  a  few  unfamiliar  faces  directed  to  my 


isolated  premises  by  other  peoples' 
publicity.  The  modified  use  of  restricted 
titles  in  advertising  is  vital  to  the  sur- 
vival of  all  pharmacists  in  general 
practice,  whether  company  managers  or 
self-employed. 

I  suggest  that  all  members  of  Council 
who  support  this  maxim  identify  them- 
selves in  a  statement  to  the  pharma- 
ceutical Press.  As  a  further  measure  I 
urge  all  pharmacists  in  general  practice 
who  support  the  use  of  the  title 
"chemist"  as  a  description  of  our  trading 
and  professional  activities  to  write  to 
their  wholesalers  supporting  their  promo- 
tional policies,  at  the  same  time  sending 
carbon  copies  each  to  the  Society  and 
National  Pharmaceutical  Association. 

Finally,  Mr  Charles  Stevens,  the  only 
Council  member  with  the  conviction  to 
record  his  dissent,  is  equally  a  lawyer 
and  a  pharmacist.  He  will  remember  the 
Dickson  case  in  which  he  voted,  as  1 
did,  against  an  appeal  to  the  Law  Lords. 
The  total  costs  which  the  Society  had  to 
bear  were  in  the  order  of  £60,000.  If  a 
similar  situation  arises  and  my  future 
retention  fees  are  dissipated  in  costs 
against  the  Society  as  a  result  of  unneces- 
sary litigation  I  shall  propose  a  member's 
motion  to  the  effect  that  the  Society's 
members  revoke  the  Charter  and  a  gov- 
ernment pharmacy  board  be  constituted 
to  take  over  its  function. 
Keith  Jenkins 
Kings  Lynn,  Norfolk 

Black  triangles 

I  have  never  felt  very  amicably  disposed 
towards  those  people  who  came  to  this 
country  many  years  ago  from  the  other 
side  of  the  world,  took  a  batch  of  per- 
fectly ordinary  aspirin  tablets,  tarted 
them  up  in  pretty  packets  and  distributed 
them  to  the  public  at  large  through  every 
possible  outlet,  newsagents  included  (even 
treating  them  to  a  free  patent  medicine 
licence  which  was  necessary  at  the  time), 
and  had  them  retailed  at  about  ten  times 
their  true  market  value.  I  wonder,  is  that 
why  I  find  those  little  black  triangles 
which  have  suddenly  appeared  on  your 
penultimate  page  repetition  ad  nauseam? 
!N.  Buckley 
London  SW11 


This  unhelpful  prescription  was  received 
by  a  subscriber  in  North  London. 
Unguentum  Merck  was  intended 
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COMPANY  NEWS 

Major  improvement 
in  Smith  &  Nephew 
health  products 

Sales  of  Smith  &  Nephew  Associated 
Companies  Ltd  in  1977  amounted  to 
£163.  lm,  equivalent  to  £168. 3m  at  1976 
rates  of  exchange,  an  increase  of  16 
per  cent  over  1976  sales.  The  pre-tax 
profit  was  £17.3m,  which  was  an  increase 
of  23  per  cent. 

The  company  states  that  the  increase 
in  exports  and  in  sales  by  the  UK  com- 
panies in  the  group  was  particularly 
good.  After  a  major  improvement  in 
medical  and  health  care  products  and  a 
substantial  recovery  in  plastics,  the 
increase  in  profitability  was  broadly 
spread  throughout  the  group's  products. 

Subject  to  unforeseen  circumstances, 
1978  is  expected  to  be  another-  year  of 
growth.  The  pre-tax  profit  for  the  first 
quarter  of  1978  will  be  about  20  per 
cent  higher  than  for  the  same  period  last 
year,  says  the  company. 

Booker  McConnell 
show  profit 
increase  of  67pc 

Pre-tax  profit  of  Booker  McConnell  Ltd 
in  1977  was  £24. 9m  compared  with 
£14.9m  in  1976,  an  increase  of  67  per 
cent.  The  external  turnover  was  £523m, 
a  rise  of  47  per  cent,  and  exports 
amounted  to  £59m. 

The  chairman,  Sir  George  Bishop,  says 
that  all  the  operating  divisions  (which 
include  Booker  Pharmaceuticals  Ltd, 
trading  as  Kingswood  Chemists,  E.  E. 
Russell  (Chemists)  and  Rusco  Pharma- 
ceuticals) produced  excellent  results 
during  the  year.  The  principal  UK  divi- 
sions earned  82  per  cent  of  the  total 
after-tax  profit. 

Pointing  out  that  the  company  had 
achieved  a  compound  rate  of  growth  of 
22  per  cent  in  earnings  per  share  since 
1970,  the  chairman  says  that  this  con- 
sistent performance  "enables  us  to  face 
1978  with  confidence  in  continuing 
growth". 

BAT  Cosmetics  back 
to  upward  trend 

In  his  speech  at  the  annual  meeting  of 
BAT  Industries  Ltd  on  March  16,  the 
chairman,  Mr  Peter  Macadam,  said  the 
year  under  review  had  been  a  period  of 
solid  growth.  In  the  face  of  a  depressed 
world  economic  outlook,  however,  it  was 
difficult  to  predict  the  outcome  of  the 
current  year. 

Nevertheless  it  was  anticipated  that  all 
four  divisions  of  the  company  would 
maintain  or  increase  their  pre-tax  profit. 
The  cosmetics  division  had  increased 
sales   in    1977,   but   not    profit  which 


dropped  from  £5m  to  £3m.  The  long- 
term  policy  of  this  division  was  aimed  at 
consolidation  and  growth  of  market 
share,  and  the  chairman  reported  that 
the  difficulties  of  the  past  year  had  been 
overcome  and  the  profit  was  returning 
to  its  previous  pattern  of  growth.  (Com- 
pany results,  C&D,  February  4,  pi 64.) 

Kodak's  record  sales 

"Total  sales  of  goods  and  services  hit 
new  records  both  in  the  UK  and  over- 
seas, and  our  overall  profit  margins  were 
maintained,'"  says  Mr  J.  Moorfoot, 
chairman  and  managing  director  of 
Kodak  Ltd.  Sales  by  the  company  and 
its  subsidiaries  reached  £224m,  an  in- 
crease of  22.6  per  cent  over  1976. 
Exports  from  the  UK  were  up  by  29.7 
per  cent  to  a  record  £83. 4m. 

Earnings  before  tax  rose  by  21.8  per 
cent  to  £34. 7m.  Mr  Moorfoot  described 
as  "creditable"  the  1977  performance, 
"especially  as  it  was  achieved  in  a  year 
when  trading  conditions  continued  to  be 
less  than  favourable". 

Beatson  Clark  profit 
rises  33pc  in  1977 

Turnover  of  Beatson,  Clark  &  Co  Ltd 
in  the  UK  in  1977  was  £13. 4m,  com- 
pared with  £10.9m  in  the  preceding  53 
weeks,  and  exports  amounted  to  £4.3m, 
compared  with  £3. 6m.  Pre-tax  profit  was 
up  33  per  cent  at  £2. 3m,  a  record  for 
the  company. 

About  20  per  cent  of  the  increased 
profit  was  accounted  for  by  a  price  rise 
of  10  per  cent,  and  there  was  also  a 
slight  growth  in  the  volume  of  sales. 
Demand  for  glass  containers  was  high 
throughout  the  year  and  the  company 
had  to  supplement  its  own  production 
with  imports.  A  £2. 5m  reconstruction 
programme  is  in  progress  at  the  Rother- 
ham  factory  and  will  increase  capacity 
by  15  per  cent  when  it  comes  into  ope- 
ration in  October.  An  increase  in  output 
between  3  and  4  per  cent  is  expected 
this  year. 

IFF  to  open  two 
plants  in  Eire 

International  Flavours  and  Fragrances,  a 
New  York-based  company,  are  to  open 
two  plants  at  Drogheda,  north  of  Dublin 
in  the  Republic  of  Ireland.  The  £14m 
project  will  create  400  new  jobs.  The  first 
phase  will  be  the  manufacture  of  com- 
pound fragrances. 

Production  is  expected  to  begin  next 
autumn  in  a  40,000  sq  ft  factory  pro- 
vided by  Ireland's  Industrial  Develop- 
ment Authority,  who  are  also  supporting 
the  project  with  cash  grants  and  contri- 
butions to  equipment  and  training  costs. 
The  first  factory  will  eventually  be  ex- 
panded to  100,000  sq  ft.  The  second 
factory  is  scheduled  to  start  up  in  the 
early  1980s,  and  will  produce  synthetic 
perfumery  ingredients. 

Most  of  the  output  of  both  plants  will 


be  exported,  mainly  to  European  markets 
and  to  Canada.  IFF  will  therefore  quali- 
fy for  substantial  exemption  from  tax, 
freedom  until  1990  from  tax  on  export- 
generated  profits  being  among  IDA's  in- 
centives to  new  industry. 

Meyer  &  Myer 
plan  expansion 

New  ordinary  shares  have  been  issued 
by  Meyer  &  Myer  Ltd  to  increase  the 
paid-up  capital  and  finance  expansion  of 
the  business. Turnover  of  the  group  has 
more  than  doubled  in  the  past  two 
years. 

The  extra  investment  was  negotiated 
by  Small  Business  Capital  Fund  on  be- 
half of  the  Co-operative  Insurance 
Society  Ltd,  who  will  now  hold  a  one- 
third  share  of  the  equity  in  the  expanded 
Meyer  &  Myer  Ltd.  Mr  Neil  Falkner 
of  SBCF  has  joined  the  M&M  board  as 
a  non-executive  director. 

Year  of  progress  by 
Discount  for  Beauty 

1977  was  another  year  of  exceptional 
progress,  according  to  Mr  Ivan  Lester, 
BPharm,  MPS,  managing  director  of  the 
Discount  for  Beauty  Ltd  chemists  and 
cosmetics  chain.  The  number  of  stores  in 
the  group  had  increased  to  27  and  a 
considerable  number  of  new  stores  were 
planned  to  be  opened  this  year. 

Sales  in  1977  had  approached  £5m  and 
it  was  expected  that/  sales  in  the  next 
financial  year  would  exceed  £7m.  A 
major  event  during  the  year  was  the 
acquisition  of  the  company  by  Foster 
Brothers  Clothing  Co  Ltd  (C&D, 
August  13,  1977,  p226). 

Wilkinson  to  take 
over  True  Temper 

The  shareholders  of  Wilkinson  Match 
Ltd  have  agreed  to  the  acquisition  of 
True  Temper  from  Allegheny  Ludlum 
Industries  of  Pittsburgh  (C&D,  February 
18,  p247).  The  deal  will  give  Allegheny 
a  44.4  per  cen^t  holding  in  Wilkinson 
Match.  The  shareholders'  decision  was 
by  a  large  majority,  even  though  neither 
Allegheny  nor  Swedish  Match  voted  in 
respect  of  their  existing  holdings. 

True  Temper  are  manufacturers  of 
garden  tools.  Mr  Denys  Randolph, 
chairman  of  Wilkinson  Match,  said  that 
the  acquisition  of  True  Temper  was  a 
timely  opportunity  to  obtain  assets  in 
North  America  and  to  establish  a  base 
in  the  country  which  was  the  world's 
largest  market  for  Wilkinson's  products. 

Kidney  membranes 
to  be  made  in  Ireland 

Amicon  Corporation,  a  Massachusetts- 
based  company  that  makes  filtration 
equipment  for  medical  research,  are  to 
manufacture  artificial  kidney  membranes 

Continued  on  p475 
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HAS  BEEN  A  HOUSEHOLD  STANDBY  FOR  130  YEARS 
FOR  CUTS  AND  GRAZES,  PILES  AND  BOILS. 
Can  you  still  get  it?  YES! 

The  majority  of  our  sales  come  from  the  North- 
.  West  and  London,  so  maybe  if  you're  outside  a 
^       these  areas  you  are  missing  out  ^dm 


We've  completely  reorganised  and  have  three  new  products,  two  Drug  Tariff 
dressings,  PARATULLE  and  LIONET  and  NATUDERM,  a  high  margin  (when  OTC)  skin 

film  replacement  cream  for  dry  skin. 
Order  from  your  wholesaler  today 


Trade 
Ex  VAT 

VAT  on 
Trade 

Retail 
Inc.  VAT 

BURGESS  LION  OINTMENT* 

40gm 

£3.75  doz. 

£0.30 

£0.45  each 

for  piles,  cuts,  grazes  &  boils 

90gm 

£5.55  doz. 

£0.44 

£0.66  each 

NATUDERM* 

40gm 

£0.71 

£0.06 

£1.15 

Skin  film  analogue  cream 

450gm 

£3.78 

£0.30 

£6.12 

PARATULLE* 

10: 1 0cm  x  10cm 

£0.60 

£0.05 

£0.97 

Individually  wrapped,  sterile 

10: 1 0cm  x  40cm 

£1.47 

£0.12 

£2.38 

paraffin  gauze  BPC 

+LIONET* 

10:  C 

£2.70 

£0.22 

£0.44  each 

Elastic  net  surgical  tubular 

10:  E 

£4.80 

£0.38 

£0.78  each 

stockinette 

10:  F 

£7.00 

£0.56 

£1.13each 

tOrug  Tariff 

10:  G 

£9.40 

£0.75 

£1.52  each 

For  further  information  please  contact 


CF==f^y  Edwin  Burgess  Limited 

s&£&7  27  Uxbridge  Road,  Hayes,  Middx.  Tel.  01-8488521. 
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From\knbrugh- 
A  new  pension  plan  you  can 
appreciate  in  5  minutes 


If  you're  a  busy 
self-employed  chemist, 
you're  unlikely 
to  have  the  time 
to  absorb  the 
considerable 
complexities  of 
the  hundreds 
of  different 
pension  plans 
currently 
available  to  you. 
However,  the 
decision  you  make  when  choosing  a 
plan  is  obviously  of  considerable 
consequence  to  your  future  financial  well- 
being  and  general  happiness. 

Fortunately,  the  advantages  of  the  new 
Vanbrugh  Flexible  Retirement  Plan  are  such 
that  they  can  be  appreciated  by  a  busy  man 
in  a  few  minutes.  If  you  can  spare  us  that 
much  time,  we're  confident  you'll  be 
convinced  that  this  is  a  plan  which  can  solve 
your  personal  pension  problems. 

Making  the  most  of  a  valuable  opportunity 

Being  self-employed,  you  are  entitled  to 
invest  up  to  15%  of  your  annual  earnings  up  to  a 
limit  of  £3,000  (more  if  you  were  born  before 
1 9 1 6)  in  a  pension  plan  and  qualify  for  full 
tax-relief  on  your  payment. 

Variable  Contributions-from  year  to  year 
The  Vanbrugh  Flexible  Retirement  Plan 
lives  up  to  its  name  in  a  variety  of  important  ways. 
For  a  start  you  can  increase  or  reduce  your 
contributions  from  year  to  year,  according  to  how 
prosperous  you  may  or  may  not  be  at  the  time. 
(You  can  even  miss  a  whole  year,  if  necessary.) 

Choosing  the  investment  that  suits  you 

The  Plan  can  be  linked  to  any  one  of  a 
range  of  Property,  Equity,  Fixed  Interest  and 
Managed  Funds.  Moreover  you  can  subsequently 
switch  from  Fund  to  Fund  according  to  your 
view  of  investment  prospects. 


Guaranteeing  yourself  a  certain  return 

An  alternative  Fund  is  guaranteed  to 
increase  in  value  each  and  every  complete  year. 
This  can  be  chosen  in  combination  with  any  of 
the  other  Funds. 

Knowing  exactly  what  the  costs  are 

The  charging  structure  is  highly  competitive 
and  easy  to  understand.  So  you  know  just  how 
much  you're  paying  us. 

Adapting  your  benefits  to  your  needs 

You  can  use  the  Plan  to  achieve  a  phased 
retirement!  drawing  a  series  of  different  cash  and 
income  benefits  so  as  to  replace  your  earnings 
gradually  over  a  few  years. 

Enjoying  the  Prudential's  investment 
resources 

Vanbrugh  is  a  member  of  the  Prudential 
Group.  So  you  can  expect  the  first-class 
investment  expertise  which  is  the  foundation 
stone  of  every  good  pension  plan. 

Now  think  over  what  we've  told  you 
If  a  few  moments  reflection  leads  you  to 

the  conclusion  that  we've  designed  the  kind  of 

pension  plan  you  need, 

drop  us  a  line  and  we'll 

tell  you  more.  Or  ask  your 

financial  adviser  to  get 

the  details  for  you. 

We're  sure 
that  you  won't 
be  wasting 
your  time. 


W  Vanbrugh 

I  A  member  of  the  Prudential  Group 

Vanbrugh  Pensions  Limited,  41/43  Maddox  Street, 
London  W1R9L A  Tel:  01-499  4923 
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Continued  from  p472 

in  Ireland.  Production  will  start  later  this 
year  in  a  factory  on  Limerick's  Raheen 
industrial  estate,  employing  90. 

The  plant  will  produce  the  company's 
most  recent  product,  the  Diafilter  mem- 
brane unit  used  in  artificial  kidney  treat- 
ment. Construction  of  clean-room  facili- 
ties and  installation  of  production  equip- 
ment will  be  complete  around  September, 
and  manufacture  will  begin  shortly  after- 
wards. Other  membrane  filtration  pro- 
ducts are  likely  to  be  produced  at 
Raheen  in  the  near  future.  The  company 
expects  to  obtain  70  per  cent  of  the  raw 
materials  in  Ireland. 

Briefly 

NCR  (UK)  Ltd  report  a  turnover  of 
£75.6m  in  1977  (£64.4m  in  1976),  of 
which  exports  accounted  for  £22.5m 
(£19.0m).  Consolidated  pre-tax  profit 
was  £3. 8m  (£1.8m). 

J.  Bibby  &  Sons  Ltd  announce  pre-tax 
profits  in  1977  (52  weeks)  of  £6.1m 
compared  to  £4. lm  in  1976  (53  weeks). 
The  company  anticipates  a  further  in- 
crease in  profit  this  year. 
Bonne  Bell  Ltd,  York  House,  Empire 
Way,  Wembley,  Middlesex  HA9  OPA, 
have  gone  into  liquidation  and  are  now 
in  the  hand  of  the  receivers — Newman  & 
Partners,  Lynwood  House,  24  Kilburn 
High  Road,  NW6. 

Henna  (Hair  Health)  Ltd  have  moved 
to  new  premises  at  Classic  House,  174 
Old  Street,  London  EC1V  9BP,  which 
will  house  their  administrative  offices, 
distribution  centre  and  the  International 
Henna  School. 

Dellex-Grosvenor  Ltd  are  transferring 
their  Croydon  branch,  including  the 
sales  office,  to  the  main  factory  at 
Aldershot  on  April  3.  After  that  date 
sales  inquiries  should  be  addressed  to 
North  Lane,  Aldershot,  Hants  GUI  2 
4PX  (telephone  Aldershot  26254). 
E.  Merck  Ltd  are  moving  their  registra- 
tion department  on  March  30  to  Lenten 
House,  Lenten  Street,  Alton,  Hants 
GU34  LTD.  Until  May  1  the  telephone 
number  will  be  Alton  (0420)  85932;  after 
then  the  permanent  number  will  be 
Alton  88717.  Sales  and  other  communi- 
cations should  continue  to  be  addressed 
to  the  company  at  Four  Marks,  Alton 
(telephone  Alton  64011). 
W.  &  T.  Avery  Ltd  have  opened  a  new 
sales  and  service  branch  at  30  Penny- 
bridge  Industrial  Estate,  Larne  Road, 
Ballymena,  co  Antrim  BT42  3HB,  re- 
placing that  in  High  Street  (telephone 
Ballymena  2348).  They  have  opened  a 
sales  and  service  branch  at  220  Glasgow 
Road,  Rutherglen,  Glasgow  G73  1UU 
(telephone  041-647  0086)  to  replace  the 
branch  in  Westmuir  Street  (Parkhead). 
There  is  a  staff  of  eight  under  the  con- 
trol of  the  branch  foreman,  Mr  W. 
Cummings. 


Mr  G.   Palmer-Moore,  Plough   (UK)  Ltd. 


APPOINTMENTS 

Plough  (UK)  Ltd:  Mr  Geoffrey  Palmer- 
Moore  has  joined  as  managing  director. 
For  the  past  six  years  Mr  Palmer-Moore 
has  been  general  manager  of  Bristol- 
Myers'  consumer  division.  Malcolm 
Boddy  has  also  joined  Plough  as  works 
director,  Frank  Milton  as  director  of 
purchasing,  Wendy  Marchand  as  May- 
belline  marketing  manager,  Malcolm 
Hunt  as  inventory  control  manager  and 
Peter  Newall  as  southern  regional 
manager. 

Health   and   Diet   Food   Co   Ltd:  Mr 

Gordon  Amos  has  been  appointed 
general  sales  manager  (UK).  He  was 
previously  southern  divisional  manager 
with  Chefaro  Proprietaries  Ltd. 
Oertling  Ltd:  Mr  Kenneth  M.  Ogden  has 
been  appointed  home  sales  manager;  Mr 
John  A.  Vernon  is  now  southern  regional 
manager,  and  Mr  David  J.  Gane  has  been 
appointed  sales  supervisor. 
Hodag  Chemical  Corporation:  Mr 
Michael  P.  Vassay  has  been  appointed 
international  sales  manager,  and  Mr  John 


F.  Churchill  has  been  appointed  Euro- 
pean sales  manager  based  in  London. 
R.  W.  Unwin  &  Co  Ltd:  Mr  John  Fowles 
has  been  appointed  sales  manager  for  the 
UK  market  with  effect  from  April  3.  He 
was  until  recently  general  manager  of 
chemical  sales  with  Roussel  Laboratories. 
Farley  Health  Products  Ltd:  Mr  Ian 
Smith  is  now  a  junior  sales  representa- 
tive in  the  North  London  territory.  Mr 
Smith  has  been  an  assistant  product 
manager  with  Farley  Health  Products 
since  January,  1977. 

Johnsen  &  Jorgensen  Ltd:  Mr  Peter 
Fallowfield  has  been  appointed  marketing 
manager,  pharmaceutical  products  and 
toiletries.  He  joined  the  company  in  1976, 
following  four  years  as  a  technical  sales 
representative  with  the  associated  comp- 
any West  Pharmarubber  Ltd. 
P.  Leiner  &  Sons  Ltd:  Mr  Dennis 
Freeman  has  been  appointed  to  the  main 
board  with  responsibility  for  all  South 
American  operations.  He  has  been  with 
the  Leiner  group  for  24  years  of  which 
14  have  been  spent  in  Brazil,  and  is 
president  of  Leiner  do  Brasil  based  in 
Sao  Paulo. 

Paterson  Products  Ltd:  Mr  David  Reed 
has  joined  the  company  as  a  technical 
writer  in  the  technical  service  depart- 
ment. He  succeeds  Mr  Stephen  Bayley 
who  was  promoted  at  the  beginning  of 
December,  1977,  to  assistant  export 
manager. 

Syntex  Pharmaceuticals  Ltd:  Mr  Andy 
Hughes  has  been  appointed  personnel 
director  in  succession  to  Mr  Alan  Jarrett 
who  has  become  director  of  organisation 
and  management  for  Syntex  Corporation, 
USA.  Mr  Hughes  was  previously  group 
personnel  manager  of  Mercedes  Benz 
(UK)  Ltd. 

Food  Containers  Ltd,  medical  division: 

Mr  David  Scott  has  been  appointed  sales 
manager,  and  Mr  Paul  Routh  is  now 
sales  supervisor.  Three  new  sales  repre- 
sentatives have  also  been  appointed: 
Mr  David  Potts  for  the  north  of  England 
and  Scotland,  Mr  Eric  Archer  for  south- 
east England  including  London,  and 
Mr  David  Billings  for  the  south-west, 
Wessex  and  south  Wales. 


Disinfectants  in  the  home 


In  the  article  on  "Disinfectants  in  the 
home",  by  Dr  Sally  Bloomfield  (C&D, 


February  11,  pi 91)  some  parts  of  a  table 
were  misaligned.   It  should  have  read: 


Table  1.  Disinfectants  and  cleaning  agents  used  in  the  home 


Product  type 

A.  General  disinfectants 

Liquid  bleaches 


Phenolic  disinfectants 


Disinfectant  agent 

Sodium  hypochlorite 


Black  fluids 
White  fluids 
Chloroxylenols 
Pine  disinfectants 


Proprietary  brands 

Brobat,  Parazone, 
Domestos 

Jeyes  fluid 
Izal  germicide 
Dettol,  Izal  antiseptic 
Lifeguard,  Ibcol,  Sanpic, 
Cleenopine,  Zal  Pine 


6.  Household  cleaning  agents  and  other  disinfectant  products 


Toilet  sanitising  blocks 
Nappy  cleaners 


NaDCC,  none? 
NaDCC,  KHSCL/NaCI, 
perborate 


Aquasan,  Racasan,  Loo  Bloo 
Boots,  Napisan 
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Quiet  trading 

London,  March  22:  Trading  in  all  sec- 
tors was  quiet  during  the  past  week 
with  prices  more  or  less  following  the 
pattern  set  in  the  previous  weeks.  An 
exception  was  noted  in  Brazilian  pep- 
permint oil  the  demand  for  which  fell 
away  after  the  recent  flurry. 

This  also  affected  menthol  which 
lost  10p  kg  in  all  positions.  Some 
North  American  botanicals  continue  to 
go  up  in  price  reflecting  the  short 
supply  position.  Dearer  were  benzoin, 
cascara,  cherry  bark,  hydrastis  and 
witchhazel  leaves.  Among  the  botani- 
cals and  spices  that  eased  were  Cape 
aloes,  some  balsams,  buchu,  gentian 
root,  lemon  peel,  senega,  cinnamon, 
pepper  and  Cochin  ginger.  A  number 
of  pharmaceutical  chemicals  are 
dearer,  the  new  rates  are  given  below. 


Pharmaceutical  chemicals 

Acetarsol:  £12.12  kg   in   50-kg  lots. 
Acetic  acid:  4-ton  lots,  per  metric  ton  delivered — 
glacial   BPC  £274,   99.5  per  cent  £261.50;   80  per 
cent  grade,  pure  £240.50;  technical  £224.50. 
Acetone:  £262  to  £266  metric  ton  as  to  grade  for 
30-drum  lots. 

Adrenaline:    (per    g)    1  -kg    lots    base   £0.25;  acid 

tartrate  £0.20. 

Aloin:  50-kg  lots  £18.05  kg. 

Aluminium  chloride:  Pure  50-kg  lots  £0.9813  kg. 
Ammonium  acetate:  BPC  1949  crystals  £0.7378  kg 
in  50-kg  lots;  strong  solution  BPC  1953  £0.243  kg 
in  200-kg  lots. 

Ammonium  bicarbonate:  BPC  £160.70  metric  ton, 
ex-works,  in  50-kg  bags. 

Ammonium  chloride:  Pure  in  50-kg  lots  £0.2344  kg 

for  powder. 

Ammonium  tartrate:  Commercial  £1.56  kg  in  50-kg 
lots. 

Atropine:  (Per  kg  in.  i-kg  lots)  Alkaloid  £133.70; 
methonitrate  £102,  methylbromide  £124.40,  sulphate 
£94.50. 

Borax:  EP  grades,  2-4  ton  lots  per  metric  ton  in 
paper  bags,  delivered — granular  £222;  powder  £242; 
extra  fine  powder  £253. 

Boric  acid:  EP  grades  per  metric  ton  in  2-4  ton 
lots  for  British  material — granular  £298;  crystals 
£398;  powder  £322. 

Bromides:  Crystals  £  per  metric  Ion.  

Under  50-kg  50-kg  1,000-kg 

Ammonium  1,111  950  891 

Potassium   crystals     1,140  960  918 

Powder  1,043  1,001 

Sodium  1,140  967  924 

Caffeine:  Anhydrous  £4.56  kg  in  100-kg  lots. 
Calamine:  BP  £618  per  1,000-kg  delivered. 
Calcium  carbonate:  BP  light  £135  metric  ton. 
Calcium  chloride:  BP  anhydrous  96/98%   £0.93  kg 
in  50-kg  lots  of  powder;  granular  £0.95;  hexahydrate 
crystals  BP  1968  £0.68. 

Calcium  gluconate:  £1,420  per  metric  ton. 

Calcium  lactate:  100-kg  lots  £1.25  kg. 

Calcium  pantothenate:  £7.29  in  25-kg  lots. 

Cantharadin:  100-kg  lots  £1.30  per  g. 

Carbon  tetrachloride:  BP  5-ton  lots  in  290-kg  drums, 

£253  per  metric  ton. 

Carotene:  Suspension  £30.95  kg;  5-kg  £29.95  kg. 
Chloral  hydrate:  50-kg  lots  £1.43  kg. 
Chloroform:    BP    £423    to    £445    per    metric  ton 
according  to  drum  size.  In  2-litre  bottle  £2.48  each; 
500-ml  bottle  £1.00  each. 

Choline:  (500-kg  lots)  bitartrate  £2.25  kg;  dihy- 
drogen  citrate  £2.40. 

Cinchocaine:  Base  (5-kg  lots)  £73.18  kg;  hydro- 
chloride £69.89. 

Citric  acid:  BP  granular  hydrous  per  metric  ton 
single  deliveries,  hydrous  £739;  anhydrous  £794, 
five-ton  contracts  £735  and  £790  respectively, 
Crystalline  £171.17  and  £170.17  respectively. 
Ephedrine:  (Per  kg  in  50-kg  lots)  hydrochloride 
£16.40;  to  £18  as  to  makes;  sulphate  £18. 
Ergometrine:  (50-g  lots  per  g)  maleate  £7.05; 
tartrate  £4.65. 

Ether:   Anaesthetic:    BP   2-litre   bottle  £2.88  each; 

1-ton  lots  in  drums  from  £1.39  in  18-kg  drums  to 

£1.25  kg  in  130-kg.  Solvent,   BP  from  £940  metric 

ton  in  16-kg  drums  to  £853  in  130-kg. 

Ferric  ammonium  citrate:  BP  £1.45  kg  in  250-kg. 

Ferric  citrate:  £2.75  kg  in  250-kg  lots. 

Ferrous  carbonate:  BPC  1959  saccharated  £1.50  kg 

(50-kg  lots). 

Ferrous  fumarate:  BP  £1.75  kg  in  50-kg  lots. 
Ferrous  gluconate:  £1.860  per  metric  ton. 
Ferrous  succinate:  BP  £4.50  kg  (50-kg  lots). 
Ferrous  sulphate:  BP/EP  small  crystals  £500  metric 
ton;  dried  £500  metric  ton. 


Glycerin:  In  250-kg  returnable  drums  £610  metric 
ton  in  5-ton  lots. 

Kaolin:   BP    natural    £113.35    per    1,000    kg;  light 
£118.45  ex-works  in  minimum  10-ton  lots. 
Magnesium   carbonate:   BP   per   metric   ton — heavy 
£550;   light  £430. 

Magnesium  chloride:  BP  crystals  £0.68  kg  for  50-kg 
lots. 

Magnesium  dihydrogen  phosphate:  Pure  £1.8709  kg 
in  50-kg  lots. 

Magnesium  hydroxide:  (metric  ton)  BPC  light 
£1,190;  28  per  cent  paste  £410. 

Magnesium  oxide:  BP  per  metric  ton,  heavy  £1,350; 
light  £1.190. 

Magnesium  sulphate:   BP   £1 16.70-E124;    metric  ton 
commercial   £103.50-£106;   exsiccated   BP  £237  40 
Magnesium    trisilicate:    £1    kg    (metric   ton  lots); 
£1.20  kg  (500  kg  lots). 

Mercury:  BPC  redistilled  £7.10  kg  in  kg  lots. 
Mercurials:  Per  kg  in  50-kg  lots;  ammoniated  £7.48 
oxide— red    £8.82    and    yellow    £8.54;  perchloride 
£6.14;  subchloride  £7.82,  iodide  £8  10 
Mersalyl:   Acid  £30.50   kg   in   10-kg  lots. 
Methadone    hydrochloride:    Subject    to    Misuse  of 
Methyl  salicylate:  5-ton  lots  £1.26  kg;  1-ton  £1.30. 
Drugs    Regulations,    £1.33    per  5-g. 
Metol:  Photo  grade  per  kg,  50-kg  lots  £6  37. 
Noscapine:  Alkaloid;  £31.85  kg  for  25-kg  lots   £30  kg 
for   100-kg.   Hydrochloride  £35.65  and  £33   kg  for 
similar  quantities. 

Paracetamol:  (Per  kg)  50-ton  contracts  from  £2.94; 
Pholcodine:  1-kg  £538  to  £543  as  to  make-  60-kg 
lots  £493.  Subject  to  Misuse  of  Drugs  Regulations. 
Phthalylsulphathiazole:  50  kg  lots  £3.56  kg. 
Physostigmine:  Salicylate  £1  per  g;  sulphate  £1.28 
in  100-g  lots. 

Potassium  acetate:  BPC  £0.95  kg   (50-kg  lots). 
Potassium   ammonium   tartrate:   £1.47    kg    in  50-kg 
lots. 

Potassium  bitartrate:  £730  per  metric  ton. 
Potassium    citrate:   Granular  £887    per   metric  ton 
powder  £902. 

Potassium   diphosphate:    BPC    1949    in    50-kg  lots, 

granular  £1.8286  kg;  powder  £1,5481. 

Potassium  hydroxide:  Pellets  BP  1963  in  50-kg  lots 

£1.379    kg;    sticks    not    offered;    technical  flakes 

£0.4577. 

Potassium  nitrate:  BP.  £0.89  kg  for  50-kg  drums. 
Potassium  phosphate:  monobasic  BPC  1949  £1.19 
kg  in  50-kg  lots. 

Potassium  sodium  tartrate:  £797  per  metric  ton 
Saccharin:    BP    in   250-kg    lots   £4.93    kg;  Sodium 
£4.25. 

Salicylic  acid:  5-ton  lot  £1.14  kg;  1  ton  £1.16. 
Sodium  acetate:  BP  crystals  £0.81  kg  in  50-kg 
Sodium  acid  phosphate:  BP  crystals  E1.07-E1.14  kq 
for  50-kg  lots. 

Sodium  benzoate:  £0.5459  in  500  kg  lots. 

Sodium  bicarbonate:  BP  £90.54  metric  ton  minimum 

10-ton  lots  delivered  UK. 

Sodium  carbonate:  Anhydrous  £212  per  metric  ton 
Sodium  chloride:  Vacuum-dried  in  10-ton  lots  £26.59 
metric  ton  delivered  London. 

Sodium  citrate:  Granular  £739  metric  ton;  powder 
E754. 

Sodium  fluoride:  in  50-kg  lots  £1.585  kg. 
Sodium  gluconate:  £720  technical  (1,000  kg). 
Sorbitol:  Powder  £500  metric  ton;  syrup  £250. 


Crude  drugs 


Aloes:  Cape  £1,150  ton  spot;  £1,070,  cif.  Curacao 
£10.90,  cif.  easier. 

Balsams:  (kg)  Canada:  easier  at  £10.80  spot;  £10.60, 
cif.  Copaiba:  £2  spot;  no  cif.  Peru:  £6.45  spot;  £6.10 
cif.  Tolu:  £4.80  spot. 

Benzoin:  Block  £136  cwt  spot;  £135  cif. 
Buchu:  Rounds  £1.60  kg  spot;  £1.50,  cif. 
Camphor:  Natural  powder  £5.15  kg  spot;  £5.05,  cif. 
Synthetic   £0.85  spot  and  cif. 
Cardamom:   Alleppy   green   £9   kg.  cif. 
Cascara:  £1,180  metric  ton  spot;  £1,150,  cif. 
Cherry  bark:  spot  £1,220  metric  ton;  £1,190,  cif. 
Cinnamon:   Seychelles   bark  £435   metric   ton  spot; 
£400,  cif.  Ceylon  quills  4  o's  £0.74  lb;  featherings 
£305  metric  ton,  cif. 

Gentian:  Root  £1,300  metric  ton  spot;  £1,270,  cif. 
Ginger:  Cochin  new  crop  £915  metric  ton,  cif. 
Jamaican  nominal.  Nigeria  split  £1,200  spot  nom- 
inal, peeled  £1,400  spot  nominal.  Sierra  Leone 
not  offering. 

Hydrastis:  Spot  £11.20  kg;  forward  £11,  cif. 
Lemon    peel:    Unextracted   £990    metric    ton  spot; 
shipment  £960,  cif. 

Liquorice  root:  Russian  £360  metric  ton  spot;  £345, 
cif,  new  crop  (June).  Block  juice  £147  per  100  kg 
spot;  spray  dried  E1.50-E1.60  kg. 
Menthol:   (kg)   Brazilian  £9  spot  and  cif.  Chinese 
£8.80  duty  paid;  £840,  cif. 

Nutmeg:  (per  ton)  Grenada  80's  £1,600  spot  nomi- 
nal;   unassorted   £1,450;    defectives  £1,190. 
Nux  Vomica:  No  spot;  forward  £250  metric  ton,  cif. 
Pepper:    (ton,    cif)    Sarawak    black    £1,225  spot; 
£1,135,  cif;  white  £1,675  spot;  £1,560  cif. 
Pimento:  Jamaican  £1,040  metric  ton,  cif. 
Podophyllum:     Root     metric     ton,     cif,  nominal. 
Quillaia:  Spot  £1.15  kg;  £0.95,  cif. 
Rhubarb:  Chinese  rounds  60  per  cent  pinky  £4.00 
kg,  cif. 

Saffron:  No  offers. 

Sarsaparilla:  Mexican  £1.62  kg  spot;  £1.55,  cif.;  Jam- 
aican £1.93  spot;  £1.90,  cif.  Chinese  unavailable 
spot  and  forward. 

Seeds:  (metric  ton,  cif).  Anise:  China  star  £870 
spot.  Caraway:  Dutch  £730.  Celery:  Indian  £470. 
Dutch  nominal.  Coriander:  Indian  £330.  Cumin: 
Egyptian  £880.  Turkish  £890.  Iranian  £840.  Dill: 
£220.  Maw:  £400. 

Senega:  Canadian  £13.80  kg  spot;  £13.70,  cif. 
Senna:    (kg)    Alexandria    pods,    hand-picked  offers 
at     form      £2,      upwards;      manufacturing  £0-65. 
Tinnevelly  leaves  No  3,  £0.27;  pods;  faq  £0.27  hand 
picked  £0.40  ex  warehouse. 

Squill:  Italian  new  crop  £600  metric  ton,  spot 
nominal.   Indian  nominal. 

Styrax:  Turkish  natural  £4.10,  kg  spot,  £4,  cif, 
nominal. 

Tonquin  beans:  £3.25  kg  spot;  £3.00,  cif. 


Turmeric:  Madras  finger  £955  ton  afloat. 
Valerian:    Pakistan    root    £1,280    metric    ton  spot; 
£1,250  forward;   European   £2,000;   £1,950  forward. 
Witchhazel  leaves:  Spot  £3.10  kg;  £2.90,  cif. 


Essential  and  expressed  oils 

Almond:  Sweet  in  drum  lots  £1.15  kg  duty  paid. 

Anise:  (kg)  Spot  £14.85;  shipment  £14.85,  cif. 

Bois  de  rose:  Spot  and  shipment  £7,  kg. 

Buchu:  South  African  £120  per  kg   spot;  English 

distilled  £220. 

Cade:  Spanish  £1.25  kg. 

Camphor  white:  £0.90  kg   spot;   £0.87,  cif. 

Caraway:  Imported  £20  kg  spot. 

Cardamom:  English-distilled  £375  kg. 

Cassia:   Shipment   £56    kg,    cif.,    English  distilled 

from  bark  £140. 

Cedarwood:  Chinese  £1.40  kg  spot  and  cif. 

Celery:  English  distilled  £52-£55  kg. 

Cinnamon:  Ceylon  leaf  £2.25  kg,  cif. 

Citronella:  Ceylon  £1.37  kg  spot;  £1.30,  cif;  Chinese 

£1.98  spot;  shipment  £2.18,  cif. 

English-distilled  £47.50. 

Clove:  Madagascar  leaf,  2.08  kg  spot;  £2.10,  cif. 

Coriander:  Russian  about  £20  kg. 

Eucalyptus:  Chinese  £2.05  kg  spot;  £1.95,  cif. 

Fennel:  Spanish  sweet  £10.50  kg  spot. 

Geranium:  Bourbon  £38.70,  kg,  cif.  Chinese  £27,  cif. 

Ginger:  £90  kg  spot. 

Lavender  spike:  £13.50  kg  cif. 

Lemon:  Sicilian  best  grades  about  E14-E15  kg. 

Lemongrass:  Cochin  £5.25  kg  spot;  £4.60.  cif. 

Lime:  West  Indian  £11.75  kg  spot. 

Mandarin:  £15.50  kg  spot. 

Olive:  Spanish  £1,375  per  metric  ton  in  200-kg 
drums  ex-wharf;  Mediterranean  origin  £1,360; 
Tunisian  not  offering. 

Orange:  Florida  £0.65  kg;   Brazilian  £0.50.- 
Origanum:  Spanish  £14.75  kg  spot  for  70  per  cent. 
Palmarosa:  No  spot  offers;  £13.95  kg,  cif. 
Patchouli:    Chinese    £12    kq    spot;    shipment  not 

offering. 

Pennyroyal:  £10.50  per  kg  spot. 
Pepper:  English-distilled  ex-black  £140  kg. 
Piperata,  American  Far-West  from  about  £22,  cif. 
Peppermint:    (kg    Arvensis — Brazilian    £5.75  spot; 
shipment  £5.60,  cif.  Chinese  £5.20  spot,  £4.55,  cif. 
Piperata,  American  Far  West  from  about  £22,  cif. 
Rosemary:  £5.75  kg  spot. 
Sandalwood:  Mysore  £62  kg  spot. 
Sassafras:  Brazilian  £2.15  kg  spot;  £2,  cif. 
Spearmint:    (kg)    American   Far-West  £15.  Chinese 
spot  and  cif  £12.50. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  pricas  as  we  go  to  press. 


COMING  EVENTS 


Tuesday,  March  28 

Swindon  and  North  Wilts  Branch,  National 
Pharmaceutical  Association,  The  Post  House,  Coate, 
Swindon,  at  7.45  pm.  Annual  meeting  followed  by 
Mr  S  Axon  (assistant  secretary,  PSNC)  on  "How 
your  prescriptions  are  priced." 

Thursday,  March  30 

Lancaster,  Morecambe  Branch,  Pharmaceutical 
Society,  Staff  room,  Boots,  Euston  Road, 
Morecambe,  at  7.45  pm.  Annual  meeting  and 
election  of  branch  representatives. 
North  Metropolitan  Branch,  Pharmaceutical  Society, 
Apothecaries  Hall,  7  pm.  Annual  dinner. 
Scottish  Borders  Branch,  Pharmaceutical  Society, 
Peel  House,  Peel  Hospital,  by  Galashiels,  at 
7.30  pm.  Mr  Stevenson  (Abbo  tLaboratories)  on 
"Stoma  care." 

South  East  Federation,  National  Pharmaceutical 
Association,  Southover  Grange,  Lewes,  8  pm. 
Showing  of  the  film  "The  vital  link." 

Sunday,  April  2 

Buckinghamshire  Local  Pharmaceutical  Committee, 

The  Pavilion,  Bell  Inn,  Aston  Clinton,  near 
Aylesbury,  at  11  am.  Lunch  time  forum  for  Bucks 
contractor  and  employee  pharmacists. 
Spearkers,  Miss  Maureen  Tomison  head  of 
publicity,  Pharmaceutical  Society),  Mr  Jim 
Bannerman  (member  of  Society's  Council)  and 
Mr  S.  R.  Axon  (secretary  designate,  PSNC)  and 
Mr  Timothy  Raison  (MP  for  Aylesbury  Vale). 
Free  lunch  at  1  pm. 

Advance  information 

Adverse  effects  of  drugs,  Mersey  region  of 
Pharmaceutical  Society  with  regional  health 
authority,  April  3  to  7,  University  Hall,  Liverpool. 
An  intensive  residential/non-residential  course  for 
pharmacists.  Details  from  Mrs  P.  E.  Jones 
(administrative  organiser),  45  Wicks  Green,  Formby, 
Merseyside,  L37  1PP. 

Symposium  on  the  use  of  alternatives  in  the 
discovery,  development  and  testing  of  therapeutic 
products,  April  11-12,  Wellcome  Lecture  Hall,  Royal 
Society,  6  Carlton  House  Terrace,  London  SW1. 
Organised  by  Fund  for  Replacement  of  Animals  in 
Medical  Experiments.  Details  from  Dr  Andrew 
Rowan,  FRAME,  312a  Worple  Road,  London  SW2Q 
(01-946  1450). 
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Manufacturing  & 
Distributing  Services 


WEAR 


An  exciting  new  range  of  professional 
clothing.  Leaflets  and  details  from: 

NICHOLSON'S 

(Overalls)  Limited 

Georges  Road,  Stockport, 
Cheshire. 

.TEL:  061-480" 7318  Telex:  666929  > 


FASHION  JEWELLERY 

We  offer  you  the  following  trading 
facilities 

1 .  Cash  and  carry  showroom  with 
free  parking 

2.  Representatives  calling  in  Lon- 
don and  Home  Counties 

3.  Selected  parcel  service  — 
prices  and  details  on  request 

Write  or  telephone  for  services 
required  to: 

ALANDRA  PRODUCTS  LTD., 

138-139  Shoreditch  High  Street, 
London,  E1  6JE. 

Telephone:  01-739  1201:  01-739  1205 


HALLONS 


W  FC 


BIN 


FOR  YOUR  POINT 
OF  PURCHASE  SALES 
Strong  transparent  acrylic 
sphere  on  plastic 
coated  wire  stand 


COUNTER  TOP 
SALES  AND 
MERCHANDISING  UNIT 


Send  lor  Details 
HALLONS  LTD 
214-220  MAYBANK  ROAD, 
LONDON  E18  1EX 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 

etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  0DL 

Tel:  01-889  3151/6 


Please  mention 
C  &  D  when  replying 
to  advertisements 


FALCONCRAFT 

PRICE  TICKETS 
CARD  HOLDERS 
SIGNS — INTERIOR 

AND  EXTERIOR 
TICKET  SECTIONS 
SHELF  ENLARGERS 
POSTER  FRAMES 

Send  for  catalogue  to: 

FALCONCRAFT  LTD., 
89/95  HAINAULT  ROAD, 
ROMFORD,  ESSEX 

TEL:  Romford  24621 


Tolley's 

Tax  Tables  1976/77 

Published  within  days  of  the 
chancellor's  budget  speech, 
these  detailed  tables  cover 
all  main  rates  of  income 
tax,  corporation  tax  and 
V.A.T.  and  include  a  sum- 
mary of  the  budget  pro- 
posals. 

Price  900. 


lassifjed 
rtisements 


Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
25  New  Street  Square,  London,  EC4A  3JA 
Telephone  01-353  3212 
Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate  head- 
ings. 


Display/Semi  Display  £5.00  per  single  column  centimetre,  min 

25mm.  Column  width  44mm. 

Whole  Page  £350  (275mm  x  186mm) 

Half  Page  £200  (135mm  x  186mm) 

Quarter  Page  £110  (135mm  x  91mm) 

Lineage  £1.00  per  line,  minimum  5  lines  @  £5.00 

Box  Numbers  £0.50  extra. 

Series  Discounts  5%  on  3  insertions  or  over.  10%  on  7  inser- 
tions or  over.  15%  on  13  insertions  or  over. 
Copy  date  12  noon  Tuesday  prior  to  publication  date. 
Advertisements  should  be  prepaid. 
Circulation  ABC  January/December  1976:  14,510. 


Appointments 


SALES 
EXECUTIVES 
OF 

OUTSTANDING 
ABILITY 
CURRENTLY  EARNING 
£7,500-E1 2,500  P. A. 

Rapidly  expanding  toiletry  company 
require  young  sales  executives  of  out- 
standing ability  and  ambition. 
We  offer  excellent  working  conditions  and 
a  first  class  salary  package. 

All  replies  to  Box  No.  2524. 


Please  mention  C  &  D 
when  replying  to 
advertisements 
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ROYAL  FREE  HOSPITAL 
Hampstead 

PHARMACY 
TECHNICIAN 

Qualified  Technicians  are  invited  to  apply 
to  join  our  enthusiastic  young  team  in  this 
modern  department  based  in  a  new  teach- 
ing hospital  in  Hampstead. 

The  successful  applicant  will  have  every 
opportunity  to  gain  experience  in  all 
aspects  of  the  pharmaceutical  service, 
including  up-graded  production  depart- 
ment. 

The  hospital  is  easily  accessible  by  public 
transport  and  offers  excellent  working 
conditions  and  staff  amenities. 
Application  form  (to  be  returned  by  12th 
April)  from  the  Personnel  Department, 
The  Royal  Free  Hospital,  21  Pond  Street, 
Hampstead.  London,  NW3  2PN.  Tel: 
01-794  0431.  Please  quote  ref:  1434. 

Camden   and   Islington  Area  Health 
Authority  (T) 


Shopfitting     For  Sale 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers. THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW17  OPD. 
Tel:  01-946  2291. 


IMPROVE  YOUR  BUSINESS 

with   skilled   planning  and  expertise. 
Ranges  of  Modern  Shop  Equipment 
available  at  keen  prices 

LET  US  TALK  IT  OVER 

Phone  061-445  3506 
H.  A.  PEYSER 
20  Fairfax  Avenue,  Didsbury 
Manchester  M20  0AJ 


Telephone 
01-353  3212 
to  advertise! 


JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  charms  etc.,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole,  37  College  Avenue,  Maidenhead. 

SIMBILTSHOP  fittings  for  sale.  Com- 
plete set  medium  oak  wall  units.  Open, 
glass  and  draw  units.  Condit.  immacu- 
late. Details  phone  Swansea  56380 
day. 

SINGLE  EDGE  BLADES  (E.R.  TYPE). 

Packs  of  100  £4.50  inc  VAT,  post  free 
Free  sample  on  request.  Cheque  with 
order.  Gordon  Chemists,  2b  Crick- 
lewood  Lane,  London,  NW2  1EX. 


details. 
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AGENT/DISTRIBUTOR 

Wanted  for  all  parts  of  U.K.  to 
take  exclusive  agency  for 
highly  effective  anti-perspirant 
creme  developed  in  Denmark. 
Must  be  substantial  company, 
with  own  sales  force,  and  be 
prepared  to  provide  advertising 
support. 

Reply  to  Box  No.  2525. 


Agents 


Wanted 


A  LEADING  nail  care  Company  with  an 
exciting  new  range  of  products  selling 
its  products  into  leading  store  groups, 
retail  chemists  and  beauty  salons, 
requires  agents  in  the  following  coun- 
ties:— Derby,  Leicester,  Northants, 
Cambridge,  Beds,  Bucks,  Norfolk,  Suf- 
folk, Essex,  Kent,  Sussex,  Surrey, 
Hants,  Wilts,  Avon,  Dorset,  Somerset, 
Devon,  Cornwall,  Wales  North  and 
South,  South  Ireland,  Scotland.  Where 
applicable  existing  accounts  passed 
over.  10%  commission  paid.  Details  of 
current  ranges,  territories  covered  and 
brief  curriculum  vitae  to  Box  No.  2521 . 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles,  etc., 
urgently  wanted  Kindly  contact  Robin 
Wheeler  Antiques,  Parklands,  Park 
Road,  Ashtead,  Surrey.  Telephone: 
Ashtead  72319. 


WANTED  URGENTLY.  Old  Mahogany 
chemist  shop  fittings.  We  remove  and 
pay  cash.  John  Derham  Ltd  ,  Earsham 
Hall,  Earsham,  Bungay,  Suffolk  NR35 
2 AN  Tel  Bunqay  3423. 


AGENTS/WHOLESALERS 

Well  established  company  marketing  an 
extensive  and  attractive  range  of  skin- 
packed  chemist  sundries  requires  agents 
selling  direct  to  retail,  or  wholesalers  to 
sell  and  service  their  Merchandising  Units 
to  outlets  in  the  counties  of  Devon, 
Cornwall.  Somerset.  Avon,  Dorset,  Wilts, 
Hants  and  Gloucs.  Please  write  giving  all 
relevant  details  to  Sales  Director,  East 
Midland  Toiletries  Ltd,  8-10  Easthorpe 
Street,  Ruddington,  Nottingham. 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 

trade  for  manufacturers'  clearing 

lines,  and  retailers'  stocks. 

8  Northburgh  Street,  London 

EC1V  OBA.  Tel:  01-253  1184/5. 

Telegrams:    "Salvall",  London, 

E.C.1. 


Classified  Ads 

Situations  Vacant, 

Put  it  to  the  test  by  posting  us 

Appointments,  Trade 

your  next  advert  or  telephone 

Services,  Business 

us  on  01-353  3212. 

Opportunities,  Wanted,  For 

Sale. 

A  classified  advertisement  in 

Chemist  &  Druggist  is  not 

Chemist  &  Druggist, 

expensive  and  can  get  terrific 

25  New  Street  Square, 

results. 

London,  EC4A  3  J  A. 

Barclays 

a  major  division  of  Dixons  Group  7  # 

are  expanding 


Considerable  investment  in  cash  and  people 
is  being  made  in  Barclays  which  has  a 
consistent  growth  record. 

We  require  people,  preferably  with 
experience  in  Pharmaceutical  distribution, 
who  can  contribute  to  Barclays  development 
plans.  A  positive  approach  is  needed  in  a 
highly  competitive  market,  where  you  will  be 
serving  Professional  people  in  a 
Professional  style. 

Positions  currently,  or  which  will  soon  be 
available  include  Line  Management 
appointments,  Warehouse  Supervisors  and 


Stock  Controllers.  You  should  be  a  self- 
starter  prepared  to  accept  responsibility 
early.  Barclays  reward  people  well  in  an 
environment  where  the  ability  to  produce 
results  matters. 

Written  applications,  giving  a  short  resume 
of  personal  details  and  career  to  date, 
should  be  made  in  the  first  instance  to: 

Paul  Fearon  MPS, 

Director, 

BARCLAYS, 

PO  Box  97,  19c  Orgreave  Close, 
Sheffield  S13  9NT 
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AIR  FRESHENERS 

Airwick  Air  Fresheners  are  available  from: 
Jeyes  UK  Limited,  Brunei  Way,  Thettord, 
Norfolk  1P24  1  HA.  Tel.  Thettord 4567.  Telex: 
81401. 

ANTASIL 

Stuart  Pharmaceuticals  Ltd.  Carr  House,  Carrs 
Road,  Cheadle,  Cheshire  SK8  2EG.  Tel: 
061-491  1444.  Grams:  Stuart,  Cheadle,  Che- 
shire. Telex:  668585. 


ASPRO  CLEAR 


Nicholas  Laboratories  Ltd,  225  Bath  Road, 
Slough.  Bucks.  Tel.  Slough  23971.  Grams: 
Nicholas  Slough.  Telex:  848388. 


ASPRO  REGULAR 


Nicholas  Laboratories  Ltd.,  225  Bath  Road, 
Slough.  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas,  Slough.  Telex:  848388. 

ATHLETIC  SUPPORTS 
[BODYBELTS) 

Salhs,  E.  Ltd.,  Vernon  Works,  Basford,  Not- 
tingham NG6  (I0H.  Tel.  Nottingham  77841- 
2/78545-2. 

BABY  FEEDING  BOTTLES 

William  Freeman  &  Co.  Ltd.,  Suba-Seal 
Works,  Staincross,  Barnsley,  South  Yorkshire. 
Tel.  0226-84081. 

„ewis  Woolf  Gnptight  Ltd.,  144  Oakfield  Rd., 
Sellyoak,  Birmingham  B29  7EE.  021-472 
1211.  Telex:  338666. 

SABY  FEEDING  PRODUCTS 

'Canon  Babysafe"  distributed  by:-  Jackel  & 
:o.  Ltd.,  Kitty  Brewster  Estate,  Blvth,  North- 
lmberland.  Tel:  Blyth  2596/7/8. 

BABY  FEEDING  REQUISITES 

William  Freeman  and  Company  Ltd.,  Suba- 
Seal  Works.  Staincross,  Barnsley,  South  York- 
hire.  Tel:  Bamsley  84081.  Telex:  547186. 
Canon  Babysafe.'  lackel  &  Co.  Ltd.,  Kitty 
3rewster  Estate,  Blyth,  Northumberland.  Tel: 
31yth  2596/7/8. 

3ABIES'  NAPPIES,  PANTS, 
FEEDERS 

[lie  Trimster  Co.  Ltd.,  Portland  Road,  Dork- 
ng,  Surrey  RH4  1EW. 

SABY  PANTS 

.ewis  Woolt  Gnptight  Ltd.,  144  Oakfield  Rd., 
iellyoak.  Birmingham  B29  7EE.  021-472 
1211.  Telex:  338666. 

flellane  Manufacturing  Ltd.,  Burdett  House. 
Newbridge  Street,  London  EC4.  Tel:  01-248 
|>276. 

frimster  Co.  Ltd.,  Portland  Road,  Dorking, 
>urrey.  (0306)  4970. 

1ATHROOM  SCALES 

Janco  International  Ltd.,  Unit  15,  Arden  For- 
est Ind  Est,  Alcester,  Warwickshire.  Alcester 
1456. 

BATTERY  OPERATED  WALL  CLOCKS 

-lanco  International  Ltd.,  Unit  15.  Arden  For- 
Ind  Est,  Alcester,  Warwickshire,  Alcester 
456. 

SOOKS  BY  JENSEN  TO  GUARD 
TOUR  MONEY 

'Buying  a  Shop  with  Notes  on  Selling"  could 
ave  you  thousands.  Includes  specimen  con- 
ract,  goodwill  assessment  factors  etc.  "More 
Profit  from  your  Stock."  How  to  use  space 
profitably,  how  to  budget,  how  to  research 
lour  market,  etc.  £2.50  each  (inc.  UK  postage) 
rom  booksellers  or  direct  from  author,  con- 
stant Eric  Jensen,  B.Com.  M.P.S.,  39  With- 
lean  Crescent,  Brighton  BN1  6WG.  Tel: 
0273)  501079. 

UBBLE  BATH 

lie  best  buy  at  its  price.  Andre  Philippe  Ltd.. 
l/71b  Gowan  Avenue,  Fulham,  SW6  6RJ. 
"el:  2194/2397.  Cables:  Andrephil,  London. 

IURSON  HOSIERY 

redenhill  Ltd.,  214  Queens  Road,  Beeston, 
lotts  NG9  2DB.  Tel:  Nottingham  225913. 

iAPTAIN  MOLYNEUX 

arfums  Molyneux,  Allenbv  House,  3  Main 
treet,  Fulford,  Yorks.  0904  29752. 

HEMIST  SUNDRIES 

Vilham  Freeman  and  Company  Ltd..  Suba- 
eal  Works.  Staincross,  Barnslev.  South  York- 
lire.  Tel:  Barnsley  84081.  Telex:  547186. 


CONTACT  LENSES 

Contact  Lenses  (Manufacturing)  Ltd.,  14-16 
Child's  Place,  Earls  Court,  London  SW5  9RX. 
01-373  6607/9.  01-373  5000.  Telex:  919031. 

CONTACT  LENS  SOLUTIONS 

Contact  Lenses  (Manufacturing)  Ltd.,  14-16 
Child's  Place,  Earls  Court,  London  SW5  9RX. 
01-373  6607/9,  01-373  5000.  Telex:  919031. 
Barnes-Hind  Ltd.,  I  sis  Trading  Estate,  Station 
Road,  Swindon,  Wilts  SN1  2PQ.  Tel:  0793 
26591.  Telex:  499654. 

COLOSTOMY  & 
ILEOSTOMY  APPLIANCES 

Danmed  Ltd.,  Somersham  Road,  St  Ives, 
Cambs.  Tel:  0480-62600.  Telex:  32674. 

CONTRACEPTIVE  SHEATHS- 
HORIZON,  CONTURE,  TAHITI 
STIMULA 

Contact  Nicholas  Hall,  Director  of  Marketing, 
Akwell.  A  division  of  G.  D.  Searle  &  Co.  Ltd., 
PO  Box  53,  Lane  End  Road.  High  Wycombe, 
Bucks.  Tel:  High  Wvcombe  (STD  0494) 
21124. 

CONTAINERS— DISPENSING 
PLASTIC/GLASS  SAFETY  OR 
STANDARD  PACKS 


Ceebnte  Ltd.,  Newgate  Street  Village, 
Herts.  Cuftley  2622  (London  Code  284). 


COPPER  BRACELETS 

Sabona  Rheumatic  Relief  Co.  Ltd.,  73  New 
Bond  St..  London  Wl.  01-727  4165. 

COSMETIC  PURSES  AND  HOLDALLS 

John  O'Donnell.  Box  33,  Chelmsford  CM1 
5NH.  Tel:  Chelmsford  (0245)  56112. 

COSMETICS  &  TOILETRIES 

F.  C.  Paton  (Southport)  Ltd.,  43a  Old  Park 
Lane,  Southport,  Merseyside,  Southport 
27717. 

COSMETIC  MANUFACTURERS 
(TANGEC) 

Winanck  (UK)Ltd.,  Unit  15.  Heywood  Indus- 
trial Estate,  Heywood,  Lanes.  (0706)  66201. 

COSMETICS 

Afro  Girl  Cosmetics  Ltd.,  77  Lower  Clapton 
Road,  London  E5.  01-985  8819  and  01-476 
5414. 

Creme  Simon  Ltd..  7  Lauderdale  Parade, 
Lauderdale  Road,  London  W9  1LU.  Tel: 
01-286  7509. 

CREAMS 

H.  E.  B.  Pharmaceuticals  lor  dermatological 
creams  and  ointments.  J.  Waterhouse  &  Co. 
Ltd..  6  Church  Street,  Ashton-u-Lyne,  Man- 
chester. 061-330  5667. 

CYDER  VINEGAR 

Whiteways  of  Whimple  Ltd.,  (Whiteways) 
Whimple,  Exeter  EX 5  2QJ  (0404)  822332. 
Telex:  42959. 

DANDRUFF  SHAMPOO 

Stafford-Miller  Ltd.,  166  Great  North  Road, 
Hatfield,  Herts.,  Hatfield  63221. 

DANDRUFF  SHAMPOO 
MEDCROSS  MEDICATED 

Andre  Philhpe  Ltd..  7 1/7 lb  Gowan  Avenue, 
Fulham  SW6  6RJ.  Tel:  736-2194/2397. 
Cables:  Andrephil  London. 

DENTURE  CLEANERS 

Stafford-Miller  Ltd.,  166  Great  North  Road. 
Hatfield,  Herts.  Hatfield  63221. 

DENTURE  FIXATIVES 

Stafford-Miller  Ltd..  166  Great  North  Road, 
Hatt.eld,  Herts.  Hatfield  63221. 
Aezodent,'  Ayrton  Saunders  &  Co.  Ltd.,  34 
Hanover  St.,  Liverpool  L69  1BL.  Tel:  051- 
709  8282.  Telex:  62771  1. 

DENTURE  REPAIR  UNITS 

"Dentifix"  available  from:  Dental  Projects 
(Laboratories)  Ltd.,  75A  High  Street,  Staines, 
Middx.  Tel:  Staines  54166. 

DISTRIBUTORS  OF  COSMETICS  AND 
FRAGRANCES 

Germaine  Monteil  (UK)  Ltd.,  33  Old  Bond 
Street,  London  Wl.  01-629  1378.  Telex: 
264320  BACLDNG. 


DISPENSING  TABLETS 


Approved  Prescription  Services  Ltd..  PO  Box 
1 5.  Whitcliffe  Road,  Cleckheaton.  West  York- 
shire, England  BD19  3BZ  Tel:  Cleckheaton 
(0274)  876776. 


DISPOSABLE  NAPPIES. 

Lewis  Woolf  Griptight  Ltd.,  144  Oakfield  Rd  , 
Sellvoak,  Birmingham  B29  7EE.  021-472 
4211.  Telex:  338666. 

DORMEL  MINIATURE 
FEEDERS/TEATS 


United  Novelties  Ltd.,  Field  Works, 
Leagrave  Street,  Clapton  Park,  London 
E5  9QT,  01-985  2219. 


ELASTIC  AND  SUPPORT  HOSIERY 

Credenhill  Ltd.,  214  Queens  Road,  Beeston. 
Notts.  NG9  2DB.  Tel:  Nottingham  225913. 

ELASTIC  HOSIERY  LENTON 
PRODUCTS  (SUPREME) 

Newcastle  House,  Castle  Boulevard,  Not- 
tingham NG7  1HF.  Tel:  Nottingham  45462. 

ETHICAL  MEDICINES 
(POTABA  MYOTONINE) 

Glenwood  Laboratories  Ltd.,  19  Wincheap, 
Canterbury,  Kent.  (0227)  60139. 

EVANOL 

Benton  Beauty  Productions  Ltd.,  Naseby 
House,  49  Elwood  Street,  Highbury,  London 
N5  lEE.Tel:  226  1984.  Cables:  Limitex,  Lon- 
don N5. 

FACECLOTHS 

John  O'Donnell.  Box  33,  Chelmsford  CMI 
5NH.  Tel:  Chelmsford  (0245)  56112. 

FASHION  JEWELLERY 

Exclusive  lines,  latest  fashions.  Jode/  (Man- 
chester) Ltd.,  34  Shudehill.  Manchester  M4 
1  FY.  Tel:  061-832  6564. 


FEMINAX 


Nicholas  Laboratories  Ltd.,  225  Bath  Road. 
Slough,  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas  Slough.  Telex:  848388. 

FIXTURES  AND  FITTINGS 


Fixtures  and  Fittings  for 
Dispensaries 
Complete  service  by  specialists 
Phone  Allan  Campbell 
AC  SHOPFITTERS 
34B  Jeffery  Street 
Gillingham,  Kent 
Medway  (0634)  55508 


GARDEN  PRODUCTS 

Sorex  (London)  Ltd..  Fulton  House,  Empire 
Way,  Wembley,  Middlesex  HA9  0LX.  Tel: 
01-902  8686. 

GEORGE'S  AMERICAN  MARVEL 
LINAMENT 

Hubert  Thomas  A.  C.  &  Co.  Ltd.,  Cop- 
perworks  Road,  Llanelli,  Dvfed.  Tel:  Llanelli 
2576.  Telex:  Thomas  2576. 

GROSS  PHARMACIST  CASH 
REGISTER 

Gross  Cash  Registers  Ltd.,  Crowhurst  Road, 
Hollingbury,  Brighton.  East  Sussex  BN 1  8AQ. 
Tel:  0273  506241. 

HACTOS 

Hubert  Thomas  A.  C.  &  Co.  Ltd..  Cop- 
perworks  Road.  Llanelli.  Dyfed.  Tel:  Llanelli 
2576.  Telex:  Thomas  2576. 

HAIR  CARE  PRODUCTS 

Alberto-Culver  Co.,  Hound  Mills  Industrial 
Estate,  Telford  Road.  Basingstoke.  Hants. 
RG21  2YZ.Tel:  0256-66808.  Telex:  858708. 

HAIR  COSMETICS 

Wella  (GB)  Ltd..  Wella  Road.  Basingstoke. 
Hampshire  RG22  4AF.  Tel:  Basingstoke 
20202.  Telex:  858378. 

HAIR  FASHION  AIDS 

Laughton  &  Sons  Ltd.,  Warstock  Road,  Bir- 
mingham B14  4RT.  021-474  5201. 

HAND  BAG  ACCESSORIES 

Laughton  &  Son  Ltd.,  Warstock  Road,  Bir- 
mingham B14  4RT.  021-474  5201. 

HOMEBREWING  &  WINEMAKING 

Southampton  Homebrews  Ltd.,  Brewmaker 
House,  1 2  Rochester  Street,  Northam.  South- 
ampton SO  1  1QW.  Tel:  36044/5/6. 
Viking  Brews  Ltd.,  28/29  Clive  St.,  North 
Shields.  Tvne  &  Wear.  Tel:  North  Shields 
73402. 

HOSPITAL  AND  HOME 
NURSING  REQUISITES 

William  Freeman  and  Company  Ltd..  Suba- 
Seal  Works,  Staincross.  Barnslev.  Tel:  Barn- 
sley 84041.  Telex:  547186. 


HOT  WATER  BOTTLES 

Cannon  Rubber  Co.  Ltd.,  Ashley  Road,  Tot- 
tenham, London.  Tel:  01-808  6261/9.  Telex: 
261906. 

William  Freeman  and  Company  Ltd.,  Suba- 
Seal  Works,  Staincross,  Barnslev,  South  York- 
shire. Tel:  Barnsley  84081.  Telex:  547186. 

INSECTICIDES 

De  Witt  International  Ltd..  (Dethlac),  Sey- 
mour Road,  London  E10  7LX.  01-539  3334. 
Sorex  (London)  Ltd.,  Fulton  House.  Empire 
Way,  Wembley,  Middlesex  HA9  0LX.  Tel: 
01-902  8686. 

INTER-DENS  STICKS 


Nicholas  Laboratories  Ltd.,  225  Bath  Road, 
Slough,  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas  Slough.  Telex:  848388. 

INTER-DENS  TOOTHBRUSHES 


Nicholas  Laboratories  Ltd.,  225  Bath  Road, 
Slough.  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas  Slough.  Telex:  848388. 

ITALIAN  PERFUMES  (NAPOLEON) 
'DESIREE'  PERFUMES  AND 
COLOGNES 

'IN'  EAU  DE  PARFUM  AND 
ATOMISERS 

Andre  Philippe  Ltd..  71/71b  Gowan  Avenue. 
Fulham  SW6  6RJ.  Tel:  736  2194/2397. 
Cables:  Andrephil  London. 

KITCHEN  SCALES 

Hanco  International  Ltd.,  Unit  15.  Arden  For- 
est Ind.  Est.,  Alcester,  Warwickshire,  Alcester 
3456. 


KWELLS 


Nicholas  Laboratories  Ltd..  225  Bath  Road, 
Slough,  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas  Slough.  Telex:  848388. 

LITESOME  SUPPORTERS 

Credenhill  Ltd.,  214  Queens  Road,  Beeston. 
Notts  NG9  2DB.  Tel:  Nottingham  225913. 

MANICURE  ACCESSORIES 

John  O'Donnell.  Box  33,  Chelmsford  CMI 
5NH.  Tel:  Chelmsford  (0245)  56112. 

MANICURE  ACCESSORIES 

John  O'Donnell,  Box  33.  Chelmsford  CMI 
5NH.  Tel:  Chelmsford  (0245)  56112. 


MATEY 


Nicholas  Laboratories  Ltd.,  225  Bath  Road. 
Slough.  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas  Slough.  Telex:  848388. 

MEDICATED  TOOTHPASTE 

Stafford-Miller  Ltd.,  166  Great  North  Road. 
Hatfield.  Herts.  Hatfield  63221. 

MEN'S  AFTERSHAVE  LOTION 
(MONSIEUR  PHILIPPE) 

Andre  Philippe  Ltd.,  71/71b  Gowan  Avenue. 
Fulham  SW6  6RJ.  Tel:  736  2194/2397. 
Cables:  Andrephil  London. 

NATURAL  PRODUCTS  LTD. 
MANUFACTURERS  &  DISTRIBUTORS 

Natura  Products  Ltd.,  90  Belsize  Lane,  Lon- 
don NW3.  01-435  1193/4  or  01-794  2244 
(Replica  27893). 

NEW  VAGINAL  SYRINGE 

Saffron.  5  Rowlands  Road,  Worthing.  West 
Sussex  3JJ  BN11.  Tel:  Worthing  (0903- 
34034). 

PERFUME  (FETE) 

Parfums  Molvneux.  Allenbv  House.  3  Main 
Street.  Fulford,  Yorks.  0904  2  97  5  2. 

PERFUME  (VIVRE) 

Parfums  Molyneux.  Allenbv  House.  3  Main 
Street,  Fulford.  Yorks.  0904  29752. 

PHOTOGRAPHIC  EQUIPMENT 

Ag-fa-Gevaert  Ltd..  Great  West  Rd., 
Brentford.  Middlesex  TW8  9 AX.  Tel:  560- 
2131  (25  lines). 
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PHOTOGRAPHIC  PROCESSORS 

Tynecolour  Ltd..  Western  Approach,  South 
Shields,  Tyne  &  Wear.  Tel:  0632  56391 1 

PHOTOGRAPHIC  PROCESSING 
COLOUR—  B/W 


3MOPFITY0MG 


RAPIDFOTO  LABS 

24-hr.  London  pick-up.  Same  day  mail 
service  return.  93  Crawford  St.,  London 
Wl.  Tel:  01-723  6011. 


PHOTOGRAPHIC  WHOLESALERS 

Tynecolour  Ltd..  Western  Approach,  South 
Shields,  Tyne  &  Wear.  Tel:  0632  56391 1. 

POLLEM  TABLETS 


pollenaps 


Approved  Prescription  Services  Ltd., 
P.O.  Box  15,  Whitcliffe  Road,  Cleck- 
heaton.  West  Yorkshire,  England  BD19 
3BZ.  Tel:  Cleckheaton  (0274)  876776. 


POWDER  COMPACTS 

Laughton  &  Sons  Ltd.,  Warstock  Road,  Bir- 
mingham B14  4RT.  021-474  5201. 

PRICE  MARKING 

Dymo  Ltd.,  Retail  Systems  Division,  Victoria 
Road,  Feltham,  Middlesex.  01-890  1388. 
Telex:  21204. 

PRICE  TICKETS,  LABELS  AND 
POSTERS 

Falconcraft  (Aluminium )  Ltd..  Hainault  Road, 
Romtord.  Essex.  Tel:  Romford  61911/2/3. 

RADOX  BATH  SALTS 


Nicholas  Laboratories  Ltd..  225  Bath  Road. 
Slough.  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas  Slough.  Telex:  848388. 

RADOX  HERBAL  BATH 


Nicholas  Laboratories  Ltd.,  225  Bath  Road, 
Slough,  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas.  Slough.  Telex:  848388. 

RADOX  SHOWERFRESH 


Nicholas  Laboratories  Ltd.,  225  Bath  Road, 
Slough.  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas.  Slough.  Telex:  848388. 

RENNIE 


Nicholas  Laboratories  Ltd.,  225  Bath  Road, 
Slough,  Bucks.  Tel:  —  Slough  23971.  Grams: 
—  Nicholas  Slough.  Telex:  —  848388. 

RODENTICIDES 

Rentokil  Ltd.  (Alphakil,  Rodine,  Biotrol) 
Products  Division  Felcourt,  East  Grinstead, 
Sussex.  East  Grinstead  23661. 
Sorex  (London)  Ltd.,  Fulton  House.  Empire 
Way,  Wembley,  Middlesex  HA9  0LX.  Tel. 
01-992  8686. 

RUBBER  STAMPS 

Mark  C.  Brown  &  Son  Ltd..  P.O.  Box  69 
4  Baker  Street,  Hull.  Tel:  0482  23464. 

SUNGLASSES  

ISale  Optical  Company,  Normanhurst,  I 
195  Brooklands  Road.  Sale,  Cheshire.  I 


SURGICAL  DRESSING 

Adhesive  Fabrics  (Manchester)  Ltd., 
Washington  Mill,  1  York  Street,  Manchester 
Ml  7DC.  Tel:  061-273  5285. 

SMOPFITTINGS  AND 
EQUIPMENT 

Falconcraft  (Aluminium)  Ltd.,  Hainault  Road, 
Romford,  Essex.  Tel:  Romford  61911/2/3. 


ALPLAN 
SHOPFITTMG  LTD. 

Alplan  House,  Cavalier  Road 
Heathfield,  Newton  Abbot 

Devon  TQ1 2  6TG 
Tel.  Bovey  Tracey  (0626) 

832059  —  3  lines 


INTERPLAN 

SYSTEM  80  + 

Modular  units  with  complete  shopfitting 
services.  NPU-NPA  recommended  (for 
15  years). 

Coloured  brochure  from  Olney  Bros. 
Ltd.,  Norihbridge  Road,  Berkhamsted, 
Herts.  Tel.  (04427)  5417-9. 


E.  Plan  Ltd.,  E.  Plan  Estate.  New  Road, 
Newhaven  B.N  9  0HE. 

SHOP  FITTINGS  AND 
SELFSELECTION  SYSTEMS 

Modern  Merchandising  Services  Ltd.,  P.O. 
Box  17,  Vicarage  St.,  Oldbury.  Warley,  West 
Midlands,  B68  8HG.  Tel:  No.  021- 
552-2696/7. 

SHOPKIT 


SHOPKIT 

The  world's  first  D.I.Y  professional  shop- 
fitting  system.  Free  installation  offer.  Most 
shopfitters  would  charge  you  over  £3,000 
for  a  complete  refit  —  the  SHOPKIT  Price 
would  only  be  in  the  region  of  £1,600  So, 
apart  from  saving  you  £1,400,  we  will 
deliver  and  install  your  SHOPKIT  free  if 
your  order  exceeds  this  amount 

Details  from: 

SHOPKIT 

50  Ivatt  Way 
Peterborough  PE3  7PN 
Tel:  Peterborough  0733  265263 
Manchester  061-228  2561 

London  01-653  6653 
Birmingham  021-643  4636 


SILICONE  COATED  FOLEY 
CATHETER 

Warne  Surgical  Products  Ltd..  South  Wav. 
Andover,  Hampshire  SP10  5GB.  Tel: 
Andover  4261.  Telex:  47236. 

SKIN  ADHESIVES 

Warne  Surgical  Products  Ltd.,  South  Way, 
Andover,  Hampshire  SP10  5GB.  Tel: 
Andover  4261.  Telex:  47236. 

SOAP  AND  PERFUME 
MANUFACTURERS 

Creme  Simon  Ltd.,  7  Lauderdale  Rd..  London 
W9  1LU.  Tel:  01-286  7509. 

SOOTHERS 

Lewis  Woolf  Griptight  Ltd.,  144  Oakfield  Rd., 
Sellvoak  Birmingham  B29  7EE.Tel:  021-472 
4211.  Telex:  338666. 

William  Freeman  &  Co.  Ltd.,  Suba-Seal 
Works,  Staincross,  Barnsley,  South  Yorkshire. 
Tel:  0226  84081. 

SUPPORT  HOSIERY 

LENTON  PRODUCTS  (SUPREME).  New- 
castle House,  Castle  Boulevard,  Nottingham 
NG7  1HF.  Tel:  Nottingham  45462. 

SURGICAL  DRESSINGS 

Adhesive  Fabrics  (Manchester)  Ltd.. 
Washington  Mill,  1  York  Street  (off  Charles 
St.  I.Manchester  Ml  7DE.  Tel:  061-273  5285. 

"SPECIALIST"  CONTACT  LENS 
SOLUTION  WHOLESALERS 
1-1000  BOTTLES 

Hillyard  Contact  Lens  Supplies,  55  Barton 
Road,  Water  Eaton  Estate,  Milton  Keynes, 
Bucks.  (0908)  74537. 

SWIM  CAPS 

William  Freeman  and  Company  Ltd.,  Suba- 
Seal  Works.  Staincross,  Barnsley,  South  York- 
shire. Tel:  Barnsley  8408 1.  Telex:  547186. 

TAMPONS 


Tampax  Ltd.,  Dunsbury  Way,  Havant 
P09  5DG.  Hampshire,  Havant.  Tel: 
474141. 


TEATS 

Lewis  Woolf  Griptight  Ltd..  144  Oakfield  Rd., 
Sellyoak  Birmingham  B29  7EE.  Tel:  021-472 
4211.  Telex:  338666. 

William  Freeman  &  Co.  Ltd.,  Suba-Seal 
Works,  Staincross.  Barnsley,  South  Yorkshire. 
Tel:  0226  84081. 

TINOL  TEETHING  SYRUP 

Chemist  Supplies.  103  Charlestown  Road 
East,  Woodsmoor,  Stockport,  Cheshire.  Tel: 
061-483  7630. 

TOILET  BAGS 

John  O'Donnell,  Box  33,  Chelmstord  CM1 
5NH.  Telephone:  Chelmsford  (0245)  56112. 

TONIC  WINE 

WTuteways  of  Whimple  Ltd.,  (Whiteways) 
Whimple,  Exeter  EX5  2QJ  Tel:  (0404) 
822332.  Telex:  42959. 

TOOTHBRUSHES 

Stafford-Miller  Ltd.,  166  Great  North  Road, 
Hatfield,  Herts.  Hatfield  63221. 

TRANSLET  ROYAL  COLOSTOMY  SET 

Searle  Medical.  P.O.  Box  88,  High  Wycombe, 
Bucks  HP12  3RE.  Tel:  High  Wvcombe 
446551.  Telex:  837555. 

TRANSLET  OSTOMY  DEODORANT 

Searle  Medical,  P.O.  Box  88,  High  Wvcombe, 
Bucks,  HP12  3RE.  Tel:  High  Wycombe 
446551.  Telex:  837555. 

TRANSLET  KARAYA  GUM  FOR 
OSTOMISTS 

Searle  Medical,  P.O.  Box  88.  High  Wycombe. 
Bucks  HP12  3RE.  Tel:  High  Wycombe 
446551.  Telex:  837555. 

TRAVEL  SICKNESS  REMEDIES 

Stafford-Miller  Ltd.,  166  Great  North  Road. 
Hatfield.  Herts.  Tel:  Hatfield  63221. 

TRUGEL 


W.  B.  Pharmaceuticals,  P.O.  Box  23 
Bracknell,  Berkshire.  Tel:  Bracknell 
50222.  Telex:  847634. 


UROLOGICAL  FOLEYS 

Warne  Surgical  Products  Ltd..  South  Way, 
Andover,  Hampshire  SP10  5GB.  Tel- 
Andover  4261.  Telex:  47236. 

WATER  PIK 


Teledyne  Water  Pik  (UK)  Heathrow 
House.  Bath  Road,  Cranford,  Hounslow. 
Tel:  01-897  2501. 


WHIRLING  SPRAYS 

Saffron.  5  Rowlands  Road,  Worthing,  West 
Sussex  3JJ  BN11  Tel:  Worthing  (0903- 
34034). 

William  Freeman  &  Co.  Ltd.,  Suba-Seal 
Works,  Staincross,  Barnslev,  South  Yorkshire. 
Tel:  Barnsley,  84081.  Telex:  547186. 

WHISTLING  POPS 


Nicholas  Laboratories  Ltd.,  225  Bath  Road, 
Slough,  Bucks.  Tel:  Slough  23971.  Grams: 
Nicholas.  Slough-  Telex:  848388. 

WHOLESALERS 

M.  Baum.  Wholesale  Chemists  Ltd.,  Monk- 
wearmouth,  Sunderland.  Tel:  Sunderland 
71081. 


M6 


CASH  &  CARRY 

(T.  BRYANT  &  SON  LTD.) 

OLD  BOSTON  TRADING  ESTATE 
PENNY  LANE,  HAYDOCK 

Telephone: 
Ashton  in  Makerfield  76644 
Service  to  the  Independent  Trader 


Nicholas  Laboratories  Ltd.,  225  Bath  Road, 
Slough.  Bucks.  Tel:  —  Slough  23971.  Grams: 
—  Nicholas  Slough.  Telex:  —  848388. 


ZEISS  SUNGLASSES 

Carl  Zeiss  (Oberkochen)  Ltd..  3136  Foley 
Street.  London  Wl  P  SAP.  Tel:  01-636  8050 
(15  lines)  Telex:  24300. 


ORDER  NOW 

CHEMIST  &  DRUGGIST 
DIRECTORY  1978 

Manufactures  &  Suppliers 
List  of  Multiple  Retail  Outlets 
Law  for  Retailers 
Value  Added  Tax 
Who  Owns  Whom 
Pharmaceutical  Organisations 
Forensic  Pharmacy 

These  are  just  some  of  the  sections  included  in  The  Chem- 
ist &  Druggist  Directory  1978. 

The  essential  reference  for  every  pharmaceutical  retailer, 
wholesaler  and  manufacturer.  Send  for  your  copy  today: 

Chemist  &  Druggist, 
25  New  Street  Square, 
London,  EC4A  3JA. 

Price  £15  including  postage  and  handling.  C&D  sub- 
scribers only  £12  including  postage  and  handling. 


Typesetting  and  graphics  bv  Tottenham  Typesetters  Ltd.,  London  N15.  Printed  by  Riverside  Press  Ltd.,  Whitstable,  Kent.  Published  by  BENN  PUBLICATIONS  LTD.,  25  New  Street  Square, 

EC4A  3JA.  Registered  at  the  Post  Office  as  a  Newspaper  38/30/85. 


Retail  Security 


Do  you  know  how  much 
you  are  losing? 

Two  major  conferences  have  been 
organised  by  Benn  Business  Promotions 
Ltd,  in  association  with  the  Retail  Region 
of  the  International  Professional 
Security  Association. 

THE  RETAIL  SECURITY 

CONFERENCE 

The  London  International  Press 
Centre,  New  Street  Square,  London  EC4. 
Thursday  30th  March  1978. 
Conference  Chairman-Baroness  Phillips. 

Lectures  include:  'Aids  to  controlling 
shoplifting,'  'Protection  of  premises' and 
'Are  your  staff  honest?' 

A  feature  of  this  conference  will  be 
the  open  forum,  in  which  you  are  invited  to 
put  your  questions  or  points  of  view  to  a  panel 
of  experts  including  a  solicitor,  Robert  Adley  MP, 
Greville  Janner  QC  MP,  and  Baroness  Phillips. 

The  fee  is  £45  for  the  first  delegate  from 
each  organisation  and  £40  for  each  subsequent 
delegate  from  that  organisation. 


How  can  you  control 
Retail  Theft? 


THE  STORE  DETECTIVES' 
SEMINAR 

The  Cafe  Royal 
Wednesday  19th  April  1978 
At  this  unusual  event,  experts  will 
explain  and  demonstrate  practical 
aspects  of  shop_security,  from 
challenge  and  arrest  through  to  court 
appearances. 

The  fee  is  £40  for  the  first  delegate  from 
each  organisation  and  £35  for  each 
subsequent  delegate  from  that  organisation. 
Application  forms  and  enquiries  to: 
Benn  Business  Promotions  Ltd, 
Press  House, 
25  High  St,  Edenbndge,  Kent. 

Telephone: 
Edenbndge 
(0732)  863944. 


Application  form 

1.  Please  reserve  place/s  at  the  Retail  Security  Conference 

2.  Please  reserve  place/s  at  the  Store  Detectives'  Seminar 

I/We  enclose  a  cheque  for  £  made  payable  to  Benn  Business 

Promotions  Ltd. 


ADDRESS 


25  March  1978 


Chemist  &  Druggist  481 


We've  put  a  little 
extra  muscle  behind 
*mm-  y°ur  Farley's 
"  Rusks  sales. 


*  Farley's  are  brand  leader  in  display  material  available  from 
the  children's  rusks  market.       your  Farley's  representative. 


*  Now  Farley's  introduce  a 
special  5p  on-pack  coupon  to 
help  you  build  even  bigger  sales. 

*  From  early  April  special 
promotional  family  packs  will 
be  available  for  as  long  as 
stocks  last.  They'll  feature  the 
5p  coupon  and  our  eye-catching 
baby  'Hercules'! 

*  And  'Hercules'  will  also  be 
featured  in  specially  prepared 


Farleys^ 


*  Coupons  will  be  redeemable 
on  customers'  next  purchase  of  RUSKS 
a  family  pack  of  Farley's  Rusks, 
so  you  can  be  sure  they'll  be 
coming  back  for  more. 

So,  build  up  your  stocks  now. 
And  watch  your  sales  grow! 


Farley's 
Rusks 


Watch  them 
grow  up  fit 
on  Farley's 


Farley's  is  a  Trade  Mark 


